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Roltwood ELECTRIC BROILER 


A joy to give and blessing to receive . . . yours for every day remem- 
brance, the Holliwood Electric Table Broiler! Its “Even-Heat" Coil, regu- 
lated by Two-Heat Control insures over-all, all-at-once broiling. A simple 
turn of the E-Z Lock Device and out comes the complete heating unit for 
easy, thorough cleaning of the entire broiler. Well-tree platter, grand 
for table service, has non-heat conducting handles and legs . . . and it's 
sturdily made of cast aluminum with a sparkling hammered effect. 


phe You 0" ® Heb oodd a, sum the hes 


An extra Star . . . “How To Be A Holliwood Hostess” .. . 
@ sparkling booklet with smart tips on broiling and serving the 
modern way. Write for your free copy, today! 





the electric broiler 
that’s top billing 


in every market! 


presenting another 


advertisement 


in tne Molleovod 


1946-47 NATIONAL 
ADVERTISING 
CAMPAIGN 


Look for these ads in such 
leading publications as 


ESQUIRE 

WOMAN’S DAY 

BRIDE’S REFERENCE BOOK 
BETTER HOMES AND GARDENS 
WOMAN’S HOME COMPANION 
LADIES’ HOME JOURNAL 
AMERICAN HOME 

HOUSE BEAUTIFUL 


when you sell a 


Hollwood 


you sell the best! 


Finders Manufacturing Co. 
3669 South Michigan Ave. 
Chicago, Ill. 
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Hardwere Age, published every other Thursday by Chilton Co. (Ine.). Entered as second-~'cns owes March 24, 1933, at the ‘Post Office at Philadelphia wnder the Act of 


March &, 1879 (Printed in U. 8. A.) $1.00 per year. Single copies, 25¢ each. Vol. 158, No. 12. 














EVOLUTIONARY STYLING that keeps pace with public acceptance; new 
models can be added to thousands of pre-war installations . .. 


PLUS THESE FEATURES 


A Complete Line of enameled steel cabinet sinks, cabinets, and accessories, 
made to highest quality standards in every detail. Styles and sizes for 
kitchens of every type, from compact arrangements in moderately priced 
homes to the most expensive custom installations. The finest equipment 
ever offered to meet the tremendous demand for attractive, work-saving 
kitchens .. . 

Expanded Production, dedicated 100% to Youngstown dealers and dis- 
tributors .. . 

Continuing Mass Market Promotion, featuring low-cost units of sale that 
have the greatest appeal for the largest number of buyers . . . 
Promotional Profit Margins, maintained to make Youngstown Kitchens 
the best-paying line of merchandise you have ever sold. 


MEANS PROFITS WITH 
RY y . 
BY MULLINS 


More than 10,000 retailers are getting set to make substantial profits 
selling Youngstown cabinet sinks and cabinets, according to the proved 
Youngstown merchandising plan. 

Some territories are still open. If you are interested, let us know. 


MULLINS MANUFACTURING CORPORATION, Warren, Ohio 


Porcelain Enameled Products, Large Pressed Metal Parts, Design Engineering Service 
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280 Fifth Avenue, New York I, N.Y. | 
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top-draw'' women's magazines with over 
6 million readers 


* because Cosmopolitan's ‘cover girl’ is using 
Pinking Shears 


* because Pinking Shears are an exclusive and 
highly successful specialty of J. Wiss & Sons 
Grell ole hae ul -télae eM leloiiale Mulelal hiclaitiac 
of quality shears and scissors 


WiSS & SONS CO., NEWARK 7, N. J 
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Three NUTONE Push Buttons and 
Three Displays that sell them FOR YOU! 


Here they are! Three new push buttons of Lustron (they glow at night!) to 
make the chime sales-and-profit picture more complete for you. This is year- 
round replacement merchandise . . . always in demand. 

It’s the kind of low-inventory, fast-turnover goods that are easy and profit- 
able to handle. 

Best of all, NUTONE Push Buttons come in counter-display cartons that do 
the selling job for you! You can have immediate delivery from your whole- 













Con | cant stain me 


saler. 


Tinh , we 


——__. NUTONE’S SMART, SELF-DISPENSING DISPLAY (in 

5 colors!) sells the NUTONE ‘“‘Modern” Push Button on 
“sight! The button is luminous at night. It’s beautiful, by 
4 day, in black and ivory plastic, with chrome cover that 
m™ conceals the mounting screws. It’s durable, rust-proof, 
can’t stain woodwork. The newest idea in push buttons; 


v ape 











full 3 in. long. 
MODEL STANDARD PACKAGE LIST, EACH 
PB-3 12 buttons in counter display $1.00 


A COUNTER DISPLAY THAT SELLS the nuTOoNE 
“Round” Push Button. This is a thoroughly tested, new, 
all-luminous plastic button; cannot discolor door frame. 
It has a coil spring that gives positive sliding contact. It’s 
fully insulated. At this price, your customers will want 
one for each door. 


MODEL STANDARD PACKAGE LIST, EACH 
PB-1 24 buttons in counter display 35¢ 






All products bearing the NUTONE 
trademark are fair-traded in all 
THIS DISPLAY CONTAINER SELLS the NUTONE “Jewel” Push Button. The jale-toame states, 
3-in. button plate is solid brass in the same Colonial style as the NUTONE 
‘Jewel’ Door Chime; can’t possibly rust. All-plastic button has positive sliding 
contact, is fully insulated, glows in the dark. Night and day, it’s beautiful! 


MODEL STANDARD PACKAGE LIST, EACH 
PB-4 12 buttons in counter display $1.00 DOOR CHIMES 





NUTONE, INCORPORATED, MERCHANDISE MART, CHICAGO 54; 
200 FIFTH AVE., NEW YORK 10; 931 EAST 31st ST., LOS ANGELES 11; AND TERMINAL SALES BLDG., SEATTLE 1 
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I tell millions of women—your customers—every 
month in the national magazines about the 
wonders of my sparkling, streamlined Dunbar 
Cooking Glass. That helps you sell ’em on my 
quality line of practical, easy-to-clean Dunbar 
glassware. Take advantage of this extra sales 
help . . . display this line that’s priced right. . 
cash in on quick turnovers at gaod profits. Your 
customers are waiting to be sold on Cooking 
with Glass. I’ll tell °em—you sell ’em! 


Jane Dunbar 


DUNBAR GLASS CORPORATION 
DUNBAR, W. VA. 


S/g,, 1107 Broadway, New York 10 


1836 Euclid Ave., Cleveland 15 
1556 Merchandise Mart, Chicago 54 


Representatives: 

BALTIMORE 1: John A. Dobson & Co., 110 Hop- 
kins Place. DALLAS 1: Galvin Sales Company, 
Wilson Building. DETROIT 26: B. F. Feldner, 
1229 Tuller Hotel. LOS ANGELES 14: Geo. H. 
Miller & Son, 656 S. Los Angeles Street. MIN- 
NEAPOLIS 10: A. G. Rolfson, 4871 Wooddale 
Ave. NEW YORK 11: John L. Pasmantier & 
Sons, 5 West 20th St. PORTLAND 9: Holt Berni, 
Portland Merchandise Mart, 821 N.W. Flanders 
St. SAN FRANCISCO 7: Collins, Groth & John- 
son, $24 Fifth St. SEATTLE 1: Holt Berni, 102 
Terminal Sales Building. CANADA: J. K. Mac- 
Leod & Company, 90 Sherbourne St., Toronto, 
Ontario. 

EXPORT SALES REPRESENTATIVE: The 
American Steel Export Co., Inc., 347 Madison 
Ave., New York 17, N. Y. 
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WASHINGTON 
HEATERS and RANGES 


The hundreds of thousands of satisfied users of Washing- 
ton Appliances are your best salesmen for these quality 
heaters and ranges . . . a potent factor in the big future 
replacement and new customer market for Washington 
Dealers. Although we have stepped up production, de- 
mand continues to exceed our best efforts. We are mak- 
ing every effort to overcome this condition. 






















































—every . 
ut the GEORGE WASHINGTON 
Junbar COAL RANGE 
on my The modern styling, rounded 
JYunbar corners for easy cleaning, the 
| striking lines, the gleaming 
b Sales porcelain enamel finish — all 
| Se contribute to the smart ap- 
. Your pearance of the George 
ooking — Cast Balanced 
WASHINGTON FRUGAL 
On OIL BURNING HEATER 
: Down-Draft Hot Blast spreads flame in 
ION MARTHA WASHINGTON the radiator-type combustion chamber, 
HOME FURNACE (COAL insuring maximum heating capacity. A 
| Down-Draft Hot Blast Com- truly beautiful, powerful and durable 
: "} bustion insures maximum effi- heater. 
| | ciency. Heavy-duty —_ 
lloy slotted fi + and 
a heavy ribbed combustion BACKED BY AN 
, ” hamber, addi xt t- 
— ing wifoce insure long it 84 YEAR TRADITION 
Geo. H and added years of satisfac- 
Res tory service. OF QUALITY 
it Bernt, a 
Flanders 
IS GRAY & DUDLEY COMPANY 
K. Mac- 
Toronto, NASHVILLE, TENN. 
Pcs Established 1862 
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YOUR OWN 


CUSTOMERS 
HAD A HAND 


IN 
Scleut Stour 
DESIGN 





Credit where credit is due. And credit for many 
of the new improvements in this Silent Sioux line 
must go to your customers. Yes, your own custom- 
ers had a hand in Silent Sioux design. Their sug- 
gestions, their ideas in what they need in oil burner 
heating, all have been incorporated with many 
other new features to give greater safety, comfort 
and convenience. Tailor-made to your customer's 
needs and today's new market . . . no wonder the 
demand for Silent Sioux is so great. 
























Complete illustrations and all specifications are 
available in our portfolio, so write today for your 
free copy and see for yourself the many advan- 
tages of this new, and what prom- 






ises to become one of America's 





fastest selling lines. Silent Sioux 





Oil Burner Corporation, Orange 
City, lowa. 





Babbar al ance AOA eR ad, 


Scleut Scour 


PIONEERS IN GOOD HEATING 
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M erry Christmas 
and a tappy 
Sales Year’ 












I’m glad my bag has been 
full of fine aluminum kitchen- 

ware with which you can make 
yours and your customers’ Christmas 

merrier—it’s been fun working for you 
and I’m looking forward to helping 
make yours a happy sales year in 1947. 







PN 
POULSEN & NARDON, Inc. 





f t: 2665 LEONIS Bt iC ANGELE 
ns sk P 


S CALIF t 
MEW YORK 17_N_Y 6 la 7 McKINLE 
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The Nyder Shotgun Sight gets 
prominent display in the new, 
larger sporting goods department 
of THE FAIR, Chicago. 













BUYER, SPORTING Goons, THE FAIR, cHicaco 


Read the letter to the left carefully. It is just one 
re instance of what happens when the Nydar Shot- 


Mgun Sight is properly promoted. And that doesn’t 
—_ necessarily mean national promotion—local promo- 
Is pays off in a big way too! 


The Nydar Shotgun Sight pays off because it’s some- 
thing every hunter and sportsman has been waiting 
for: a way to easily and quickly get greater shooting 
accuracy. This new, reflector-type sight puts a *“*bulls- 
eye in the sky”’—a dot and circle into space which 
indicates the impact of the shot charge and approx- 
imate pattern; and serves as a reference guide in 
determining range and lead. 


PROMOTE AND DISPLAY ITNOW... | 


The Nydar Shotgun Sight, as Mr. Leffler puts it, is 
‘ta staple item the year ’round.”’ There’s big profits 
to be made on it right now. Feature it in your cur- 

























rent newspaper advertising (mats available on re- ; F 
quest). Build a counter display with related items. 4 
AND BE SURE TO HAVE A GUN MOUNTED WITH 4 T 
A SIGHT SO THAT YOUR CUSTOMERS CAN SEE F 
THE AMAZING “BULLSEYE.”’ OFTEN ONE LOOK i 


MAKES THE SALE. 


THE NYDAR DIVISION 


SWAIN NELSON COMPANY 


ey ar The Nydar Shotgun Sight is fair traded at 2326 GLENVIEW ROAD 


SS P= sw $27.45 plug‘installation cost. Handsome, GLENVIEW. ILLINO! 5 
a - . genuine-leather Nydar case... .....$3.00 : 5 
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Still Further 
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Improved / 





THE NEW 
1947 MODEL 


BILLY BOY 
PEDAL-CAR 


The most amazing seller in the history of juv- 
enile wheel goods will be an even bigger 
seller in 1947! Now further improved, with 
swivel action steering, and stamped steel 
steering post added to all the original sturdi- 
ness and sound engineering. A proven seller 
every month of the year. Jobbers: get your 
orders in now] 


ALL METAL 


Rubber Tires and Pedals, Natural Wood Handle 
Three Tone Finish--Red, Blue and Cream 








We wish to extend sincere Holiday Greet- 
ings and Best Wishes to our many cus- 
tomers and friends who have helped to 
make this a happy and successful year. 
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NEW....Yet Sales-Tested 
FLEET-WHEEL 


DE LUXE 


BALL-BEARING 
ROLLER SKATES 


Built as only an engineering company can build 
skates! Full size, adjustable, all metal, with 
sturdy leather straps and clamps which can’t fall 
off. Each pair individually boxed and packed 
12 pairs to a cartowi. Already sales tested 
through one of the nation’s biggést jobbers and 
proved to be an amazing seller. 





JOBBERS: Stock - on both 
now for January Selling 


Don't let the after-Christmas demand (it's been 
proved) catch you with your stocks down. Fol- 
low the lead of other smart jobbers who have 
already placed orders for December delivery, 
and big January sales. WE SELL TO JOBBERS 
ONLY. RETAILERS: Order from jobbers. 


OAKLAND ENGINEERING CO., INC. 
General Offices: New York Office: 
800-100th Ave. 331 Hotel Breslin 

Oakiand 3, Calif. 29th and Broadway 
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W- POST-WAR PROFITS, WITH PRE-WAR QUALITY 
0 ALL METAL 


KITCHEN and BATHROOM 
FURNITURE! 





N 
































Strong, Sturdy Construction 
Heavy Gauge Steel 





We're proud as a peacock to be able to offer this 

superb line of quality items, priced for quick selling. S 

They’re sure to bring a smile of approval to the face 

of dealers and customers alike. Easy to assemble. c 

Complete with nuts and bolts. Prompt Delivery » 
P 










NO. 93 } 


























KITCHEN UTILITY TABLE St 
Overall height 29%”, Length 23” Width 16” al 
One to a cartun K. D. 12 Ibs. ’ 
ho 
col 
stc 
on 
int 
a: 
NO. 97 
BATHROOM STOOL KITCHEN STOOL of 
Overall Height 13” Overall height 2344” be 
Seat Width 114” Seat Width 11%” 
Two to a carton K. D. 9 Ibs. One to a carton K. D. 6% Ibs. 
Utility table finished in gleaming white sprayed enamel—easy to keep clean 
Stools Attractively Finished in Sprayed Enamel with red seats and trim, - white legs. 4 NO. 98 
KITCHEN STOOL Pa 
DEALERS — See your jobber JOBBERS -- Write for prices 
: “ WITH BACK 
Overall height 34%” 
AUSTIN MANUFACTURING COMPANY Seat height 23%" 
Width 11%” 


FACTORY — 3114 S. AUSTIN BLVD. — CICERO, ILLINOIS One to a carton K.D. 7 Ibs. 





SALES OFFICE) and SHOWROOM 173 W. Madison St., Chicago 2, Ill. Tel. ANDover 3572 


DE 
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CLY.. Fha TREASURE CHEST'of al 


PORTABLE ICE BOXES 


-PORTAICEF 


Ideal for 
pheepd SUMMER OUTINGS, 
semble | CAMPING TRIPS, 



































plivery FISHING TRIPS, 
PICNICS 
) * Perfect for Trailer travel. 


Fits anywhere in car or trailer. 


Strong natural finish sheet 
aluminum construction — electrically welded. 


The separate Ice container, which is sealed air tight and 
holds 25 pounds of cubed or crushed ice, keeps food and beverages 


cold and fresh for a full summer day’s outing. ie tela. aul 


Ice compartment lifts out completely for easy access to 
storage chamber. The specially designed lid clamps down firmly 
on box and is so constructed that no melting ice water can get 
into food chamber. 


SPUN GLASS INSULATION 








The box has sealed-in insulation of spun glass which fits into STRONG _ ih 








: METAL 
a 2” Air Cell throughout the box and lid, CLASP a 
Equipped with removable partition fitting into the center site iene ne 
of box, thus making two 10” compartments for separating Fi pa “Oe20" i 
beverages and food if desired. a re te 














ig? sade. BRAD 














OUTSIDE DIMENSIONS: 17” High x 14” Wide x 24” Long peeers re ES A 
INSIDE DIMENSIONS: 10” Deep x 10” Wide x 20” Long SPUN GLASS INSULATION 
IL Packed Fully Assembled — 1 to a carton. Approx. Shipping Wt. 38 Ibs. 
” ; JOBBERS — DEALERS — Write for prices 
Manufactured by MOBILE DEVICES INC. Chicago, Illinois, U.S.A. 
7 Ibs. 
SALES OFFICE and SHOWROOM 173 W. Madison St. Chicago 2, Ill. Tel. ANDover 3572 
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Just as perfectly as one note blends into another in a well-written 
piece of music, so do the various appliances in the Westinghouse Full 
Line supplement each other from both a utility and a sales standpoint. 

Which means that the Westinghouse Full Line retailer can start 
with a customer at either end of the scale—from a traffic item and 
trade up or from a major appliance and work down for repeat business. 

Either way, the Westinghouse Full Line Franchise offers a score 
that provides sweet music when you play it on your cash register. 


WESTINGHOUSE ELECTRIC CORPORATION 
APPLIANCE DIVISION . MANSFIELD, OHIO 


Plants in 25 Cities ° Offices Everywhere 
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TUNE IN TED MALONE, MONDAY, 
WEDNESDAY, FRIDAY, 11:45 A. M., 
E. S. T., AMERICAN BROADCASTING 


COMPANY NETWORK 


MAKER OF 30 MILLION ELECTRIC HOME APPLIANCES 
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TO DEFEAT RUST 
“” CORROSION 


Rust... corrosion... deterioration of metal parts 
often means loose assemblies and breakdowns 
unless the bolt or screw is equipped with a spring 
lock washer. 

A spring lock washer, like a Diamond G Lock 
Washer, will keep a constant tension between the 
bolt, the metal parts and the nut. Any loosening 
that may take place because of rust or corrosion 
is immediately taken up by Diamond G Con- 
trolled Tension. 


1421 CHESTNUT STREET, PHILADELPHIA 2, PA. 


Remember there is only one Diamond G Con- 


' trolled Tension Lock Washer. This exclusive 


tension quality is built into every Diamond G 
Lock Washer by precision fabrication and heat 
treating. If permits full tightening of bolt and 
screws, safeguarding against excessive vibration, 
shock and wear. 

Next time specify Diamond G's! For samples 
and full details on the new ASA and SAE specifi- 
cations on spring lock washers just write to... 


S 


MANUFACTURERS OF 


DIAMOND <> PRODUCTS 
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AMPLE 
FINGER ROOM 
Foremost in 
. th 
jiesign of all Stas. 
ley Latch Handles 
1S ample finger 
Casy, 
Brip. 










comfortable 






On | 
mechanism os Macey 


automatically to d 
| p 3 Oors 
| of different thicknesses 


HEAVY 
HARD CHROMIUM FINISH 
Bl | (At pleces are finished 
: yf EY HA oles tee aan 
Ni omer aod lasting 


@ Custom cabinet work has always been one 

















of the things that mark the difference between a home and just = 
another house. And when you offer a home buyer custom cabinets 


equipped with Stanley Hardware you are adding an “extra” that 


can’t help but enhance the desirability of the homes you are ie ia iD 


building. 








. . 4 Ai IMPR 
; Nearly five million readers of such magazines as “Better Homes CTO 
and Gardens” and “American Home” . . . the very people you build a? Setiction catch is pre 
i, Stanley No. 
5 homes for . . . have been hearing about this beautiful new line of aa oil impregnated? — 
ger whic! 


assures quiet, 
and long life. 


latches, pulls and hinges. The “Stanley Girl” has done a good €asy. operation 
advertising job. 

Take advantage of Stanley’s extra appeal. 
Standardized on Stanley Cabinet Hardware. Send 
for a supply of “Jewels in your Kitchen”, a book- [ STA N LEY 7 
let in color showing this line . . . ideal to give your r 

prospects. The Stanley Works, New Britain, Conn. 














Trade Mark 
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WHEN YOU’VE 
DONE THIS » 


With L-O-F Window Glass, 
the cut is “‘run’’ easily, 
quickly—without breaks or 
tangents. 












Because it’s easier to cut and the 
“runs are clean’’, more and more 
glass dealers prefer Window Glass by 
Libbey-Owens-Ford Glass Company. 
Not only does this glass cut easier 
with less breakage because of its 


longer annealing process... it has 


L-O-F also makes plate glass, safety 
glass, Thermopane* insulating glass, 
Vitrolite* colorful glass facing, Tuf- 
flex* tempered plate glass, and other 
flat glasses. 


\ 


“ 


*Reg. U.S. Pat. Off. 








CUl) YOu 








« Go (HIS 7 





After scoring with a sharp 
cutter, put thumbs on top, 
forefingers beneath, and 
flex upward with the fingers. 


another definite advantage to the 
dealer. Because of lessened breakage 
and waste, L-O-F Window Glass 
means more profit per light. See your 
glass distributor. Libbey-Owens- Ford 
Glass Company, 54126 Nicholas 
Building, Toledo 3, Ohio. 


LIBBEY: OWENS: FORD 


a Great Name AA GLASS 
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RUBBER SPLICING TAPES 


. 


PANTHER AND DRAGON 
friction & rubber TAPES 


Sold Through Recognized Independent Wholesalers 


| PV 4.445 \ 
tt INSULATED WIRE WORKS \t 


Division of The Okonite Co. 


Wilkes-Barre, Pennsylvania * Offices in Principal Ci 


4832 
DECEMBER 5, 1946 


The high elongation and ten- 
sile strength of PANTHER and DRAGON 
Rubber Tapes are important qualities in mak- 
ing them wrap smoothly. And their excellent 
fusing characteristics bond successive layers 
into a watertight splice. 

They have high dielectric strength — they’re 
made by a company that has specialized in 
electrical insulation for nearly 70 years. 

Friction Tapes also are available in 
PANTHER and DRAGON brands. All tapes 
meet A.S.T.M. and government specifications. 


All PANTHER and DRAGON Tapes are 
sold only through recognized wholesalers. 


21 





WIRE ROPE WIRE ROPE THIMBLES th 


DELIVERIES eg 
ARE GOOD! 


Deliveries are reasonably good on 
all items illustrated; in many cases 
we can ship from stock, in others 
within 30 to 90 days. Specify 
Upson-Walton for good delivery, 
good service, good quality. 


Order now from your jobber! 


DIAMOND FRAME 
WIRE ROPE BLOCKS 


NOTE: As we go to press, deliveries on turn- 
buckles and shackles are also good. 


Established 1871 


= 


+O Té A IL a c > ~ 


rol 


A => 
FH ans aclurens af Wire Kak 


THE UPSON-WALTON COMPANY 


MAIN OFFICES AND FACTORY: CLEVELAND 13, OHIO 
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My Vore Goes to 
The Truck Tea ln The Army” 





Returning veterans, working on jobs where motor trucks are 
purchased or used, just naturally go for GMC. For wherever 
they served ... Africa or the Aleutians, Europe or the Pacific 
A ... their number one source of truck transport was the GMC ‘ 

“six-by-six.” And whatever their branch of the Army... 
ground or air forces, combat or supply...GMC “Army Work- 
horse” power proved its ability on the toughest jobs. 


3 Civilian GMCs benefit by the same manufacturing facilities, 
4 incorporate the same all-truck construction and feature en- 
gines of the same basic design as their military brothers... 
nearly 600,000 strong. Offered in a wide range of models, 
chassis types and sizes, % to 20 tons, new GMC trucks provide 
war-proved performance for all kinds of peacetime hauling. 





Traffic accidents have increased at an alarming rate since the war. 
Careless driving, jaywalking and neglect of needed repairs are 
mainly responsible. Do your part to prevent accidents by obeying all 
traffic laws ... by driving safely and walking carefully ... by having 
your car or truck inspected regularly, repaired promptly and properly. 


GMC TRUCK & COACH DIVISION . GENERAL MOTORS CORPORATION 


THE TRUCK OF VALUE 
GASOLINE ° DIESEL 
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Were bending over backwards <p 
7o till your oun 
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We're moking more Taylor Instru- 

ments than ever before, and there 
still aren’t enough! All we can do is 
spread 'em around so everybody can 
have some of these fine prewar quality 
instruments. Such as this easy-to-read 
window thermometer. $3. 






























The perfect gift for newlyweds is this Taylor 

Roast Meat Thermometer. Makes any bride a 
professional meat chef! Helps prevent vlog, 
preserves flavor by telling accurately when any 
roast is rare, medium, or well done. With easy-to- 
read scale and built-in Taylor accuracy. $1.75. 





Here's a double bargain! This Taylor 
Fisherman's barometer tells when fish are 
biting. The theory is air pressure affects the 
supply of oxygen in the water. Anyway it 
works. Makes a swell regular barometer too, 
for predicting local weather. $7. 











a 
. 2) 





ACCURACY FIRST 


© 
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M) Mmmmm! Real French Fries. The kind Dad 
likes but seldom gets at home. The secret is 
this Taylor Deep-Fry Thermometer, $2.50. Other 
Taylor Christmas presents, $1 and up. Taylor 
Instrument Companies, Rochester, N. Y., and 
Toronto, Canada. 









Dad's “big” present. And the whole 
family will treasure it for a lifetime. A 
Taylor Brass Case Yacht Barometer... first 
since the war. Our best grade barometer 
movement,compensated for temperature, 
with silvered metal dial. $40. 
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FISHING TACKLE 
SUCCESS OF 1346 


The big fishing tackle news of 1946 is the Hurd 
Super-Caster with built-in reel and interchangeable 
rods. Although introduced only 6 months ago, this 
‘ modern equipment is now being sold throughout 48 
: states, Alaska and Canada. Orders have exceeded 


our most optimistic expectations. 


Dealers, everywhere, are experiencing remarkable success with 
the Hurd Super-Caster. Its modern streamlining appeals on 
sight. Its functional design and high quality of materials and 
workmanship are added attractions to every fisherman who 
wants the finest. 


Like all Hurd products the Super-Caster has been scientifically 
designed for lasting satisfaction ’and service. Indicative of 
Hurd quality is the fact that the very first Hurd lock designs 
ever marketed are still being sold in large volume. We con- 
fidently look forward to similar success with the Super-Caster. 


HURD 


SUPER:CASTERe BUILT-IN REEL 


witTthH INTERCHANGEABLE RODS 


Patent D145625. Other Patents Pending. The right te make specification changes is reserved. 


























Che Art and Skill of the Masters \ 


KAYLAN 


Dicken’s “Tiny Tim” will forever 
remain in the hearts ofall men. 


KAYLAN CUTLERY will remain 
FOREVER SHARP on the 


tables of all America. 


Write for 
information. 























METAL H 


A versatil 


of particular 


Send for 


ARTWARE PRODUCTS, Inc 


PLAY AT THE ATLANTIC CITY 


BOOTHS 417 AND 419 








QUSEHOLD CONTAINERS Py 


fi 
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FOR LEADERSHIP IN CHRISTMAS 
LIGHTING .._p 


ependable NOMA Color 
Lights always 


have been, always will 
continue to be UNSUrpassed in quality, 


FOR LEADERSHIP IN 
DESIGN .. . NOMA h 
shortages to interfere 
ment of new Style, ne 


STYLE AND 
as never allowed 
with the develop- 
W design. 


line is Pre-sold 
for them by strong consistent advertising. 


All these combine to ma 
“THE GREATEST NAME 
IN CHRISTMAS LIGHTING” 


ke NOMA 


ree 


6 
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Keyed to BHE 


Cape Cod and Great Lakes Groups 


Richness is the keynote of this 
Armorlite “Eighteenth Century” 
rug. Ideal for living rooms, the 
Eighteenth Century comes in 
ground colors of beige (6142) 
and blue .(6143) with tasteful 
floral groupings on the field and 
a wide scroll border, Also avail- 
able in 8/4 and 12/4. 


Ol v ; 


Every pattern in the fast-selling Armorlite line has buy-appeal for 
your customers. That’s because homemakers, chosen from income levels 
identical with those of your customers, make up the jury that pre-tests 
every Armorlite color and design for consumer preference. These home- 
makers — like your customers — know what they want. Their prefer- 
ences guide us in being sure that Armorlite gives it to them. That’s why 
so many dealers find it pays to feature Armorlite enamel surface rugs 
and yard goods — the line with beauty that’s consumer-tested. 


"For Style Superiority” 


BIRD ARMORLITE 


ENAMEL SURFACE RUGS AND YARD GOODS 


BIRD & SON, inc., East Walpole, Mass. +» 295 Fifth Ave., New York + 13-118 Merchandise Mart, Chicago 








— «Get ready for 1947 Sales... 


STOCK THESE FAST-SELLING ITEMS! 


VISIT OUR BOOTH 
No. 241— Atlantic City House- 
wares Show at the Auditorium, 
Atlantic City, January 5 toe 10. 




















A smart modern heater, complete with cord designed 
for 45% more heat. Made of aluminum for light weight 
and good looks . . . finished in baked crackle with trim 
bands riveted on the heater ... the elements are genuine 
nichrome on durable supports. AC-DC 110 or 220 volts 
optional . . . no additional cost. 


Approved by Underwriters’ Laboratories 


Attractively new in design ... bright... light . . . dur- 

able! Convex doors that don’t pop open. Special wiring 

and element assures even golden brown toast. Comes 

complete with cord. AC-DC 110 or 220 volts optional 
. no additional cost. 





Approved by Underwriters’ Laboratories 


Gracefully made with heavy engraved look. 
An appealing design set in each cover. Made 
for sales appeal in a highly polished finish. 


PENNSYLVANIA AIRCRAFT WORKS, Inc. 


Manufacturers of ELECTRICAL PRODUCTS & METAL SPECIALTIES 
611 NORTH 40th STREET »« PHILADELPHIA 4, PENNA. 


IMMEDIATE DELIVERY... ORDER DIRE 
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FLEXIBLE FLYER 


A Good Name Means Good Business 


WESTERN SKIING PHOTO 


The snow-loving public—boys, girls, and 
adults—have learned to look for the name 
Flexible Flyer on sleds and skis! They 
know that Flexible Flyer means the best. 


To dealers, Flexible Flyer means this and 
more: consistent advertising, sound mer- 
chandising, maintenance of good faith with 
the trade and the public. 


Flexible Flyer SPLITKEIN Laminated Skis 


© Greater strength with less weight! 

e Absolute matching in weight, grain, camber, 
and flexibility! 

¢ Freedom from warping! 

¢ Endurance beyond expectations! 


Flexible Flyer 
Sleds 


e Speed and safety 
assured! / 

e Super-Steering and 
Air-line Runners! 

¢ Outperforms any 
sled on the hill! 

e The choice of several 
generations of boys 
and girls! 


It’s coming back! The 

Flexy Racer—the popular 

Flexible Flyer on wheels 

that means year ‘round 

fun for boys and girls; year’ 

‘round business for you/ 

Identify yourself with Flexible Flyer! It pays off in good will and 
good business! 


S. L. ALLEN & CO., INC. 
403 Glenwood Avenue, Philadelphia 40, Pa. 


Flexible Flyer 


SLEDS and SKIS 








the new lightweight 


DAKOTA 


Shell and Game Belt 


Patent applied for 


Carries 28 Shells and 8 Birds! 
Adjustable size—32 to 48 inches 


Small-game hunters will go for the Dakota Shell 
and Game Belt like a duck goes for water—be- 
cause it is lightweight, comfortable and doesn’t 
interfere with action! The balanced, weatherproof 
shell pouch with quick-action slide closure holds 
25 shells plus three on the outside. The strong 
nylon game loops on each side of the belt hold 8 
birds with weight evenly distributed. Adjustable 
belt size—32 to 48 inches—permits use with light 
or heavy clothing. Rustproof, non-slip buckles; 
sturdy construction throughout. 

Nationally advertised in 
leading hunting and fishing 
magazines, Dakota Shell 
and Game Belt is already 
outstandingly popular and 
in big demand. Order a 
supply for your customers. 





Order from your jobber today—only $21.60 per dozen. If your 
jobber can’t supply you, send your order direct to address below. 





DAKOTA BELT COMPANY 
1401 West North Ave. © Chicago 22, Ill. 





HARDWARE AGE 








Pal 


TRADE’MARK 


FOR THE NEW YEAR 


Leading jobbers from coast to coast feature PAL Wheel Goods 


ANY 
22, Il. 
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MANUFACTURERS OF THE 
LARGEST LINE OF FISHING 
TACKLE IN THE WORLD 


When you standardize on H-I 
fishing tackle you'll be able to 


supply your trade completely 





>, a '| from one great line. For H-I 
%& At Christmas time as i. tackle — with a top appeal for 


well as all the year around, men dream 
of the pleasures that lie ahead. To the 
Ch ion dealer these d i . . 
ad er both fish and fisherman—is built 
For to many men, pleasure means fish- 
ing, and fishing—the dependable com- 
panionship of a Champion for every fisherman and every 
47 Outboard Motor. 


fs - a — 








kind of fishing. So, for customer 





acceptance and greater profits, 
plan now to feature H-I fishing 


tackle during 1947. 


CHAMPION HORROCKS-IBBOTSON CO. 
UTICA, N. Y. 

OUTBOARD MOTORS Manufacturers of the Largest Line 

Oo —<«—) of Fishing Tackle in the World 
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” Bieyele Sachets 


We're processing all available raw materials as fast as 
possible to help you cash in on the tremendous demand for 
Androck Bicycle Baskets. Durably constructed, with all points 
of strain reinforced, Androck baskets are still the favorite with 


cyclists everywhere! Tops for profits, too! 


THE WASHBURN COMPANY 


WORCESTER 8, MASSACHUSETTS ¢ ROCKFORD, ILLINOIS 


No. 641— Medium size — 15” x 10” x 4%" Short 
clamps and hub braces. 


No. 243—Giant size—21” x 15” x 9” deep. 
“Bulidog” clamp and heavy gage steel straps. 


DECEMBER 5, 1946 


No. 1641— Same size as No. 641. Long clamps 
with 4 adjusting holes carry load to front axle. 
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Bicycle Rashes 


OVER 60 YEARS OF MERCHANDISING EXPERIENCE 














Trade Mark Registered 





No. 63— %” Olive Drab Strap—fine weave 
durable web suitable for school books, bags, 
laundry cases, skates, etc. 


36” $7.40 Gross Straps 
48” 8.65 Gross Straps 
60” ....10.60 Gross Straps 
72” 12.50 Gross Straps 


OO ee mee a 


8° OSVVALOTAOE a tao 


ITLL 


No. 105—1” Luggage Straps of strong extra- 
heavy closely woven web—olive drab, black 
Japanned buckle suitable for auto traveler, 
camper, and many other uses. 


30” $13.65 Gross Straps 
36” 15.80 Gross Straps 
48” . 19.40 Gross Straps 
60” 23.20 Gross Straps 
72” 27.15 Gross Straps 





No. 101—1%” Olive Drab or Natural medium 

weight Belt—“D” Ring type buckle—adjust- 

able, sizes 34 to 44. Packed 1 gross to a bundle. 
$8.00 — Gross Belts 














No. 55—%” Skate Strap made of extra-sturdv 
Olive Drab webbing with nickel plated buck] 


and tip. 

RAE aR Sate $5.90 Gross Straps 
15” ... 6.40 Gross Straps 
18” ....... 7.05 Gross Straps 
SO \viveniaes 2 ti cp tell 7.70 Gross Straps 





No. 205—1%” Trunk Straps — extra-strong 
durable olive drab web equipped with quick 
double grip release buckle—suitable for camp- 
ers, luggage, tires, trunks, chairs, etc. 


6 feet $35.00 Gross Straps 
7 feet .... . 39.00 Gross Straps 
8 feet . 42.00 Gross Straps 
9 feet 47.00 Gross Straps 
10 feet 52.00 Gross Straps 





No. 500 — 14%” Heavy Weight tightly woven 
Black webbing equipped with solid brass 
buckle and tip. Packed 2 dozen to a box. Sizes 


34 to 44. 
$32.00 — Gross Belts 








AMERICAN CORD & WEBBING (0., m 


374 BROADWAY 
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sturdy 


bucklz 


Straps 
Straps 
Straps 
Straps 








“High Velocity,” and “Rustless” are Reg. U.S. 
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ANNOUNCING! PETERS 


“HIGH VELOCITY” SHELLS 


WITH WEW PETERS CRIMP! 


“WALLOP FOR HUNTERS—and sa/es wallop for 
you! That's the story of Peters High Velocity 
shot shells with the New Peters Crimp! This 
great shell with its brand-new crimp and pat- 
ented top seal is especially designed to help 
remove the ‘bad luck’ from field shooting 
and add to effective gun ranges. The new shell 
has no top wad to obstruct the shot charge on 
firing. Thus ‘blown patterns’ (uneven shot pel- 

PETERS CARTRIDGE DIVISION 


Remington Arms Company, Inc., 
Bridgeport 2, Conn. 


Pat. Off." Water-Tite” is a trade mark of 
Peters Cartridge Division 


Ys enlhd Sa 


for Yhe br G hig blue shell!” 





CS s wallop 


—says “DOC” PETERS 


let distribution) are eliminated. And at the same 
time, waterproofing of the shell is improved. 

“In addition, the new Peters High Velocity 
shell has Rustless non-corrosive priming, speed- 
intensity ignition, high brass base, finest pro- 
gressive-burning smokeless powder, Water- 
Tite body, uniform shot size. All in all, this 
amazing new shell is a sure sales winner!— 


Stock and display it NOW!” 


"RS : 

e @ We had hoped by now to have all of these New Peters Crimp shells you 
want. But, along with everybody else, we're facing shortages. We have some of 
these shells to offer you now, and we're making every possible effort to see you 
get more. Meanwhile, if you don't get all you want, remember—your next best bet 
is Peters High Velocity shot shells with standard-type crimp! 


PETERS 


PACKS THE POWER 















More what New Peters Crimp will mean fo you ” 


5 ays 


” 
“DOC” PETERS “PETERS HIGH VELOCITY shot shells with the New Peters 
Crimp will help make bigger ammunition sales for you! 
Tested and proved in the laboratory and in the field, these 
great shells pack more sales features for every shooter of 
any age! Powerful Peters national advertising—appearing 
regularly—is paving the way!” 


Peters High Velocity Shells with New Peters Crimp 
are available in limited quantities with the following specifications: 


Length Powder 
Index Shell Equiv. Oxzs. 
No. Gauge Inches Drams Shot Shot Sizes 


120 Peters High Velocity 12 ga. 2% 3% 1% 
160 Peters High Velocity 16 ga. 2% 3 1% 
200 Peters High Velocity 20 ga. 2% 2% 1 


All other Peters field loads including De Luxe Target and 
Victor are supplied with roll crimp. Victor trap and skeet loads 
have New Peters Crimp. 


PETERS CARTRIDGE DIVISION 


Remington Arms Company, Inc., Bridge- 
port 2, Conn. “High Velocity,” “Victor,” 
and "Rustless” are Reg. U.S. Pat. Off, 
“DeLuxe Target” is a trade mark of 
Peters Cartridge Division, 





TO BOOST YOUR SALES AND PROFITS 


snoancasts BOW x GAMES 


coe DOMINATES THE AIR ALL WNT YEARS AFTERIIOON 
WITH THE BIEEEST FOCTBALL SHOW OF ALLY 


—_— — —————w 


a LMOST EVERY 
ORANGE BOWL, Miami SOOTBALL FAN IN 
Columbia Broadcasting System pe ae 


SUGAR BOWL, New Orleans 
American Broadcasting Co. aitiestes 
SALES 


ALE 
| A, COTTON BOWL, Dallas ring igRCs 
Mutual Broadcasting System 


EAST-WEST, San Francisco 





Mutual Broadcasting System } ben 


1S 
Ff 





acm ESTIMATED AUDIENCE 


THREE GREAT 
NETWORKS BLANKET 
THE NATIONS) 


—_——_— 








GILLETTE'S 
CAVALCADE. 
OF SPORTS 





PRODUCTS 
SELL 

ON SIGHT 
PUT “EM 

OUT FRONT 
WHERE 
MEN CAN 
SEE “EM! 


ee A | 
+ 8& al ° 
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3 PRODUCTS 


That Will Do A Bigger 
Sales Job For You! 








Stainless Caulk / Atoue 


Stops cracks once and for ftameiNoon 
all in tile and plaster, also Sonat ny ace 
around bath tubs and y 4n 
kitchen sinks. Has 50% Waus 
less shrinkage; stays soft 

indefinitely and will not 

crack. Apply with knife or 

gun. Keeps the cold air out 

.-. the warm air in ... stops 

infiltration of dust and dirt. 




















Glazing Compound 
A superior product for all 
glazing operations. It is made 

to be applied in the same man- | BE SURE TO STRESS THIS "C-A” EXCLUSIVE 


ner as but is not to be 
peed at om Fy ordinary putty FEATURE! (Used only on models 206-A and 39-A) 
ped caulking compouad. It pro- Turner’s “carburetor adjustment” is made possible by 
vides permanent adhesion for * the exclusive design of the adjustable air syphoning 
any kind of glass setting job. tube (indicated above). This tube can be moved bac 

Ic will not shrink or crack... and forth in the burner . . . permits instant balancing 
makes a good water-tight job. of the gas and air mixture to meet widely varying fuel 
and job conditions. A really outstanding feature that 
means even greater operating efficiency ... one more 
reason why dealers (and their customers) prefer Turner 
Tested Torches! See your jobber for complete details... 


THE TURNER BRASS WORKS « SYCAMORE, ILLINOIS 


Since 1871 


A product outstanding for ease ata 
of application, rugged adhesjon A 
to both glass and steel. Made BBQs 
with long life durable oils, it | 
readily contracts and expands 

" A | 

















with the steel and has the neces- 

sary strength to render outstand- 

ing service. Our superior quality 

putty has made us the largest 

manufacturers of putty west of 
the Mississippi. 


pe anranian T © -{e i =e & 
write for full details and prices. 
STEELCOTE MFG. CO : | 


8 Gratiot St.. St. Lou 
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TO MORE PROFITS 


pell the advantages to jobbers and dealers 
circle © line of nuts and bolts. . . 


ause the uniform, controlled 
ry circle ® nut and bolt increases 
ficiency . . . calls for plenty of 
peat business. 
because the circle ® line is widely 
> your customers and prospects — 
mand which you can 
e circle ® line of nuts and 
key to more profits. 


International Corp., 50 











—and you'll surely get ‘em when 
we get caught up on UNION 
Dealers’ orders! 


Your fine tool customers know Union Quality 
from “way back”. Now they’re looking 
forward to a still finer line,—to an accumu- 
lation of new sales-features long delayed by 


materials-shortages. 


They’re coming to repay your waiting,—Values 
we've been working on and you’ve been count- 
ing on through the last four years. You'll make 
up time in profit-making with the perfected line 


of UNION 


Roller and Ice Skates, 
Fishing Tackle, Chisels and 
Screwdrivers, Hack Saw 
Frames, Gun Implements 


HARD\WARE. COMPANY 
rrr: ae aerethee 
TORRIMNG TON. CONN. 


NEW YORK OFFECE 













































































McKinney is a name known throughout the 
building industry—a name that for over 
eighty years has stood for good hardware— 
the kind of hardware that brings permanent 
home owner satisfaction. 


To dealers, McKinney is listed among the 
names whose products are quality “stand- 
bys” for good, steady, profitable business. 


Now, more than ever before, with a promis- 
ing future in building materials—McKinney 
Hardware will be in even greater demand. 
Stock with McKinney for good business. 


HARDWARE AGE 














— a WYTEFACE* Steel Tape. Your customer 


will take it every time. Show him how easy 


to read the jet black markings on the white back- 
ground are—in the brightest glare or in hardly any 
light at all. You can assure him that WYTEFACE 
Steel Tapes are easy to keep clean, are rust- 
resisting and hard to kink. Ask your jobber about 
Wyrterace Steel Tapes and Steel Tape Rules. 


*Trade Mark. WyTeEFACe Steel Tapes and Tape Rules are protected 
by U. S. Pat. 2,089,209. 


| }) Drafting, Reproduction, Surveying 
JL. 7 Equipment and Materials, 
ry ~— . Slide Rules, 
Measuring Tapes. 


KEUFFEL & ESSER CO. 


EST. 1867 


NEW YORK + HOBOKEN, N. J. 
CHICAGO * ST.LOUIS * DETROIT * SAN FRANCISCO 
LOS ANGELES * MONTREAL 
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HANDY* WYTEFACE 
STEEL TAPE RULES 


1/4, inch width. Pull it out to any 
length. It stays “put’—won’t creep 
back into the case. It is semi-rigid, 
like a ruler, so you can easily work 
it with one hand. Blade can be re- 
placed in a moment, without taking 
the case apart. It has markings on 
both edges, in inches and i, inches. 
Lengths, 72 and 96 inches. 

“Trade Mark 





No matter how you judge it—on looks, on accuracy of threads—or on all- 
around dependability — it’s hard to beat a Bethlehem Bolt. 

Bethlehem Bolts meet every customer requirement because they are 
made by men who know bolt-making from beginning to end. Bethlehem 
Bolts have straight and true shanks . . . clean-cut threads . . . and heads that 
are well formed for easy wrench fit. 

Manufactured and stocked in diameters, lengths and types for every 
need, Bethlehem Bolts and Nuts come packed in cardboard cartons or strong 
paper packages. They're easily identified, too, because each individual 
carton or package carries the attractive red-and-white Bethlehem label. 


BETHLEHEM STEEL COMPANY, BETHLEHEM, PA. 
On the Pacific Coast Bethlehem products are sold by 
Bethlehem Pacific Coast Steel Corporation 


BETHLEHEM 
BOLTS 


gETHLEHEY 
* wae * 
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a Galanced 
ROPE 


MUST HAVE 
ALL FIVE... 


FLEXIBILITY 
APPEARANCE 
STRENGTH 
WATERPROOFING 


cal Tasnscestuihdecietliabitn tusidginsiidiocesiestien 


COLUMBIAN ROPE. Balanced Rope gains no quality at the expense 
of another. Balanced Rope sacrifices no quality to gain another. That’s 
why men who depend on rope prefer COLUMBIAN! 


ENDURANCE. Good rope must last! To gain long life, COLUMBIAN PURE 
MANILA ROPE sacrifices none of the other essentials. Fully waterproofed, 
stronger than required, workmanlike in appearance, flexible—for easy handling 
... here is a rope that is good rope through all of its long life! In COLUMBIAN 
Tape-Marked PURE MANILA ROPE, endurance means more than long 
life—it means a long working life. 


COLUMBIAN ROPE COMPANY 
400-70 Genesee St., Auburn, “The Cordage City,” N. Y. 


f BALANCE of the 5 vital qualities weighs the scales in favor of 


Mincep PURE MANILA ROPE 





i Frigidaire 
py of unsolicited letter received by 
*Verbatim © 


Devend On 


FRIGIDAIRE 
todo things RIGHT / 


HARDWARE AGE 








“Thank you, Mr. Tuley ... but that is only 


PART of the story!” 





Being fair with dealers has always been a 
Frigidaire policy. And not entirely from 
virtue. Long ago we decided that fair play 
was just good business, and certainly the 
best way to protect our own interests. 

Such a policy focuses attention on deal- 
er problems. To illustrate : 

Currently, we are working night and 
day to fill the pipe-lines of supply . . . to 
get larger quantities of Frigidaire Refriger- 
ators, Electric Ranges, and other products 
into the stores of Frigidaire Dealers at the 
earliest possible date. And we have made 
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good progress, probably the best in the 
industry. 

Other Frigidaire products are also on 
the way—products that were tested and 
proved in hundreds of homes during the 
war years. Our sales objective is to make 
these products the biggest factors in their 
respective fields. One thing is certain, they 
will enhance the selling opportunities and 
profit potentials of every Frigidaire Dealer. 

Yes, Mr. Tuley, you and all other Frigid- 
aire Dealers can accept this as fact—Depend 
on Frigidaire to do things right ! 


4 
i 
| 
| 
| 
Ii 
\ 
{ 
| 
| 


SRS 














“HIGH LEVEL” IN FUTURE SALES... 





i tee 
ae ud 


Vollrath Quality Attracts the Kind of 
Customers You Want, Year after Year! 


The host of women who are accustomed to having and 
wanting better things in their homes are the customers you 
want—and can depend upon—year after year. They are the 
wise housewives who proudly ask for Vollrath Ware. 

Isn’t it just good business to attract them to your store... 
to serve them by selling them the kitchenware they want— 
beautiful, durable Vollrath Porcelain Enameledware! 

So many women know Vollrath’s reputation 


neal ~ for quality, since 1874. You're assured high level 





sales, for years to come. 


- ne VOLLRATH 











Weel us at the 
MERCHANDISE MART 
MARKET 


JANUARY 6 10 19-1047 











SHEBOYGAN, WIS. 


NEW YORK + CHICAGO + LOS ANGELES 
DEC 
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IS THE CUSTOMER ALWAYS RIGHT ? 





HE IS WHEN HE BUYS 


SPEEDIW ASH 






Cleverly designed All-Aluminum Washboard that really 
stops traffic. Housewives — School Girls — Business Women — 
all have use for and want one of these “personal” boards. 






No rusting — splintering — breaking! Nothing to injure fragile 
garments or hosiery. Speediwash is gentle to clothes and 
tender hands. 








Handy -size 9/2 x 15 inches! No storage problem. Can be kept 
in clothes hamper or drawer. Makes it perfect for 
today's confined living. 








Lightweight — weighs only 9 oz.! Can be slipped into a 



















i shopping bag, or conveniently packed into suitcase 
ig ; 
or overnight bag. 
Rubber stripping on back and legs stops slipping 
ind and prevents marring of porcelain. 
rou 
A SPEEDIWASH CUSTOMER 
he IS A SATISFIED CUSTOMER! 
n 
A SURE SALES STIMULATOR 
el Is the handsome window or counter Speediwash 







Display Card given ABSOLUTELY FREE on Speediwash orders 
for 1 gross or more. This vivid display is brilliantly illustrated 
in colors of Royal, Light Blue and Gold, and offers 








a splendid background for the Speediwash. 






It's the Silent Salesman that tells the story in an 






interesting manner and sells thousands of washboards. 





These Displays may be purchased individually . . . 


FOR FURTHER INFORMATION, WRITE 





Weer INDUSTRIES 


/ 


. ae 
‘ahaa 


666 LAKE SHORE DRIVE . CHICAGO 11, ILLINOIS 
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Ask Your Jobber For 
These Quick-Selling 


TWIX Leaders 


QUALITY TOOLS AT PRICES THAT 
WIN INSTANT POPULAR ACCLAIM 






(A) *TWIXKLIP—2 in 1 clip for toe and 
finger nails. Model T.F. 51. 


{B) ALUMINUM FOLDING RULES — 6 Fr., 
Model RL-113; 3 Ft., Model RS-113. 


(C) “ADJUSTABLE LEVEL Jr.—Mode! 
L-111. 





























&S 4 
“en (D) CARPENTER SQUARE — with level — 
Z pol ae oy te Model C-102. 
“ (E) HACK-SAW FRAMES — Heavy Duty. 
Model H-103. 


(F) SLIDING BEVEL—Model B-105. 


(G) Ne. 13 — JOBBER'S DRILL GAGE — 
Model G-115. 


(H) Electricians & Plumbers HACK-SAW 
FRAMES—Heavy Duty. Model H-109. 


(1) *PROTRACTOR & DRILL GAGE — Mode! 
P-108 


(J) COMBINATION SQUARES — with levels 
and scriber. Model 100. 


(K) DEPTH MARKING GAGE — Mode! 
















wrk 


ALUMINUM PAINT 


Axterior « Heat-Resisting © Interior 




















D-106. 
(L) ADJUSTABLE BENCH LEVEL (10 inch). 
3 Model S-107. 
©. MODEL RL-113 (M) PISTOL GRIP HACK-SAW FRAME — 
ep MODEL RS-113 Heavy Duty. Model H-116. In 
A can 
TH ~ or PAINT CORPORATION ‘Pot Pending | +e 
£ SHEFFIELD BRONZE PAINT ORP ‘ Pot Pending US.A citie 
| T 
and 
aspi 
Ame 
retu! 
If 
sens 
the | 
| es | skill 
an ee Fe = ae “ ‘ ra? ae > faa) roar, : hae t: they 
eo Spree hee ea” ai ‘MODEL 100 ~ wor! 
| 
. [ ; WATCH FOR ADDITIONAL TOOLS that 
$ h ett Im Aone NEW NUMBERS APPEARING REGULARLY the 
én If your jobber can’t supply you, write 
NT a 20) es Barer, 
PAINT CORPO TWIX MANUFACTURING CO., Inc. 
CLEVELAND 6, OHIO = 40-09 21st STREET, LONG ISLAND CITY 1.N.Y. 4/5 
, : s , | / > - Pit 
“f ay ‘ (G) : 
j MODEL G-115 - 
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In all the world, only in America 
can be found so great and shining 
cities. 

They are, in one, both the symbol 
and the accomplishment of our 
aspirations. They are, in a way, 
America. Ask a couple of million 
returned GIs! 

If beyond our alabaster cities we 
sense the roar of mighty machinery, 
the belching stacks of industry, the 
skill and sweat of human beings... 
they obscure not at all the handi- 
work. For in.America we know 
that not alone with ideals, but with 
the “sterner stuff” of toil and re- 


STEEL PIPE MAKES 


sources shall a nation be moulded 
at last. j 

So, some practical dreamer it 
was, who watched the first stee/ pipe 
clank from the grimy benches about 
sixty years ago. Who, in shaping 
the hot metal, gave form and sub- 
stance to fair cities yet to arise... 
cities that became realities because 
these arteries of steel could convey 
water, oil and other essential fluids, 
gas, steam and even some forms of 
solids, over long distances and to 
great heights. 

Actually, the achievement of the 
modern city directly parallels the 


development and plentiful produe- 
tion of seliable, economically adapt- 
able steel pipe. Yes, steel pipe makes 
it possible! 

The interesting story of “Pipe in 
American Life” will be sent upon 
request. 


AMERICAN IRON AND 
STEEL INSTITUTE 


$50 FIFTH AVENUE, NEW YORK 1, N. Y. 


NR: Ae 


iT POSSIBLE! 





lentil ata inseam 


AN 


... better living through pipes of steel for plumbing and heating purposes. 
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See any difference 


HERE’S HOW 
THE TEST WAS MADE! 


UBBERSET 


NYLON 
WITH THE PERMANES 
‘ 


*Patent Applied For 


* 


anne quauity hog bristle brushes and Rubberset Nylon Brushes 

were tested in pairs by a famous independent research laboratory, 
Brushes were passed over the same painting surface the same number 
of times, with the same pressure of the same testing apparatus, 
shown on the left. After 1 million strokes (covering approximately 
840,000 sq. ft.), precise measurements were made. Result: hog bristles 
had worn 11/16 of an inch . . . while Rubberset Nylon had worn only 
2/16 of an inch. That’s 514 times less wear . . . 51% times more service! 


Not only does the Rubberset Nylon Brush last so much longer 
than finest hog bristle brushes, but it needs no breaking in, thanks to 
Rubberset’s patented “chisel tip”. And Rubberset Nylon, with its 
famous permanent wave, picks up more paint than any brush you ever 
handled! No wonder we still can’t catch up with the demand for this 
wonder brush! 





Lays down smoother film! At left 
you see the ridges and furrows 
made by top-quality hog bristle 
brush in independent laboratory 
tests. Contrast the smooth texture 
laid down by Rubberset Nylon at 
right. The explanation? Rubber- 
set’s exclusive auto-grind process 
tapers filament to a soft, fine tip 

. results in a smoother, more 
uniform film! 


NT WAVE 


“The Man Who Knows 
Says Rubberset”’ 


Rubberset Hog Bristle Brushes. The Rubberset Company of Newark, N. J. is world. ym, & 
renowned for its hog bristle brushes. Our famous trade mark name Rubberset has stood for ee Py 5 
“The finest in brushes” since 1873 . . . thanks to pioneering and research, of which the new ad a ¢ [oti 
Rubberset Nylon Brush is an outstanding example. ae 
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This top-quality hog bristle brush wore 11/16 of an inch This Rubberset Nylon Brush wore only 2/16 of an inch 
after 1 million strokes in bristle wear test. . .. 5% times less wear than finest hog bristle brushes! 


Rubberset Company—56 Ferry Street, Newark 5, New Jersey.—Established 1873 « Factories: Newark, N. J., Salisbury, Md., Gravenhurst, Ont., Canada 
Branches: Los Angeles, California, St. Louis, Missouri. 
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“Pre-sola 


The man who knows 


ATKINS portormance 


All a man has to do is to use an Atkins Saw just once. From 
then on he’s “pré-sold”. That explains why so many users 
stay with the Atkins brand for a lifetime. 


To the man who uses Atkins “Silver Steel’ Saws . . . knows 
how much easier their keen, tough teeth make every cutting 
job... knows the satisfaction of turning out more and better 
work with less effort... there is no “just as good” saw. He 
will wait for an Atkins if he possibly can. And we are making 
every effort to shorten his wait. 


ge. Cc. ATKINS AND COMPANY 
Home Office and Factory: 402 S. Illinois St., Indianapolis 9, Indi 
Branch Factory: Portland, Oregon 
Branch Offices: Atlanta * Chicago * Memphis * New Orleans * New York * San Francisco 





Eo one DEALER'S PARTNER FOR 89 YEARS: 
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Here is a fast selling tool of a 
thousand uses. Attractively de- 
signed, attractively packaged 
in colorful display carton. Drills 
a quarter inch hole through 
a full half inch of paper, 
cardboard, leather or fabrics. 
Used in school rooms, offices, 


homes, workshops. Easy to use, 


easy to carry. Retails at $1.00. 





Each carton contains 24 Kwik-Twst 

PANY ew Drills, 24 Templates and 24 Instruction 
, Indiana iat Sheets. Takes little space — measures 
only 11% x 7% x 5 inches. This is a 

real profit maker. Order yours today. 


acto THE 
Swed MANUFACTURING €0.,ING: nastincs. minn. 
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FARM FENCE CONTROLLERS 


LECTRO-LINE is Electric Fencing! 

Here are increased sales and steady 
profits for you. Electro-Line’s exclusive 
features, designed for customer appeal, 
engineered for rugged use © weather- 4 
proof motor turret * heavy gauge steel | 
cabinet © precision built motor mech- 
anism © unique customer warranty | 


lw 


including free repair-of controller dam- 
“| aged by lightning . . . Leading jobbers 
offer you five models — each model has 
its definite place and use—and all five 
Electro-Line models are available for ship- [ 
ment now...Write us today for your free t 
copy of the 1946 Electric Fencing Manual. } 
ELECTRO-LINE PRODUCTS CORP. { 


120 North Broadway ¢ Milwaukee 2, Wisconsin, U.S.A. 
s sa 4... = ‘ , i ; = 4. —— “~ a 
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in With BAPwre 
sh in Wi BARNES 


Five Models — 
including com 
bination Hi-line 
and battery 
controller 





























More and more hardware dealers are lining up with Barnes 
as more and more farmers and industrial users come to realize 
the economy and dependability that go with Barnes Automatic 
Centrifugal Pumps. For Barnes Pump users get “33,000 for 1” 
performance—33,000 gallons of water quickly and efficiently 
pumped for eah gallon of gasoline consumed. 


Barnes users, too, get the benefit of Barnes precision engineer- 
ing and close tolerance machining which make possible direct 
flow within the pump. There is no inner water maze to cause 

§ increased friction and lessen suction power or discharge 

pressure. The suction inlet is in direct line with the 
impeller to reduce flow friction and eliminate unnecessary 
labor of the power unit. Low fuel consumption and high 
dependable performance result, for in all Barnes Auto- 




















for 
SOME USES 
BARNES PUMPS 


ock 


















. son: St 
Irrigation, 
Fore re Fire 













Watering : Cie matic Centrifugal Pumps water takes the natural, direct 

tection; Cleaning flow route. 

terns, etc- ha 

Undergrouns tee Is there any wonder that Barnes Pump users are satisfied 
ene, Got and 7: users? Is there any wonder that Barnes Pump dealers are 
phone Companies, ris] cashing in on Barnes performance? Write today for full 
misceltaneous—WOPrr information concerning these faster-selling, better Barnes 
ing Golf oa og 















ARNES MANUFACTURING CO. 


MANSFIELD, OHIO 
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Today, with the pent-up demand for consumer products, merchants 





everywhere want immediate 


delivery on al! merchandise. That's the type of service that The Schaffer Co., Manufacturers’ Repre- 
sentatives, like to give. These are just a few of our many profitable, fast-selling items on which we 
can give immediate delivery. Plan for your Spring and Summer sales by ordering now through 


your local jobber 





LAWN BROOM _ py icoa right fo: rapid 
turnover. Made with twelve 14” round steel 
tines oil tempered for durability Natural 
hardwood handle, 4° long with a heavy steel 
ferrule 





LAWN CHAIR _ one of the finest ‘‘rocker- 


less rocker’ type Lawn Chairs on the mar 

ket today. Made of seasoned hardwood with" 
riveted joints. Wil! not slip or collapse when 
set into position. Colorful canvas back 








cow POKE_p events cows 


from breaking through fences 
Heavy band steel with pointed 
a? . . adjustable from 12” to 
8”. Fits neck comioitably 

will not interfere with animal 
when feeding, drinking or lying 
down. 








WEED CUTTER _, populer hight weight. 


easy cutting Weed Cutter . 14” hi-carbon 
steel blade reinforced with heavy channel 
steel arms. Beautifully finished with a 30” 
clear lacquered, hardwood handle 





CHURN DASHER _j¢:0's a chance to 
build up your sales volume with this quality 
Churn Dasher. Made of selected hardwood 

highly finished with a 6” head and a 36” 


nandle. Priced right for volume sales 


The Schaffer Co. 


P. O. BOX 2769 ye MEMPHIS 2, TENNESSEE 
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MANUFACTURERS’ REPRESENTATIVES EXCLUSIVELY THROUGH JOBBERS == 











: AQUELLA 


* ¥ 


’ = cowcnett oamen' weer 
J swe 
a An attractive counter display 





én 3 colors. 





oF 
pro _ 


1 smartly designed folder 

that will tell your cus- “ | 
tomers what they want to 
know about Aquella. 






=~ 


Newspaper mats in any 
size you need. 











2 color brochure 


answers important 
technical questions, 





16 page 2 color 
brochure for 
comstruction 


sad ustry. 





Radio announcement scripts. 







Colorful 8” x 24” window 





strip te bri Agwells 
nw caedighen 


Attractive 2 color counter folder and 
envelope stuffer. 


om 


BRAND NEW 
SALES HELPS 


that will focus attention on 
your store as the source for 


AQUELLA! 


“Where can I buy Aquella in my town?” is the question asked 
us by thousands of folks who write us each month, as a result 
of our consistent advertising in the Saturday Evening Post. The 
need then, as you can see, is for you to identify yourself as an 





= 
\ 








Aquella dealer...and to tie-in with our nationwide promo- 
tional efforts! And to make this easier for you, we have pre- 
pared these brand new sales helps that will serve to inform 
your customers that you stock and sell Aquella. Ask your 
Aquella distributor to supply you. 


PRIMA PRODUCTS, INC. 
National Distributors, 
Dept. G, 10 East 40th Street, New York 16, N. Y. 
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Hang on, boys- 


sent DIS) 


-we're gaining speed! 


YCLONE “Red Tag” Hardware Products are headed for increased 

production. It will take plenty of expert steering . . . but more 
supplies of the quality materials we use have helped to grease the 
runners. And we’re on our way! 

It has always been good sledding for dealers who handle Cyclone 
Screen Cloth, Hardware Cloth, Lawn Fence and Catch-All Baskets. 
This famous smooth-running team has led the field for years . . . with 
customer applause for its stamina and long service. 

Keep in touch with your distributor. He'll do his best to supply you 
with the fast-selling line of U-S-S Cyclone Hardware Products. 


-U-S-S CYCLONE “ees 00" HARDWARE PRODUCTS 


a | 


et ty 311 3 Pe 








CYCLONE FENCE DIVISION 


AMERICAN STEEL & WIRE COMPANY) 
Waukegan, Illinois - Branches in Principal Cities 
United States Steel Export Company, New York 


UNITED STATES STEEL 
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_~" “CATCH-ALL” BASKETS 
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N FENCE 


HARDWARE CLOTH AND 
WIRE SCREEN CLOTH 
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Make this a big “ Vibro-Tool Christmas” 
by enlisting the help of the new, self- 
selling Vibro-Tool display and demon- 
strating unit... Powerful assistance the 
year ‘round, but especially at Christmas 
time, when sales people are busiest and 
when each sale should be consummated 
in the shortest possible time. 

The Vibro-Too] Merchandiser permits 
customers to try out the tool for them- _ Foy the handsome DE LUXE VIBRO- 
selves, shows them all the accessories — TOOL hinged Kit of natural, polished wood 
available, presents a variety of finished finish ... with the tool and 22 accessories 
products which demonstrate the tool’s conveniently placed for easy accessibility 
versatility. 





WRITE FOR THE COMPLETE STORY TODAY 


Ir HANDICRAFT DIVISION 
BURGESS BATTERY COMPANY 


)) 180 N. Wabash Ave. ¢ Chicago |, Ill. 
AAS PEQRRRREEERE TERETE EERE 





SELECTIVE DISTRIBUTION © 


3 KEYS TO PROFITABLE SALES 


1. FULL PROFITS— When you sell the 
Lowell line you make a substantial 
profit on each sprayer and duster 
you sell. There are no loss leaders 
or “cheap sprayers.” You get full 
profit on each one. 


2. SELECTIVE DISTRIBUTION — Your 
market is large and only highly 
ethical distributors are selected to 
sell the Lowell line. 


3. COMPLETE QUALITY LINE — T he 
Lowell line is complete and com- 
pact with a sprayer and duster for 
every use. This gives you fast turn- 
over on small inventory. Fast turn- 


over boosts profits quickly. 


\\ DEPT. 51, 589 EAST ILLINOIS STREET Write for full details today! 
é ; CHICAGO 11, ILLINOIS 
" CH > WORLD'S LARGEST MANUFACTURER OF SPRAYERS AND DUSTERS EXCLUSIVELY 
58 


HARDWARE AGE 















AS MORE AND MORE 


PINCOR 


LAWN MOWERS ARE SHIPPED 






165 
XE VIBRO. 
polished wood 
22 accessories 
accessibility 
PINCOR 
; : ’ Model P-20 
Yes, more and more Pincor Lawn Mowing Equip- Power Mower 







y ment is being produced, yet not enough to com- 

plete every order. As Pincor Dealers receive 

aaa their shipments, however, they are glad they 
waited and point out to their customers these 
up-to-the-minute Pincor features: compact mod- 
ern design; all steel welded construction; hand 
adjustable cutting height from !|/5 to 2!/2 inches; 
removable, exchangeable cutting unit; sealed-in 
lubrication; built-in sharpener; fine cutting per- 
formance and easy operation. Point for point 
Pincor is far ahead of the field. 






















PINCOR 
a ste 
'H 
Critical shortages have prevented us from reach- —— 
ing our production goal, but present conditions 


indicate a more plentiful material supply in the 






.LES months ahead, with enough Pincor Mowers and 
Electric Hedge Trimmers to fill the reasonable re- 
ll the = quirements of our dealers. (Pincor Products, as Com e 
ene you know, are sold Direct to Dealers.) Anticipate ee 
— your needs and order now for 1947. Cash in = 
— on the continued consumer demand for better 
% mowers. 
‘lour 
ighly Model P-17 
ed to Write today for descriptive literature Hed yp we 
and the Pincor Direct-to-Dealer Policy. —— 
The 
com- 
*r for ; ' 
a 3" POWER PLANT 
’ . MODEL BLA-6N 


Combination 500 Watt, 
loy! 116 Volt, 60 Cycle A.C., 
ay and 6 Volt 100 Watt D.C. 

$130 F.O.B. Chicago. 





iVELY 
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SELL THEM... 


NEOCETA(|! 


BRUSHES 








“The Fascinating Story of Neoceta”-—an intensely interesting booklet-—is 
yours for the asking. Write to nearest “Pittsburgh” branch for your free copy. 


5 YEARS 


PITTSBURGH 1A alaumaeiaiil 
PLATE GLASS COMPANY 
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Give You a Complete 
Aluminum Paint Stock 


Ay ow lost sales by providing your customers with the RIGHT aluminum 
paint for each type of surface. You can meet every customer's aluminum 
paint requirements, and yet hold down your inventory for fast turnover 
and more profit, when you concentrate on superior Permite Ready-Mixed 











Aluminum Paints. 





With the Permite Line you handle just 3 numbers: one specially formulated 


PERMA-GOLD for OUTDOOR use, another for INDOORS, a third for HOT SURFACES. 


Is Permite's ready-mixed Each Permite Paint is the finest aluminum paint you can offer. Each is 
pure bronze pigment t aa ‘ ‘ ; ) 
paint, with a special scientifically blended of 99+% pure aluminum pigment and an exclusive 
vehicle for easy flowing , P . . . one: e 

Permite vehicle that insures perfect multiple leafing, brilliance and excep- 


application and a last- 
ing finish of lustrous : ; i he can... without fuss 
hadaties Seniter ofttn tenet wear. Each ss ready for use on opening t ° ' 
and larger. without waste of time or material. 








Do more business with the “short stock”, full- 
variety Permite Line. See your Distributor. 





ALUMINUM INDUSTRIES, Inc. 
CINCINNATI 25, OHIO 


PERMITE 2 ALUMINUM PAINTS 


DECEMBER 5, 1946 




















— 








POWER TOOL 
ACCESSORIES 





























430 431 


#370—%4” Hardened 3-jaw Chuck to fit ’2”-24 Spindle. 
Other threading to specification. 

#373—'2” Hardened 3-jaw Chuck to fit /2”-24 Spindle. 
Other threading to specification. 

#380—'2” Chuck with No. 2 Morse Taper Arbor. 

#381—'%2” Chuck with Arbor to fit 2” or 56” Spindle. 

#382—'%” Chuck with Collars and Arbor to fit 12” 
or %” Spindle. 

#383—Arbor to fit 42” or 4%” Spindle, with Collars. 

#384—14" Chuck with %4” Straight Arbor. | | 

#407—No. 2 Morse Taper Arbor with Collars and Nut. 

#408—No. 1 Morse Taper Arbor with Collars and Nut. 

#410—Rigid Coupling for connecting two 4” Shafts. 

#411—Electric Drill Arbor for holding Grinding or Pol- 
ishing Wheel. 

#430—Plumb Bobs—Round, Perfectly Balanced, Nickel 
Plated. 4 oz. or 8 oz. 

#431—Plumb Bobs—Hexagon, Perfectly Balanced, Nickel 
Plated, Screw Cap. 8 oz. or 12 oz. 


ORDER FROM YOUR JOBBER 


SERVING THE TRADE FOR 30 YEARS WITH QUALITY 
AUTOMATIC SCREW MACHINE PRODUCTS AND 
POWER TOOL ACCESSORIES 


| 
BROWN-MCLAREN Mrc. Co.| 
HAMBURG, MICHIGAN | 


MAKERS OF SCREW MACHINE PRODUCTS AND 
TOOLS OF QUALITY 














GRITTIN 
HINGES 


* 





( SRIFFIN 


nufacturing Company 





NEW YORK: 45 Warren St. 





ERIE, PENNSYLVANIA 


AGENTS 
BOSTON: 115 Broad Street 
SAN FRANCISCO: 703 Market St. 
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pays you to use Cleveland High Carbon Heat Treated Cap Screws in all hard-usage 


evades assembly. In most sizes they cost no more than bright full finished screws 
but assure maximum strength to withstand the toughest stresses. Double extrusion, applied 
through the Kaufman Process, creates a more closely knit grain structure on the surface 
while preserving the interior ductility of the steel. Specify Cleveland Top Quality Fasteners. 


CLEVELAND 


ual 2917 FAST verm steest © 
Warehouses: Chicago and Philadelphia 


7p 
FA S T E mM E R S / = Ask your Jobber for Cleveland Fasteners 


MADE BY THE ORIGINATORS OF THE KAUFMAN PROCESS FOR GREATER STRENGTH AND ACCURACY 
63 


CLEVELAND 4, O1 
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OX ripre BRUSH CO, INC. 


FREDERICK, MARYLAND 
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HOLLOW SCREW 
ASSORTMENTS 


These hand-picked Assortments of screws and 
keys sell fast to mechanics, repairmen and service 
establishments. Feature them as a specialty line to bring 
in the more-and-more users of hex-socket screws. 
Sales extend to the household “handy man” for domes- 
tic appliance repairs, and carry a nice profit at retail. 














JUNIOR KEY KIT 


Seven short-arm Allen Keys 
are included in this strong 
leatherette envelope. They 
fit the hex holes of sizes Nos. 
8, 10, %", Ae’, 94”, 7As” and 
¥" set screws and Nos. 4, 5, 
6, 8, 10, also %4” and *A6 
cap screws. No. 604; list 
price $0.50. 





BOXED ASSORTMENT 


Metal compartment box; 
contains 590 set screws, from 
No. 10 to %" with keys to 
fit. Diagram inside of cover 
lists sizes of screws and 
wrenches contained in box. 
No. 602; list price $ 34.80. 









KEY SET 
This canvas partitioned bag 
contains 11 short arm hex- 








agonal keys which fit all 
screws from and including DRIVER SET 

No. 10 up to and including Includes $ complete ‘‘Han- 
1%" diameter set screws. di-Hex” $s in sizes from 
No. 603; list price $1.75. 050” to 4%” hex diameters, 
fitting set screws from No. 4 
to %” and cap screws from 
No. 1 to No. 8 inclusive. 
Also 3 extra blades for each 
of 5 Rentiee, Wee of this get 
greatly speeds up assembly 
with hex-socket (Allen- 
head) screws of the smaller 
=. No. 6075; list price 

-50 


KEY ISLAND 


This handy key set (left) 
contains 14 keys fitting all 
sizes of set screws up to and 
including 1%"; cap screws 
up to 1"; shoulder screws 
to 1” and pipe plugs to 1”. 
The container is plainly 
labeled to show the correct 
size =m ng use with each 
ae 0. 615; list price 
2.35. 





The above Sets and Assortments are made up primarily 
and especially for the hardware trade, to be ordered 
through your Hardware Wholesaler 


THE ALLEN MANUFACTURING CO. 
HARTFORD 1, + CONNECTICUT, U.S.A. 
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“It’s the Topper!” 


-ee THAT'S WHAT LOGGERS AND SAW-FILERS 
SAY ABOUT 


CRESCENT-GROUND 
CROSSCUT SAW 


Exclusive Simonds grinding process finishes both sides of saw at once 
+. . imparting an even taper from teeth to back and end to end. So 
the saw runs easier and faster, since there are no spots in the blade 
to cause binding. Specially designed teeth cut faster, for large-raker 
gullets clear dust and chips without choking up. And special steel 
from Simonds’ own steel mill puts the extra Jong life in each saw. 
So, when you say “Simonds Crescent-Ground” you're asking for the 
finest crosscut saw that anyone can make... or sell... or use! 
Just ask the nearest Simonds office. 








, | | 
ety . = eS See SIMONDS 
crews —* | : SAW AND STEEL CO. | 


FITCHBURG, MASS. 


Other Divisions of SIMONDS SAW AND STEEL CO. 
making Quality Products for Industry 


SIMONDS 


P es STEEL : OULABELPUIA, PA, CAMADA SAW CO. LTO. 
BRANCH OFFICES:1350 Columbia Road, Boston ’ ae Grinding — . 
27, Mass.; 127 S. Green St., Chicago 7, Ill.; 416 W. a $ OF naoan ferme ap 
Eighth St., Los Angeles 14, Cal.; 228 First St., San wis tty Wheels 
Francisco 5, Calif.; 311 S. W. First Ave., Portland Pe Special Electric 1 Grai 
4, Ore.; 31 W. Trent Ave., Spokane 8, Wash.; ey is 




















595 St. Remi St., Montreal 30, Que. = —— ee a 
ee a eee! i Nine Rs ae ei 
SS ing al wl ke 2B Ps has” ‘salt : SOlpecteden See nie Hee 


DECEMBER 5, 1946 








RENTAL SHOP OWNERS SAY: 


“It’s the Columbias 


BALL BEARING 


i? 
ROLLER SKATES that boost the profits! 


Chrome steel ball bearings, reinforced, extra- 
strength steel chassis that’s cushioned in live “The better a bicycle can take rough usage the 


rubber for easier turning — and to take the more profitable it is for a rental shop. We fellows 
shocks of husky youngsters. Rust-proof, gleam- in the rental business prefer COLUMBIAS because 
ing cadmium finish, contoured heel plate. No they’re built to last—made of the finest materials 


finer shate er built yet Muslti-Krik “Seniors” and the best workmanship. That pays off in con- 
are competitively-priced to really sell. Adjust- 


able 8%” to 11%”. Weight per pair 4% Ibs tinued profits and lower repair bills. Yes, and 


when we replenish our rental stock with new 
y ° COLUMBIAS, o d bri k 
J? ° _ , our used ones bring top market 
ifS) Multi-Kwik prices.” 
G S"ICE-ROLLER SKATES For the same reasons, COLUMBIAS and COLUM- 


& : ideal BEGINNERS’ rubber wheel roller ; 
skate — AND, BY THE REMOVAL OF BIA-BUILT bicycles are preferred by purchasers 


oN ONLY TWO NUTS, A REAL, DOUBLE- 7 7 
RUNNER ICE SKATE! Sells anytime, ony. of all ages. Plan NOW to get your share of the 
where as a quiet-rolling roller skate; in ice-skating districts as big COLUMBIA business that’s coming your way 


« combination ice-roller skate. Adjustable 6%” to 8¥%”. 2: doz. ‘ ‘ 
with the arrival of the new models. You can depend 


per shipping carton. Weight 552 Ibs. 
on them for continued leadership in bicycles. 


Multi- Kwik 


16-DISC WHEEL BEGINNERS’ THE WESTFIELD 
ROLLER SKATES MANUFACTURING COMPANY 


The ORIGINAL dise wheel roller skate a 
that took America by storm in 1945 — 
ORDER and still is the leading seller in the age 
 thadele ¢ bracket of 3 to 7 years of age. Adjust- 
.- vohhes w, | able 6%” to 7%”. 2 doz. per shipping 


necrest jobber or 
write for catalog to | carton. Weight 78 Ibs. 














SINCE 1877... AMERICA’S FIRST BICYCLE 
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The Perfect Gift for YOU! 


Yes, GENIE TOOL is certainly the perfect 
Christmas Gift to give, or receive, this 
; " year. It’s the only precision hand-tool on 
AY: y the market today that NOTCHES — 
: FILES — GOUGES — CHISELS — 
DRILLS and CARVES...Truly the 
Model Builders favorite ALL-PURPOSE 
Cutting Tool... 


a 


e the 
llows 
cause 





erials 
con- 
_ and 
new 
arket 


IT CARVES! 
LUM- 


asers . 
f the HERE'S THE SET MODEL BUILDERS, COAST TO COAST, ARE BUYING! 


r way 


pend — Set #95—Includes one each of GENIE TOOL ejector- 

; Z a ead type handle—*%” “Notch Knife” with ejector—Right- 

es. = = 2 a angle “V” Blade—1s” Drill Chuck—Razor-thin Outlining 

——,, s Blade—#:” Radius Gouge—;';” Diameter Hole Punch— 

%” Wide “Notch-Knife”—1-%” Long fine-cut Saw— 

Heavy duty blade—;,” wide Flat Chisel—:,” wide Flat 

Chisel—%” Radius Gouge—;:” Gouge with Side-Cutting 
Edge. Boxed in Attractive Lacquered Wood Chest. 


JOBBERS —DEALERS—MODEL BUILDERS—WRITE DIRECTLY TO 


Dept. J, MODEL TOOLS —- BOX 30— BURBANK, CALIF. 
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MR. DEALER, MEET 
YOUR TRU-TEST 
DISTRIBUTOR: 


WALTER H. ALLEN CO., INC. 
Dollies 2, Texes 
AMERICAN WHOLESALE HOWE. CO. 
long Beach |, California 
8. C. SUPPLY CO. 

Bottle Creek, Michigan 
BAIRD & COMPANY 
Greenville, Mississippi 
BAIRD HARDWARE CO. 
Goinesville, Florida 
BARKER, ROSE & KIMBALL, INC. 
Elmira, New York 
BROWN-CAMP HARDWARE CO. 
Des Moines 6, lowe 
BROWN-ROGERS-DIXSON CO. 
Winston-Selem, North Caroline 
DUNHAM, CARRIGAN & HAYDEN CO. 
Sen Francisco 19, Colifornia 
DUTTON-LAINSON CO. 
Hastings, Nebraska 
FONES BROS. HDWE. CO. 
little Rock, Arkansas 
C. D. PRANKE & CO., INC. 
Charleston, Carolina 
GREER & LANG 
Wheeling, West Virginia 
HALL HARDWARE CO. 

Mi di, 1, MA a 





HERR & CO., INC. 
| " Pp, ‘ 





Pueblo, Colorado 
IMPERIAL HARDWARE CO. 
E! Centro, California 
JELCO MILWAUKEE CO. 
Milwovkee 3, Wisconsin 
JELCO OMAHA CO. 
Omohe 2, Nebraska 
JENSEN-BYRD CO. 
Spokane, Washington 
KEITH-SIMMONS CO., INC. 
Noshville |, Tennessee 
KING HARDWARE CO. 
Atlanta 3, Georgia 
LEE HARDWARE CO. 
Selina, Konsas 
MAY HARDWARE CO. 
Washington 7, D. C. 

Cc. H. MILLER HARDWARE CO. 
Huntingdon 19, P. te 


’ Y 


HOLMES HARDWARE CO. 





MOREHOUSE & WELIS CO. 
Decotur 





Here are “bread and butter” items that every household needs 


is |b 


te 
_ 


60, Mlinois P e ° . 
MORROW-THOMAS HARDWARE CO. again and again . . . items that bring a steady flow of traffic to your a 
Amarillo, Texos : 
phat ny § do store ... that build up a big, profitable volume. The sensible 
RAILEY-MILAM, INC. ‘ ° P 
Miomi, Floride way to buy them is from one source— your TRU-TEST Distributor. 


RAWUNGS EQUIPMENT COMPANY 
Mobile, Aloboma 


READER'S WHOLESALE DIST. 
Houston 2, Texos 
REHM HARDWARE CO. 
Chicoge &, ilinois 
J. RUSSELL & CO., INC. 
Holyoke, Massachusetts 
THE SCHAFER COMPANY, INC. 
Decatur, indiona 








68 





This way you increase turnover, save time and bookkeeping. 
What’s more, these TRU-TEST products come in the best selling 
sizes .. . handsomely packaged . . . competitively priced . . . 


and pre-tested for quality and value. Illustrated are only a few of 
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c. Y, SCHELY & BRO., INC. . 
THE SEEDMAN COMPANY, INC. the many fast-selling TRU-TEST staple items available now from sprit 
» kille 
et ee your TRU-TEST Distributor. Find his name in the adjoining column. 
Oklchome City 1, ; J 
THUMB HARDWARE & SUPPLY CO nati 
Deckerville, Michigan Wee 
TIEMANN HOWE. & SUPPLY CO. 
St. Lovie, Missouri MASS DISTRIBUTION THROUGHINDEPENDENT WHOLESALE DISTRIBUTORS AND RETAILERS kille 
UNION DISTRIBUTORS, INC. aes 
Red , New Jersey um: 
UNIVERSAL SUPPLY CO. aski 
ZORK = an co. it's t 
EI Paso, Texas kills 
ZORK HDWE. CO. OF NEW MEXICO with 
Albuquerque, New Mexico 
CANADA 
FALCON HARDWARE, LTD. 
Winnipeg, Monitoba 
WOOD, ALEXANDER & JAMES, LTD. THE 
New Y 
DEC 





L 


selling 


of 


ALL THESE CUSTOMERS 





WILL SOON BE 





CALLING FOR— 





National publicity backs this great 
weed killer in 10 great markets 


Now is the time to prepare for 
spring and summer sales on weed 

er. 

Be ready to cash in on the 
national advertising of 2-4 Dow 
Weed Killer—the chemical weed 
killer that made such a hit last 
summer. Your customers will be 
asking for it by name, because 
it's the tested DOW product that 
kills weeds easily, completely— 
without digging or hard work. 


Stock up now! Be ready to sup- 
ply home owners, farmers, ranch- 
ers, growers—golf clubs, estates, 
cemeteries—parks, highways, 
utility companies! 

2-4 Dow Weed Killer is con- 
veniently packed in liquid or 
powder form. Sizes: four ounces 
up to 50 pounds; or one-half pints 
up to 50 gallons: also 25c¢ and 
$1.00 packages for counter dis- 


play. 


Write or Wire Today! 
AGRICULTURAL CHEMICAL DIVISION 


THE DOW CHEMICAL COMPANY -« 
New York © Boston + Philadelphia + Washington 


MIDLAND, MICHIGAN 
¢ Cleveland «+ Detroit + Chicago «+ St. Lovis 


Houston «+ SonFrancisco «+ Los Angeles «+ Seattle 
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CASH IN 


On the Dow Line 
of Agricultural Products 


Specific DDT formulations 


Insecticide dust and sprays 
Soil and storage fumigants 
Plant Hormones 


Dowfliake (Calcium Chloride) 








FEDERAL 
VPI 
HOUSEWARES 


That familiar chap out in the hall really does get around, 
of course, but shipping facilities are the least of our 
worries. Production’s the problem—and if Santa 
could do something to help us turn out more FEDERAL 
Practical HOUSEWARES for you, then we'd really have 
some use for his services! But why fret further about 
1946 ... let’s discuss something more pleasant. For 
instance: “‘Sincerest Season's Greetings and a New Year 
filled with lots of merchandise and prompt deliveries!” 
That good wish comes from all of us. Ol’ Joe, too... 








“There's a fellow outside who says he covers quite a territory 
and could maybe give us a hand on a few of our shipments!” 


Tee Ss 
yn meee 


ee 


a 39) 71 dele] Miele) ile) 7 vile), ma lelem, B 


a he NEW YORK e ST.LOUIS ¢ MEMPHIS ¢ SEATTLE © DENVER ¢ DETROIT 
<2) {2 172) 
ISCfL1EN WUGHUEL 1H. \wNEAPO”Is * KANSAS CITY * LOUISVILLE © PITTSBURGH e DALLAS e ATLANTA 








STOP SHOPPERS WITH 
A REAL “BARGAIN 
PACKAGEorBEAUTY” 


COLORFUL 


HANDY PACK 
CARTONS 





PACK” Carton carries full-size illustrations of the con- 
This feature also makes it easier to stock, store, 


tents. 
IRRESISTIBLE HOUSEWIFE APPEAL and re-order — avoids need for handling or soiling con- 
THAT MEANS REPEAT SALES! tents of any carton. “Use” information on back of the 
carton shows many interesting and practical daily uses. 
BOOST YOUR DOLLAR VOLUME — increase your 100 Lace Paper Place Mats or Doilies in each carton. 
re department profits with Milapaco “HANDY DISPLAY “Milapaco” HANDY PACKS in your paper goods 
PACKS. With no more sales effort and less clerk department for traffic-stopping, daily and place mat sales. 
attention, you can increase your unit sale as much as 
nine times as a result of featuring and displaying this 


true “Bargain Package of Beauty.” MILWAUKEE LACE PAPER CO 


Cartons That “Sell Themselves”... . es 


CUSTOMERS can make 7. easy choices of pattern 
designs of Place Mats and Doilies, for each “HANDY 


MEINECKE 
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Backed by a continuing program of full- 
color advertising in 11 leading national 
magazines. 





. . - When You Feature the 
Pressure Cooker With 
The Patented 


SNAP-IITE COVER 


Cover is pressure-locked against the inside rim of the 


™ 


¥ 
Sa 
Sa 


cooker. Even with the lid-lock unfastened, patented 
““Snap-Tite”’ Cover can’t be removed while pressure 
is on. So safe and simple even a child can operate it. 
Women want this assurance. That’s why it sells easily, 
stays sold . . . builds gift business and produces 





recommended sales from satisfied customers. 
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WEAR-EVER 


Snap lie 





Beautiful buildings have personality 
too! And in the SAGER complete line 
of builders hardware each piece is de- 
signed to blend with and fit the indi- 
vidual personality of a particular build- 
ing—without sacrificing convenience, 
ease of installation, dependability or 
efficient operation. SAGER provides, 
in fitting personality, a full cycle of 
traditional and contemporary design 
. to help bring new dimensions to 
architectural achievements, and new 
enjoyment to gracious living. 


Copyright 1946, Sager Lock Works 
Div. of The Yale & Towne Mfg. Co. 


BETTER STYLE IN BUILDERS HARDWARE by 


NORTH CHICAGO; ILLINOIS 





WE bl /- 
an ironing board cover 


that wont burn! 


..-and sells like wildfire! 


“0 aPeber ¢ 
aioe daceoss te 
Loe #08 «445 10 ryt é 

*s AePees ising oo... 
¢, 


to iron over—and better-look- 


AT LAST—IT’S HERE! 





For the first time, housewives 
can have an ironing board 
cover that is actually burnproof! 
Safer, longer-lasting, washable, 
elastic binding for easy fit! Easier 


ing ironed work! 


Unfortunately, for the pres- 
ent, only a limited supply of 
these covers and pad sets are 
available. 

*Reg. U. S. Pat. Off. 


IRONING BOARD COVER 


TEXTILE MILLS 
2637-69 West Polk Street, Chicago 12 @ New York Office: 200 Fifth Ave. 
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4 isi gal und bales Giri : 
‘a £1, The only glass filter that locks in’. . . can’t 
~ bob up or fall out. .. 1 now available for 


IMMEDIATE DELIVERY - 
Can be sold to millions of users of vacuum 


- Atremendous consumer campaign through- 


out the fall season started September 14th 


in the notional consumer magazines listed, 
with the eye-appealing four color advertise- 














et A TWIST OF THE WRIST... 


.-e SLIPS HOSE ON AND OFF cxscantly 


Here is the most convenient assistance the gardener ever 
had. With the BANA Slip-Tite faucet adapter on each 
faucet around the outside of the house, and a hose adapter 
on the end of each hose, connections may be made in- 
stantly for much easier watering. Merely slip the hose 
adapter into the faucet adapter for a complete union. 


@ No more leaky connections 
@ No more bother with twisting hoses 
@ No more worry over lost washers 


These high quality Slip-Tite Couplings are finished 
castings made from a rust proof alloy, with permanently 
mounted neopfene gaskets to insure a water tight fit. 


Display Carton contains: 
18 Complete units 


uk se tapes Ooms Complete Couplings (Retail). . . . . . 69¢ 

4 Display cartons to Container 
Shipping weight 34 Ibs. Faucet Adapters ........ + « 424 
Hose Adapters . . (0 0. 8. 2, & ae 


Spite HOSE ease 


SWIVEL SNAPS + WALL TYPE CAN OPENER «+ BANTAM VISE + BIG GAME SHOOTING GALLERY + AUTOMATIC TOY PISTO! 


ell BANA _products 


BANA COMPANY #lI6 New Montgomery St., San Francisco, Calif. 


At these low prices no gardener can afford to be without them. 
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UP GO 
Pp R O F I T S ooeWHEN YOU FEATURE THE 


SMITHWaAaY 
STOKER 


The Only Stoker with Packaged Unit-Drive 


Your profits are protected when you sell the SMITHway Stoker 
because you slash your parts inventory and reduce service costs. 


Actually hundreds of SMITHway Stokers can be smoothly 
serviced with these few parts: 

2 Sets of Feed Screws 

2 Packaged Unit-Drives 

4 Sets of Tuyeres 

... and not one thing more. 

The famed SMITHway Packaged Unit-Drive has been skillfully 
designed to combine motor, fan, and 
transmission into a single, highly 
efficient unit that can be quickly and 
easily replaced in less than four min- 
utes, using a common end-wrench and 
an ordinary pair of pliers. 

Little wonder, then, that dealers are 
calling the SMITHWway Stoker Packaged Unit-Drive the greatest 
stoker advancemené in a decade. And that’s just one of the 
24 exclusive featured that make the SMITHway Stoker easy to 
sell, simple to service, convenient to own. 

Cash in on your share of SMITHway Stoker profits. Get a 

post card in the mail,,today, addressed to the nearest office 

listed below. Say, “Sead me full information on the profits 
to be made by selling the SMITHway Stoker.” 


wits S 


A. o.QMiTH Corporation 
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paint removers 
alike 


PAINTERS 
don’t think so! @ | 


With paint removers, as with almost every other item, con- eves from, 2326 Henacpia Avease 


sumers are quick to show their preference for certain brands. 
And that’s just what has happened in the case of Lingerwett, 
Wonder-Paste and No-Wash. Painters have made these three 
fast-acting solvents the largest-selling paint removers in 
America. 


So why not cash in on this popularity? For faster turn- 
over and greater profit, feature and recommend the removers 
that most painters prefer. 


LINGERWETT 


The painter's favorite for over thirty-five years, is 
ideal for general removing. Reduces paint, var- 
nish, enamel, shellac, or lacquer to a soit, buttery 
sludge that yields readily to a putty knife. Re- 
mains wet 6 to 8 hours, thereby affording the 
painter a large working area. 


WONDER-PASTE 


Especially designed for use on exteriors and up- 
right surfaces, Wonder-Paste will adhere evenly 
to a vertical surface without running. Effective 
on any type of surface — regardless of its age or 
thickness. And there are no charred areas or 
raised grain to be sanded! Wonder-Paste leaves 
the surface smooth and clean. 


NO-WASH 


Because it saves the painter time and labor, No- 
Wash Remover has become a “‘best-seller’’ in a rel- 
atively short time. It’s a powerful solvent that 
effectively softens up any finish — yet requires 
no wash-up! 


Order from your jobber 
Wilson-Imperial Co., Dept. H-126, 115 Chestnut St., Newark 5, N. J. 
MAIL COUPON FOR INFORMATION or Advertising Displays 


peeneceene= 
Wilson-Imperial Co., Dept. H-126, 115 Chestnut St., Newark 5, N. J. 
I am now handling the products checked below. Please send 
me advertising displays on them. 
OOLINGERWETT [) WONDER-PASTE [()NO-WASH 
I am not at present handling the products ae below, but 
would like complete information concerning them. 
OO LINGERWETT [)WONDER-PASTE [J] NO-WASH 


| lee 








Minneapolis. 


With stock and labor costs up your profit 
margin on sander rentals could easily be dis- 
sipated through time-destroying mechanical 
failures. In the beginning American protects 
you to the utmost by building quality into its 
floor machines. To continue guarding your 
profits against breakdowns from normal wear 
there are thirty-five American distributors 
strategically located in principal cities with 
complete repair and replacement facilities. 


This service feature is not new with 
American. For over twenty-five years floor ma- 
chine owners have depended on it to guard 
their profits. That is one of the reasons why 
thousands have selected American machines 
when offering rental floor sanders to their cus- 
tomers. Your rental sander makes you money 
only when it is in good operating condition... 
Choose American and be sure. 


Write today for the address of your nearest 
American Distributor and complete descrip- 
tive literature today, no obligation. 


THE AMERICAN FLOOR SURFACING MACHINE COMPANY 
522 South St. Clair Street ' Felede 3, Ohic 


\ AMERICAN 


| DISTRIBUTORS IN .¢¢ 
“ZSRRINCIPAL CITIES ¢ 
Me ‘ 
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o its 3 ‘es AM 7, 
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why You'll no longer have to stock a shelf full of aluminum 

ines paints to have the right kind for every customer. Metal, 

cus- brick, plaster, wood, interiors, hot surfaces—all these 

ney needs and many others can be met right with “3 Aluminum 

es Paints for 3 Uses” . . . with “the assurance that your 
customer will be satisfied! 

The supplier who will offer you these “3 Aluminum 
rest Paints for 3 Uses” will tell you how they are formulated 
rip- for top performance on three types of work and identi- 

fied with the Alcoa Albron trademark as another evi- 
dence of quality. 
ANY ALUMINUM METAL AND MASONRY PAINT—This type dries 
Ihio to a hard, durable finish. Useful everywhere except on 
exterior wood or heated surfaces. 


ALUMINUM HOUSE PAINT—The aluminum paint that’s 
specially formulated for one purpose as a flexible, wood- 
hugging protective layer for, weather-exposed farm 
buildings, other outdoor structures; and to provide the 
ideal first coat or primer under high-grade top coats for 
new homes. 

ALUMINUM ENAMEL—Satin-smooth, chrome-like finish. 
Highly decorative for all interior applications, also heat- 
resistant for furnaces, ducts, water heaters and piping. 

Dominant national advertising in home, farm and 
painter magazines is telling your customers about “*3 for 
3” now! Your supplier will be offering “3 for 3” to you soon! 

ALumMiINuM Company or America, 1984 Gulf Building, 
Pittsburgh 19, Pennsylvania. Sales offices in leading cities. 


MAKING JZ TYPES FOR 3 USES 
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California 
Gift and 





To the 
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WALLACE STERLING 


SILVER POLISH 


The new WALLACE STERLING SILVER POLISH retails at only 
50¢, with a full mark-up te you. It has these special advan- 







@ Visit the California Market in January. We 
invite you to personally shop this distinctive 
show where you'll see the creative leadership 
and wide variety of thousands of new spring 
lines, Then, and only then will you realize why 
Los Angeles is actually recognized as your 
leading resource for colorful, profitable and ° 
timely merchandise. e Come to this first na- 
tional preview of Giftwares. Inspect the new. 
Carefully compare the difference. Check the 
quality and workmanship. Witness the unveil- 





tages ...s80 easily proven that we are proud to back it with 





the prestige of the Wallace name: 


I. Saves time and effort ... easier to use, cleans faster. 

2. Gets right down into engraved and ornately carved sur- 
faces ... doesn’t cake. 

3. No objectionable odor. 


A. Safe .. . non-inflammable, non-poisonous. 











dry the hands. 


5. Non-irritating ... 


@. Enhances patina, 


gives a higher lustre. 


7. Brightens other metals besides silver. 


8. Good for silverplate as well as sterling. 


small counter display unit occupies little space ... 


actually tends to soften, rather than 


Stock and display WALLACE STERLING SILVER POLISH. The 
but packs 
a big sales punch! Order today through your jobber. 



















full-color, 


PUBLICATIONS 


















These 





readers will ask 
Sterling Silver Polish...se display it! 


NATIONALLY ADVERTISED! 


WALLACE STERLING SILVER POLISH is tied-in with the 
full-page Wallace Sterling Silver advertise- 
ments, appearing regularly in these magazines, 
women readers are very much interested in the proper 
care of their silver: 


whose 


CIRCULATION 





for 


8,185,697 


Wallace 














CONN. 





WALLACE SILVERSMITHS 


WALLINGFORD, 


SPONSORED BY THE 


ing of merchandise designed to fill the con- 
sumer demands in your city. e There is so 
much to see in Los Angeles. We are proud of 
our California Market. Proud of our artists 
and designers, our studios and factories and 
the wonderful giftwares they. produce. You'll 
want to come early and stay long, So make 
your plans now! 


Los Angeles 


Showing at... 


Individual Sales Rooms of Fac- 


JANUARY 26 THRU 31 


America’s Distinctive Gift Show 


LOS ANGELES CHAMBER OF COMMERCE 
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HOUSE BEAUTIFUL. -.- 9.020.000.0000 “aeetbee tories & Studios—Permanent Dis- SE 
VOGUE... ee ae plays of Representatives & Manu- SE 
NER nore eseeees facturers—Brack Shops —Brock- : 
a a REE SORTER IY A 731.384 man Bldg. — Merchandise Mart “id 
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To the visitor it's 
a charming col- am 
onial brass doorf 
knocker... but®} 
instead off 
knocking, itt 
chimes. 










This chime box 
mounts right on 
inside of door. 












SUBURBAN 


the Musical Ruocker 


| xt New Tdea 
ue MLS FF .o | dy Doar Chimes 
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why 
yo What a reception the new AuthOtone mechanically 
a ; 
t A operated door chimes are getting! With no transformers, 
_ " M A Y F A | R wires, or other accessories required, the new patented 
t 
ihm Knocker and chimes combine simplicity, beauty, and quality into an 
Cathedral Chime . , 
— item that means profits for AuthOtone dealers. 
is SO 
d of All these beautiful, melodious chimes are simple to in- 
‘tists ‘ 
and be stall, and once on the door they'll give a life-time of 
vol C0 L U M Ri A satisfaction. 
ake 
i Button and THIS COUNTER DISPLAY IS YOUR BEST SALESMAN 
ha You'll want to push this line. An 
attractive counter display, taking 
of Baal PARKCHESTER with Look-out (for Aportments) less than half a square foot of 
ves counter space, does most of the 
ent Dis- SERVIS—The Portable Chime selling. Our newspaper ad mats, 
: Manu- : envelope stuffers, electros, etc., 
.Brock- SENTINEL—Door Announcer will also help. Use the coupon be- 
« Meet z a fa low for more information. 









AUTH ELECTRIC COMPANY, INC. 


34-20 45th STREET LONG ISLAND CITY 1,N. Y 
Offices in Principal Cities 


SINCE 1892 
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"For Discriminating Buyers of Better Hardware" 


This Mounted Display Board Is a Real Eye Catcher 
ARTISTIC + RUST-PROOF + DURABLE 


Display it on your shelf 
it literally sells itself 





Back again! Our nationwide best sellers. Fast moving stock items that 
sell on sight. These Colonial Hand Hammered Hardware Reproductions 
are made of Cast Nickel-Bronze Alloy in Half Polished Iron Finish. Unaf- 
fected by climatic conditions. Made by Standard Bronze Company, 
Master Craftsmen in Custom Built Hardware for several decades. 

The attractive display board is becutifully finished in white lacquer. 
Contains 10 house Numbers, 3 Types Push Buttons, 2 Styles Door Knock- 
ers, and 2 Letter Drop Designs. Has removable supports for wall display. 


ORDER NOW FOR PROMPT DELIVERY ——mp- 
STANDARD BRONZE COMPANY 


6th STREET and AVE. A BAYONNE 4, NEW JERSEY 


‘SPECIAL INTRODUCTORY OFFER 


includes one mounted display board 
(8%''x35""). As pictured above. 
Also 


12 Sets of 3°" ~ Numbers 
pS style Push ~~ 
type Door ae 
of design Letter 
TOTAL 15% ——- 


MINIMUM RETAIL VALUE 
$92.20 
your Cost 
$61.47 


Obtain from your jobber or write direct. 




















ALSO makers of a complete line of Cast Brass gift and novelty products. Illustrated literature on request. 








NEW 
Tone- Right 
BUZZER' 


List $1.00 each 
No. 46 


List 
$.40 each 
No. 10 


MURDOCK BUZZERS and 
PUSH BUTTONS SELL FAST! 


Quality Products Priced Right for Easy Sales! 


Hardware dealers everywhere report fast sales on these tal 
ties. These ene-des Ganupteihele ane atten by Ge Gin. A Mur- 
dock Co., for 50 years a leader in communications equipment. 
MURDOCK'S Tone-Right Buzzer attracts favorable attention be- 
cause of its modern louver-desi Buzzer produces a pleasing, 


Choice of colors in attractive moulded cases. Operates on 6 te 
8 volts, A.C. only. 3¥2" x 1%" x 1%" deep. . This no-contact 
buzzer is fully insulated. 


These Two Push Buttons 
Ring Your Profit Bell... 


Display Them On Counter for Self-Service Sales! 


MURDOCK Push Buttons are time-tested products. Smart, com- 
pact appecrance ... smooth working, positive contacts .. . all 
metal parts rustproof and insulated. Available ia attractive 
moulded cases. 

1%" x %" high. Name plate model No. 11 has 
*e™ high. 


Ne. 10 — 1%" x 
removable metal escutcheon, 3" x 1" x 





ATLANTA: L. Morris Landers 
Betier Co. © ~— nt Serve, £&. Andersoa 
YORK: Telephone Seles . 
PRANCISCO: Keeler, ATTLE: Keeler, 
tipoaT pivision—Recke 





Co. amy Neer LEVELAND: ° CHICAGO 
* ade o SetnOlT: Hemphill & Co. no NOS ANGELES Kesler, Wilte Ge. one 


Murdock Representatives 


ee PHILADELPHIA: Harry ©. . CAL.: Keeler, White Co. SAN 
. White Co. © ST. LOUIS: W. T. Kech Co. © UTICA: FB, Calter taser. 
Corporation, 13 East 40th Street, New York 16, New York 








WM. J. MURDOCK CO. 234 Carter St. Chelsea 50, Mass. 
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KAY -TITE Se 


J», America’s No. 1@e 
* Guaranteed (= 
Waterproofing : rs 








Makes water 
roll off 
masonry 


surfaces like 


water off a 
duck’s back! 
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_— 


LHH HE 














Guaranteed 
Waterpro 


Also available in 50-Ib. drums. List price $11.00 
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KAY-TITE 1S DEPENDABLE WATERPROOFING 
for brick, stucco, cinder and cement block. . . 
just about any masonry surface. Just mix 
KAY-TITE with water to the thickness of paint 
and apply it with stiff fibre brush. 


HERE’S THE WAY KAY-TITE WORKS. .. It pene- 
trates into the pores, expands and hardens, 
sealing surfaces against water leakage. KAY- 
TITE is available in gleaming white and light 
grey, but the surface will take any paint per- 
fectly! Thrifty value, top, for the one gallon 
can covers 100 to 150 square feet. Complete 
instructions on label and in each package. 


WHERE CAN | GET KAY-TITE? Progressive hard- 

ware dealers are starting KAY-TITE Water- 

age: Departments in their stores, so c’mon 
. the profit’s fine! 


Clip the coupon to bring you the 
$20.88 Deal or ask your local jobber. 


KAY-TITE Company, West Orange, N. J. 
Send us the $20.88 Kay-Tite Deal 

6 cons White — 6 cans Grey. My cost 
$20.88. Total Selling Price $34.80— 





NAME 
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JOBBER’S NAME 











The w 


can be 


Partict 
who is 
extent 
selling. 


Any c 
serve : 
cutlery 
knife, | 
to be 
prospe 


there’s 


needs 





HARDWARE AGE @ 


DECE! 








THE CASE OF 
MISSING PROFITS 


The way we look at it, everybody 
can be a loser. 


Particularly, the hardware dealer 
who isn’t capitalizing to the fullest 
extent on store traffic for related 
selling. 


Any counter or department will 
serve as an illustration. Let’s take 
cutlery. When a customer buys a 
knife, he’s buying an article that has 
to be kept sharp. He’s a natural 
prospect for an abrasive sale. But if 
there’s no visible reminder that he 
needs a knife sharpener, it’s only 


THERE’S A FREE COPY 
READY FOR YOU 


For exact abrasive items your custo 
rs buy most readily, use this prac 
1946-47 
Hardware Catalog of Abrasive Prod 
ucts by CARBORUNDUM. Full details 


of the world’s only complete line of 


tical manual it’s the new 


abrasive products 


human nature to forget...the hard- 
ware dealer misses out on a profit! 


Multiply this by every counter, and 
department, and multiply the result 
by the scores of daily opportunities 
that occur at each one, and you'll 
readily see the profit-value of the 
CARBORUNDUM.-developed 
plan of related selling that hardware 
store Owners are now using. 


This plan is fully brought out in 
our important new booklet, “The 
Case of Missing Profits.” It’s a com- 
plete plan with visualized displays 


that tie in neatly with regular hard- 


ware merchandise groupings. 


Each customer interest is matched 
with a compact display of special 
appeal abrasive items. Eliminates 
slow movers! Steps up turnover! 
Sweetens profit figures! 


Along with this dramatic booklet 
you'll have wide use for the buy- 


ing information in our brand new 
Hardware Catalog of Abrasives by 
CARBORUNDUM. A request gets 
you both. The Carborundum Com- 
pany, Niagara Falls, New York. 


ee aS a eS a ee a ae ee ae a ee ae ee ae ee ee 


THE CARBORUNDUM COMPANY 
Merchandising Division, Niagara Falls, N. Y. . 


Please mail, free of charge, your new Hardware Catalog of 


Name 


“ABRASIVES BY CARBORUNDUM” 








Firm Name 





Address 





City and State 


CLIP AND PASTE ON PENNY POST CARD 


TRADE MARK 


“Carborundum” is a registered trademark which indicates manufacture by The Carborundum Company 
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CYLINDRICAL FLAT END AND EDGE 
5,” x y," y," x y," 
y," my %,” 


CYLINDRICAL RADIUS END 


y,” x y," 
Vg" x ¥' 


SHAPE T 


—S_—— 


y," x y," 
yy," x %_" 


4" x %" 


QS] 


CYLINDRICAL RADIUS END AND EDGE 
5,” x y," 


Prive of the hobbyist and professional 
craftsman, Hand Cut Rotary Files and 
Ground-from-Solid Burs with ¥s"’ shanks 
are now available under the name of the 
world’s foremost file manufacturer— 
NICHOLSON. An ideal, nice-profit line 
for the hardwareman! 

These small, power-driven hand tools 
answer the widespread need for quality 
burs in sizes designed for relatively deli- 
cate filing operations. Tool, die, pattern, 
jewelry, dental and optical shops, too, 
are eager Customers. 

\%’’-shank Rotary Files and Burs can 
be used with santehie hand tools (air or 
electric), drill press or flexible shaft, at 
speeds up to twice those recommended 


FLAME 
y," x y," 


an addition 


for %’’-shank type—depending, of 
course, on the actual diameter of the 
head or cut section. 

Nine standard styles or shapes are 
offered in either Hand Cut (Rotary 
Files) or Ground-from-Solid (Burs). 
Stock diameters range in sizes from Ys" 
to %”. Shanks are code-stamped for 
easy identification. 

Like their “big brothers,” ¥’’-shank 
Rotary Files and Burs are manufactured 
from high-speed steel. Carefully shaped 
and true centered. Accurately cut or 
ground. Expertly hardened. 


Get in touch with your jobber at once. 
Or write us for further information. 


NICHOLSON FILE CO. « 25 ACORN STREET, PROVIDENCE 1, R. I. 


(In Canada, Port Hope, Ont.) 


a 


CONE 
y,” x y,” 
Ye" - Y" 


SHAPE Y 


FLAT TOP BALL 
%" x 56" 


All the above shapes 
and sizes 
available in either 


HAND CUT or GROUND 


as per this example 
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AMERICAN CHAIN 


Answers Another Chain Question... 


AMERICAN Weldless Chains are 
made by automatic processes that 
insure strength. Most wire type 
weldless chains are made by form- 
ing a secure knot in a length of wire. 
Flat link chain (American, Safety, Ss 
Sash, etc.) is made by stamping ’ 
blanks from strip stock, folding and ther t 
inserting them to form a continuous on 
chain. At 
Shown here are some of the more cult t 
" i popular patterns of AMERICAN sion, | 
‘ \- | Weldless Chain. These and other sion o 
: types of weldless chain are made of us | 
by AMERICAN in a wide range of We 


sizes and a selection of finishes. 
order] 


- +» SELL AMERICAN : - - tee compere caaw une 


American Chain Division makes all types of electric welded and fire REA 


welded chain — all types of weldless chain made of formed wire wi 
or stampings — a complete line of chain fittings, attachments . 


and assemblies — repair links — cotter pins — hooks. every 
definite 


develo} 
: of The 
York, Pa., Chicago, Denver, Detroit, Los Angeles, New York, Philadelphia, Pittsburgh, Portland, San Francisco, Bridgeport, Conn. ee ol 


offers 


AMERICAN CHAIN DIVISION which 
AMERICAN CHAIN & CABLE 


In Business for Your Safety 
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Informal Editorial Comments... 


Just Among Ourselves 
... By Charle J. Heale 








The Coal Strike:— 


\ S these comments are being 


written, the soft coal strike has 

been on about four days, John 
L. Lewis has been to court and a fur- 
ther two-day delay is faced by an 
anxious people. 

At this juncture, it is most diffi- 
cult to foresee the ultimate conclu- 
sion, but it is quite clear that a deci- 
sion of tremendous importance to all 
of us is at hand. 

We are about to determine, by 
orderly process if possible, whether 


or not our duly constituted and 
elected government and our laws can 
safeguard our 142,000,000 citizens 
or whether we must bow to the whims 
of John L, Lewis. 

All industry faces a shutdown. 
Transportation services are being re- 
duced. Widespread sympathy strikes 
are hinted. The prospect of insufhi- 
cient heat for old and young alike 
stares us in the face. 

The impact of the soft coal strike 
on the health, wealth and entire econ- 
omy of this nation is so great and 


x «tk 


complete that we face today a situa- 
tion which transcends all other peace- 
time problems. 

If Lewis wins again it will mean 
that our laws are inadequate to pro- 
tect the best interests of the country 
as a whole in such emergencies and 
therefore need basic overhauling. No 
one man, right or wrong, should be 
allowed to jeopafdize our complete 
existence nor permitted to display 
such arrogant defiance to government 
and such contempt for the rights of 
all of us. 


The Coal Strike and | 
The Hardware Business:— 


EALIZING that so much hard- 

ware store merchandise depends 
upon steel production, and that ‘steel 
cannot be produced without soft coal, 
every hardware distributor has a very 
definite business stake in the coal strike 
developments. The current summary 
of The Iron Age, a Chilton publica- 
tion affiliated with Harpware AcE, 
offers an alarming picture from 
which we quote in part as follows: 


“A prolonged tieup of the na- 
tion’s coal mines would produce 
one of the most serious impacts 
on the steel industry in recent 
years and undo a substantial part 
of the progress made towards the 
establishment of a normal steel 
market. Having had its first chance 
in the past few months to step up 
steel output to unprecedented 
peacetime levels and thus greatly 


reduce the tremendous unfilled de- 
mand from customers, it appears 
this week that the industry is about 
to be plunged into the period of 
hectic hit-and-miss _ production 
schedules and shortages which fol- 
lowed the steel and coal strikes 
earlier this year. 

“Unless the coal crisis is passed 
quickly and a settlement reached, 
there is the bitter possibility that 
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the steel operating rate will not 
only sag to a much lower level, but 
will not regain current levels for 
two or three months, if then. The 
unusually high rate of activity has 
prevented steel firms from build- 
ing up coal inventories which are 


now at an exceedingly low point. 


Taxing 


fror a long time we have been cam- 

paigning, and urging our readers 
to do the same, for a proper taxa- 
tion on the profits enjoyed by the 
co-ops. The most active and best 
co-ordinated organization seeking 
this same objective is the National 
Tax Equality Association, which has 
enjoyed the full support of both 
wholesale and retail hardware as- 
sociations but has not had much help 
from manufacturers. We have com- 
mented on this several times, which 
has frequently inspired manufactur- 
ers to write us on the subject—some 
with approval and others expressing 
disapproval. 

A recent comment about the rather 
apathetic interest of manufacturers 
brought several letters. One is espe- 
cially interesting and appropriate. 
We quote it, in part: 

“Your editorial in the October 
24 issue of HARDWARE AGE asks 
‘Where Do the Manufacturers 
Stand in Putting a Tax on the 
Co-ops?’ 

“I will say frankly to you I am 
in favor of putting a tax on co- 
ops. In fact, I have written Sen- 
ators and Representatives a num- 
ber of times to that effect, but it 
is strange to me that everyone is 
now excited about the tax-exempt 
co-ops, yet say nothing at all about 
subsidy affecting other private en- 
terprise. Is this going to be another 
case of, “We are not interested in 
whose ox they gore as long as 
they don’t gore ours?’ 


Complete stoppage of work at the 
mine pits may within one week re- 
duce the operating rate by 10 
points to around 80 per cent of 


capacity. 

“Should the coal impasse with 
its fundamental issues run into 
a long period, the industry within 


x es 


a few weeks time may find its 
ingot rate down around 64 or 70 
per cent. After that the rate would 
sag much lower. These severe set- 
backs would be brought about be- 
cause of the necessity for banking 
blast furnaces which have been 
the main support for the currently 
high steel activity.” 


the Co-ops Is Only 
The First Step In Tax Reform:— 


“Just what is the difference be- 
tween subsidy to farmers, subsidy 
to manufacturers, subsidy to air- 
ways, highways, waterways, and 
God only knows what else. Don’t 
you think it’s about time to start 
writing editorials against subsidy 
in general? We all know it has 
been going on for a long, long 
time. I haven’t heard any business- 
men raise their voices about mu- 
nicipal ownership of electric utili- 
ties. I haven’t heard any of them 
propose large expenditures for 
airports, highways, etc., nor have 
I seen any editorial comment to 
the effect that somewhere between 
20 and 30 per cent of the property 
in New York City is tax-exempt 
because of either municipal, state 





or government ownership of that 
property. 

“My reaction to the whole prob- 
lem, is the attitude of American 
businessmen seems to be, “The hell 
with everyone else as long as I get 
mine. I don’t care what happens 
to the other fellow as long as it 
doesn’t happen to me.’ That atti- 
tude, combined with subsidies, is 
bound to destroy private enter- 
prise, in fact, in the end I think 
it can only result in repudiation of 
debt. Well, everyone else is strik- 
ing, in my opinion it might be a 
good thing to have a taxpayers’ 
strike. That seems to be the only 
thing our Federal Government rec- 


manufacturing executive 
brings out a basic point on tax re- 
form. The National Tax Equality 
Association, as its name implies, is 
not only interested in taxing the 
co-ops but is actively seeking “tax 
equality” all along the line. With this 
we are in full accord, but we also be- 
lieve that in any such major project 
there must be some obvious starting 
point—and, in our judgment, the 
proper starting place is to put a tax 
on the co-ops and then work for the 
other reforms which are equally as 
important. 
If, as promised, the new Congress 18 
going to reduce income taxes there 
will be more interest in new sources 
of tax revenue. This factor should 
weigh heavily in favor of taxing the 
co-ops. 


— 
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* And wherever you see it, there is fine service. 

There is efficiency in keeping hot things hot and cold things 
cold . . . beauty in a wide variety of smart and practical prod- 
ucts . . . quality by the pioneer and the leader in vacuum- 
insulation. 

Show your customers this old and dependable trade name 
on the finest of vacuum ware. 


THE AMERICAN THERMOS BOTTLE CO., NORWICH, CONN. 
Thermos Bottle Co., Ltd., Toronto » Thermos Limited, London 





Young W. W. “Sandy” Conde, IIL cuts the tape to ad- 
mit the public to the store. At left is H. W. Conde. pres- 
ident. while at the right are W. W. Conde, IL vice- 
president and general manager and Mrs. W. W. 


Conde, Il. In the oval is the exterior of the new store. 


, ee came, they saw, 


they wanted to buy. That’s the story, 
in short, as to how more than 10,000 
“inspection day” visitors reacted to 


the new hardware department store 
of W. W. Conde Hardware Co., Pub- 
lic Square, in Watertown, N. Y., a 
city of over 33,000. Despite news- 
paper and radio announcements that 
there would be “No sales—Thursday 


0 


Conde’s — A Brief History 


Founded in 1878 by William Wheeler Conde, the business now operated 
as W. W. Conde Herdware Co., succeeded that of Utley & Winslow and 
was enlarged in 1880 by acquisition of Belknap & Lewis, on the Public 
Square, in which district retail operations continue. Excepting for wagon 
and carriage makers’ supplies the business was entirely retail at the start. 
From that department for wagon and carriage ns, the wholesal 

operations of the firm began. In 1905 the firm was incorporated under its 
present name, the founder being its president until his demise in 1918. 
when H. W. Conde became president. 








opening is for your inspection only,” 
hundreds of visitors approached 
members of the store’s executive and 
sales staffs and manufacturers rep- 
resentatives on the inspection day— 
November 13—asking for acceptance 
of orders for everything on display. 
Many offered real “sales talks” as to 
why exceptions should be made for 
them. 

When Conde’s old store was closed 
down, the doors and windows of the 
new quarters were masked to pique 
the curiosity of the passers-by. Signs 
told precisely when the store would 
be opened for inspection, yet night 
and day, people craned their necks 
to look over the masks, around oF 
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At the right is a section of the sport- 

ing goods department featuring out- 

door merchandise. Razors and dry 

shavers are shown in the central 
part of the gun section. 


hoe 
PIO om, : 


Goin Co 


By KENNETH A. HEALE 
Managing Editor 
of Hardware Age 


under them, or looked through the 
door as store staff members or work- 
ers remodeling the store passed in 
and out. 

The new store opened for business 
on November 14. It occupies a major 
part of the ground floor and base- 
ment of the Y.M.C.A. building, and 
was opened as part of the company’s 
recently announced separation of its 


First floor plan on next page. 
Text continued on page 93 


Conde’s is a beautiful store, interesting 
to both men and women, but still a 
hardware store. The first floor display 
of hardware and allied lines proves it. 
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In the oval are seen skis, toboggans, skates and sleds 
displayed in a compact wall unit with “snow” at its 
base. This display is on the main floor of the store. 


woes New Store 


Larger display areas are a notable feature of the 
new traffic-planned W. W. Conde Hardware Co. 
store. Everything has been planned. to enable cus- 
tomers in any one department to view merchandise 
in other sections. Open back windows permit a full 
view of the interior from many outside angles. 
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The Main Floor of Conde’s New Store 


This plan. depicting the main floor layout of Conde’s new 
store, shows how the location of the two triangular-shaped. 
major appliance platforms helps direct customers toward the 
basement with its model kitchen, major appliances, power 
tools, hardware and housewares sections. Although, at the 
start, all units will be devoted to the lines indicated, the 
store layout is flexible enough to permit changes necessi- 
tated by later traffic or merchandise trends. The left side of 
this plan shows the broad sweep of display windows on the 
Public Square. Note the spot displays both inside and out- 
side the doors. Those on the women’s side are used for 
showing articles of interest to men while the units on the 
men's side show m te attract the ladies. Conde’s 
layout is such that all main floor wrapping tables are in the 
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rear of the store. Merchandise displays can be seen from 
any part of the store and customers in any one d 

may look into other sections from wherever they may stané 
Tools and hardware sections shown on the upper part of this 
plan are but a portion of the store's displays of these line 
and are chiefly quality lines. Basement displays includ 
both quality and price lines. Focal display units in variow 
parts of the store will be devoted to merchandise from othe 
departments, an added bid for traffic circulation. Betwee 
the men’s sections and the women’s departments on th 
main floor are the two triangular major appliance 

table appliance tables, paint and wallpaper departmet# 
and several tables for general merchandise displays até 
seasonal items. 
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wholesale and retail operations. An 
increase of display space of about 
60 per cent was attained by moving 
from the old quarters, across the 
square. Conde’s new store is of irreg- 
ular shape, the result of taking over 
several former small display rooms 
of different depths and making them 
into one big display room. Yet, be- 
cause of layout, lighting, etc., the 
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|| Mm store presents pretty much the ap- 

mui pearance of having uniform depth, 

: when viewed through the open back 
——e 7 windows. The store 
shes dm front is slightly 
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: and the side win- 

g2 dows run_ back 

82 DH more than 48 ft. 

¢ Pictured in these 

pages are represen- 

Gooos tative views of 
————— & many parts of the 
big store. Many 

more would be 

needed to show 





it all. 

A broad sweep 
of four display 
windows runs along the front of the 
prominently located building and two 
windows are utilized on the side 
street. With its six windows the com- 
pany is able, when desirable, to give 
individual attention to each of its six 
basic departments. You can see the 
new store for quite some distance, its 
two-tone green (tropic and jade) 
glass front, with the name “Conde’s” 
on silver-colored raised lettering mak- 
ing the store as visible as an oasis in 
adesert. At night the raised lettering 
is brilliantly illuminated. 




















The two center windows in front 
are placed on the bias, so that they 
will attract attention of people from 
all angles. And because some pedes- 
trians walk with heads down, the 
name “Conde’s” in big script type 
lettering is shown on mats in the 
base of the entrances, to attract the 
attention of such people. 

Plans for the use of the windows 
are that four will be changed each 
week, the other two to remain intact, 
usually for two-week periods. The 
two windows on the fortnightly sched- 
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Men gravitate to this basement department where power tools and accessories 
Ge on display and ready for the easy inspection by prospects at all times. 





An attractive corner of the main 
floor giftwares department. Eye- 
appeal merchandise on glass shelv- 
ing under bright lights attracts 
the ladies. And men like it too. 






In the oval is a Thanksgiving table 

setting with a Pilgrim woman look- 

ing on. Atmosphere is in keeping 
with the festal season. 


ule will be devoted to outstanding eye 
catchers and institutional style win- 
dows, typical of which is the Thanks- 
giving dinner display shown in these 
pages. While all of the six windows 
are of the open-back type to permit 
full views of the interior, all are 
equipped for installation of portable 
backing for showings requiring such 
treatment. In addition to the six large 
windows, there are two outside “spot” 
displays, that on the men’s side of 
the store calling attention to goods in 
the women’s side of the display room. 
Two “spot” units are also located in- 
side the store for use on the same 
plan, one just inside the door on the 
men’s side, the other on that for the 
feminine customers. The two-tone 
green, store front color scheme will 
be used on signs in windows to call 
attention to the “Housewares base- 
ment” and “Appliance basement.” 
We were at Conde’s, November 12, 
the day before the big opening, for a 
preview of our own and also for the 
public “inspection,” the following 
day. W. W. “Bill” Conde, II, vice- 
president and general manager of the 
company (son of H. W. Conde, presi- 
dent of the firm and grandson of 
founder W. W. Conde) first showed 
us a blueprint of the main floor and 
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explained how the store’s layout was 
designed to direct traffic where the 
management wanted customers and 
prospects to go. (A diagram taken, 
in part from that blueprint is shown 
on page 92 of this issue.) On No- 
vember 13 we saw traflic move just as 
intended. Despite a steady flow of 
visitors from noon until 9 p.m., the 
layout enabled huge crowds to freely 
visit all sections of the store and to 
permit all to obtain a clear view of 
all displays. Everything on display is 
within easy reach of people of aver- 
age height. And everything, on sale 
at the store, is displayed in the open 
excepting a few lines such as bolts, 
nuts, screws, etc. Fluorescent light- 
ing is used throughout the store. 





oo .& 


People on the stair- 
case can see this un- 
usually attractive 
modern kitchen in 
the basement hooked 
up for demonstra- 
tions. Save for the 
curtains and floor 
coverings, all items 
shown may be pur- 
chased at Conde’s. 


oS oO 


Over on the women’s 
side is this spot dis- 
play of items of in- 
terest to men. A like 
unit for showing ar- 
ticles from the wo- 
men’s side of the 
store is located on 
the men’s side. 







One thousand roses ordered, to be 
given one to each lady visiting the 


store on the 13th, were distributed | 


within one hour after the store had 
been opened to the public. Several 
hours later a like quantity was finally 
obtained only to be distributed in an 
even shorter time. Shortly after the 
schools closed for the day, students 
visited the store in droves, despite the 
fact that no announcement had been 
made at the schools as to the opening. 
Like adult visitors, the boys and girls 
swarmed through the display rooms, 
showing interest in lines intended for 
the opposite sex almost to the same 
degree as in those intended for adults 
of their sex. Even the hordes of 





The paint department on the first floor is compact and easy to visit. Wrapping 
counter is at the rear of the alcove and stands of decoration books are near. 


youngsters did not cause confusion 
because of the broad aisles and natu- 
ral traffic arteries created by the plan- 
ners of the store. 

As the diagram shows there is 
plenty of aisle space, despite the fact 
that no reasonably usable display area 
has been wasted. While part of the 
display equipment, now on the main 
floor, is to be replaced, when new 
units now on order are delivered, the 
illustrations in these pages give 4 
good overall view of many parts of 
the big store. As the new equipment 
is received, some of the present main 
floor units will be transferred to the 
basement. Fixtures on order and 
most of those now in use in the new 
store are from W. C. Heller & Co, 
Montpelier, Ohio. 

Floral pieces, expressing good 
wishes to the management and staff, 
arrived at the store in a steady 

(Continued on page 136) 
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Approximately six times a year, the Fairmount Center Hardware writes its trading area, that here is 
a friendly store, a neighborhood store in existence primarily to serve all community hardware needs. 


Fairmount Center Hardware 


Gets Acquainted By Direct Mail 


L. C. Trevis were to wait 


until he had the type of mouse trap 
which would cause customers to beat 
a path to the doors of his Fairmount 
Center Hardware, 20637 Fairmount 
Blvd., Shaker Heights, Ohio, he 
would have long since been out of 
business. Not that he doesn’t have 
as good a mouse trap to sell as many 
another dealer but he just couldn’t 
sit around and wait for people to 
find that out. Or, find out that if a 
variety of hardware merchandise, 
and quality, and service, were need- 
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Here’s a hardware firm located where 
pedestrian traffic is negligible that 
found an “open sesame” to store traffic 


ed, his store was more than ade- 
quately able to provide all three of 
them. 

Mr. Trevis had a problem. His 
store was located on a traffic circle, 
dissected by several roads, and 
though situated between two wealthy 
Ohio communities, Shaker Heights 
and University Heights, there was 
little traffic going by except for autos. 
And for the most part, residents in 
the adjoining communities did little 


of their own shopping and were 
probably already too well aware of 
the department stores in nearby 
Cleveland and of the older and firmly 
entrenched stores in the business 
streets of neighboring towns. 

If he depended upon drawing store 
traffic from the nearby drug store or 
the movie houses and merchants lo- 
cated on the same circle, business 
would have been somewhat erratic. 
Yet the neighborhood was a natural 
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for prospective volume and prospect 
he did—by advertising. 

Advertising by direct mail was the 
solution to Mr. Trevis’ problem. 

Writing his own letters to homes 
and estates and using the services 
of a direct mail concern in Cleveland, 
Mr. Trevis found that the cheapest 
and most direct way, under the cir- 
cumstances, of making his store the 
subject of neighborhood comment 
and as a result the center of neigh- 
borhood hardware needs and ser- 
vices. 

There was plenty to be said about 
the Fairmount Center Hardware and 
it was said, in a personal way and 
repeatedly to a mailing list of 5,000. 
It was said at a cost of about $18 a 
thousand letters, less postage—$10 a 
thousand for addressing and $8 for 
servicing. One and a half-cent post- 
age is used, so that letters are not 
returned should the addressee have 
moved. 


Typical Letters 


One of the initial letters in the 
opening shots of Mr. Trevis’ cam- 
paign of getting acquainted read: 

“A short distance from your home 
we have the most modern and com- 
plete hardware store in this city. Ac- 
quaint yourself with the convenience 
of purchasing your household needs 
in your own neighborhood. 

“For Spring we have a large stock 
of housecleaning needs, garden tools, 
garden hose, fertilizer and seeds of 
all kinds. Scotts, Whitney, Ferry 
Morse Burpee seeds, Milorganite, 
Vigoro, etc., Sherwin-Williams paint, 
Pyrex glassware, Stanley tools and 
many other fine national houses are 
well represented. 

“Bring in your broken appliances 
and electrical goods. We will be 
happy to serve you.” 

Another letter had this to say: 

“Dear Neighbor: We want to ex- 
press our thanks to you for making 
our fine store a success. We are and 
always will strive to meet your needs. 
Merchandise is rapidly being re- 
leased and former allocated materials 
are now being displayed. 

“Your summer needs, that much 
needed repair, and those little things 
that we all neglect to do can be 
accomplished with our fine organiza- 
tion. 

“Come in and see us or call Fair- 


mount 6000.” This letter had a post- 


%6 


script which said, “Lawn mower 
sharpening is our specialty.” 

And again, Mr. Trevis wrote: 

“We've heard admiring comments 
lately from friendly customers that 
our big, modern hardware store looks 
just like a drug store . . . meaning 
that we had a big assortment of all 
kinds of merchandise. We'll take 
those remarks as a compliment (even 
if it hurts) because we do have al- 
most everything a family needs in 
the way of hardware, and house and 
garden items. Matter of fact, we have 
one of the most complete hardware 
stores in the country. 

“We have a fine stock of electrical 
appliances . . . garden, flower and 
grass seeds, fertilizers and tools. . . 
paints and varnishes . . . cooking 
utensils and kitchen gadgets .. . 
household cleaning materials . . . 
carpenters’ tools of all kinds and the 
thousands of other items that go to 
make up a big hardware stock. 

“We want you to feel that Fair- 
mount-Center is your handy, neigh- 
borhood hardware store, a place 
where your smallest purchase is im- 
portant, both to us and to you. 

“Drop around anytime. We think 
you'll like the friendly way we do 
business. 

“P. S. We can fix your radio, too, 
if it’s on the blink.” 

In the preceding letter, Mr. Trevis 
was forced to turn his left merchan- 
dising cheek and accept the compari- 
son with a drug store as a compli- 
ment. And then he went on to turn 
the comparison to a definite advan. 
tage by demonstrating that his hard- 
ware store had variety—and quality 
and service. 





Then to impress upon the com- 
munity that nationally known brand 
names were part and parcel of hard- 
ware store merchandising, the Fair- 
mount Center Hardware wrote its 
customers (prospects had long since 
become customers) : 


For the Customers 


“Dear Neighbor: Few folks living 
in either a house or an apartment 
can get along without visiting a hard- 
ware store now and then. We're sure 
you'll find Fairmount-Center Hard. 
ware a convenient place to shop be 
cause you'll find a large stock of 
household needs on display. 

“We believe in famous brand 
names because their owners back up 
their names and reputations with 
fine articles: such names as Sherwin- 
Williams, Apex, Frigidaire, Bendix, 
Zenith, Grand (gas ranges) and a | 
host of other equally famous names 
are your guarantee of quality. 

“You probably have some repair 
work around home that you just 
can’t find time to do, or that leaky 
faucet that keeps dripping—we will 
be glad to make these repairs if 
you'll call us, and if you want your 
radio repaired, we can do that, too. 

“We want you to feel that our big, 
modern store is your friendly neigh- 
borhood hardware store, where you 
can buy everything from nails or a 
bottle of glue to a new gas stove’ or 
a washing machine. 

“If you’ve never been in, drop 
around and get acquainted, our place 
is on Fairmount, right back of the 
Fairmount theatre . . . an easy, con 


(Continued on page 144) 



















































Envelope Stuffers Publicize Repair Service 


RICKLIN'S HARDWARE 
EXPERT REPAIRING 
ALL MAKES 
Electric Irons 
ALL WORK GUARANTEED 






We Loan A Service iron While It le Being Repaired 








Ricklin’s Hardware in suburban Narberth, Pa., uses envelope stuffers like the 
ones shown above to remind customers of its repair services. Measuring 6 in. 
wide by 31/2, in. high and printed in blue on gray stock, they go out monthly to 
from 200 to 300 charge account customers. Each message emphasizes the repair 
service in charge of Louis H. Weiner, the proprietor’s brother-in-law. 
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Credit Control Is Now Confined 


To 12 Durable Goods’ Categories 


Revision of Regulation W removes restrictions from 





charge accounts and establishes a uniform maximum 


I, a sweeping revision of 
consumer credit controls, effective 
Dec. 1, the Board of Governors of 
the Federal Reserve System has re- 
vised Regulation W in a manner 
which confines it to instalment credit 
centered on purchases of major dui- 
able goods. Controls on charge ac- 
counts have been eliminated and the 
durable goods categories covered 
now number only 12. 

This revision narrows the scope 
of the regulation to what the Board 
considers a minimum consistent with 
the exercise of a stabilizing influence 
in this area of the economy. In this 
form, the Board believes the regu- 
lation can be better understood and 
its merits and defects better ap- 
praised. 


Principal Changes 


The principal changes made by the 
Tevision are as follows: 

l. The list of consumers’ durable 
goods to which down payment and 
maturity requirements apply is re- 
duced from 36 categories to 12, with 
an exemption for any article costing 
less than $50. 

2. Restrictions on charge accounts 
and single-payment loans are elim:- 
nated. 

3. A uniform maximum maturity 

of 15 months is established for all 
new instalment credits, whether they 
arise from sales or loans. 
_ 4. The provisions for refinancing, 
including consolidations with new 
credits, are simplified, and refinanc- 
Ing credits may have a maximum 
maturity of 15 months. 

5. Except for floor coverings 
which are transferred to the cate- 
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maturity of 15 months for all new instalment credits 


Washington Bureau 
of Hardware Age 


~~ *« * 


gory calling for a 20 per cent down 


” payment, the items retained have the 


same down payment as presently pre- 
scribed: 33 1/3 per cent for all ar- 
ticles other than furniture, which is 
in the 20 per cent category. 

6. Procedural rules are simplified 
in such matters as the statement cov- 
ering the transaction and the state- 
ment obtained from the borrowet. 
It is no longer required that a state- 
ment of the transaction be given to 
the customer. 

7. The list of articles to which 
down payment and maturity require- 
ments still apply is as follows: 

33 1/3 per cent down: 

Automobiles 

Refrigerators 

Cooking stoves and ranges 

Washing machines 

Ironers 

Dishwashers 

Air conditioners 

Radios and phonographs 

Sewing machines 

Suction cleaners 

20 per cent down: 

Furniture 

Soft-surfaced floor coverings 

In a statement accompanying the 
amendment, the Board said: 

“If regulation in the field of con- 
sumer credit is to be continued on 
a peacetime basis, the Board believes 
that the regulation should in general 
be in the form and scope of this re- 
vision in order to be an effective in- 
fluence towards stability in this sec- 
tor of the economy. 

“This regulation now rests on an 
executive order of August 9, 1941, 


which is revocable by the President 
or by action of Congress. The issue 
as to whether regulation should or 
should not be continued in any form 
is a subject of sharp controversy 
among various groups affected by it. 
The Board feels that the issue should 
be decided by the Congress and that 
the present revision is an appropriate 
means of bringing before the Con- 
gress the question of whether the 
executive order should be vacated or 
whether authority for such regula- 
tion should be continued by specific 


legislation. 


Regulation Essential 


“In its annual report to Congress 
last June, the Board recommended 
that Congress give consideration to 
the question of whether regulation 
of consumer credit should be con- 
tinued on a peacetime basis as a sub- 
ordinate but contributory factor in 
the maintenance of economic stabil- 
ity. As the report stated, ‘Over the 
past 30 years consumer instalment 
financing has come to occupy an im- 
portant and strategic place in the 
national economy. Such finamcing is 
essential to the mass distribution and 
consequently to the mass production 
of consumers’ durable goods. From 
time to time, however, the expan- 
sion and subsequent contraction of 
consumer credit have gone so far 
as to accentuate the upswings and 
downswings of the business cycle. 
There is no way of preventing such 
excessive expansion and contraction 
except governmental regulation of 
the terms on which consumer credit 
shall be made available, such as the 
down payment required on instal- 
ment sales or financing and the 
length of time permissible for instal- 
ment contracts.’ ” 
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Good salesmanship induces the customer who wants a complete kitchen— 
and cannot get it for the time being—to settle for a radio right now. 


Hodges Handles Major Appliancesjin 


‘ especially those that cannot be had 












Fie S. MOSLEY, 
owner of Hodges Hardware & Furni- 
ture Co., Forrest City, Ark., placed 
his major electrical appliance busi- 
ness in a separate store, with its own 
manager. There are a few units on 
display in the main store to tie in 
with the appliance store. Mr. Mosley 
says, “One of the most important 
phases of our current salesmanship 
program is keeping our prospects en- 
thusiastic about desired appliances— 
















immediately. That is a real sales job 
for the dealer—a job that cannot be 
handled correctly if major appliances 
are regarded as a side line that will 
take care of itself.” 














Appliances Always Shown 
The Hodges appliance department's 














































: . é ; stration 
store is attractive and its two display aie 
windows are always used to show phoned 
major appliances. These windows he 
are without backs and give an un- tad, 
broken view of the store from the At i 
outside. Two complete kitchen setup: given, a 
are shown, as well as at least one of with we 
each appliance handled. At the pres- tens 0} 
ent time, 25 customers are waiting to tors, ele 
have their new kitchens delivered. heaters, 
Units in the store are not released q 
because other prospects want to see applianc 
them. motion. 

T Do 

elephone Follow-Ups | 
Every business day a number of ae 
prospects waiting deliveries are called Mosle "1 
on the telephone, “You will have to his cd | 
wait a little while longer for your in the ot 
electric refrigerator,” a prospect is to pay b 
told, “but come in today and see the other me 
new table top electrical heaters we The s 
have. Delivery can be made imme to keep 
diately on these.” A surprising num- solid fo 
ber of those waiting for refrigerators lieves th 
or other appliances will buy the mer- even the 
chandise that is currently available. may not 
Washing machines receive continu- tunate ir 
ous promotion, especially the auto- service 1 
matic home laundry units. Demon- enables 
DECEM 
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Arkansas firm also displays samples 


in main store. Telephone follow-ups 


often sell items in stock to people 


awaiting arrival of other appliances 


strations are held each business day. 
Every day several women are tele- 
phoned and invited to bring clothes 
to be washed and to invite their 
friends to see how it is done. 

At intervals “coke” parties are 
given, at which time the store is filled 
with women interested in demonstra- 
tions of home laundries, refrigera- 
tors, electric ranges, table top water 
heaters, attic fans, room coolers, 
heaters, and electric blankets. Each 
appliance in its turn receives pro- 
motion. 


Does Its Own Financing 


The Hodges Hardware & Furniture 
Co. does its own financing, Mr. 
Mosley believing that stores such as 
his can profit from collections made 
in the store. Customers who come in 
to pay bills are valuable prospects for 
other merchandise. 

The service department is helping 
to keep the appliance section on a 
solid foundation. Mr. Mosley be- 
lieves that good service is essential, 
even though a service department 
may not yield much profit. He is for- 
tunate in having a skilled appliance 
service man whose all-around skill 
enables him to service tools and 
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in Their Own Separate Building 


Fred S. Mosley, left, plans the 


stoves as well as electrical appliances. 
This man puts in his full time doing 
repair work. His fine service is help- 
ing many a prospect to mark time 
with old equipment. And many cus- 
tomers familiar with his good work 
would not think of going to the big 
cities within an easy drive from 
Forrest City to buy their major ap- 
pliances. They prefer to buy from 
their home town dealer who can give 
good service. 

The service man installs the equip- 


promotion of a home laundry. 


ment and also gives customers com- 
plete instructions in its use and care. 
He can often explain details over- 
looked by the salesman, instruct in 
safety measures, and call attention to 
the mechanical worth of the equip- 
ment. 

A hardware dealer equipped to dis- 
play, promote, and service electrical 
appliances need not fear the competi- 
tion of competitors in other lines who 
are going into the appliance business 
as a side line, believes Mr. Mosley. 


The customer gazes past this window of washing machines and other 
appliances and sees stoves and refrigerators inside of the store. 
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. There's a real woodsy atmosphere to this section and it helps build sales. 
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Outdoor Atmosphere Attracts Customers 
To This Sporting Goods Department x 


our e 
overce 
mome 


That and co-operation with local The p 


sports organizations builds sales tn 


P for Meisel Hardware & Supply Co. dustry 
UTTING an_ outdoor 


touch in its sporting goods depart- 
ment has done much to attract sports- 
minded customers to the Meisel 
Hardware & Supply Co. of Bay City, 
Mich. Walter J. Malzahm, store man- 
ager, and his staff keep the sporting 
goods section in good order at all 
times. The cabin roof canopy over th 
part of the area, plus the knotty pine . i - 
wall background is ideally suited for af — = hong 
displays of guns, archery and other | Re 7 “to centers 
sporting goods equipment. Indirect me ber of 
lighting makes this section of the _ . si iain ie Ses speciot 
department stand out. Riel te ee a. ment. 
P tangibl 
compat 
tion as 


to gre 
need t 


Co-operates With Clubs 


is eae oH 

The store co-operates with various ¥ r et ‘ ly, timi 
clubs in the city in promoting sport- Ee . We. 
ing events. For example, the Bay aie é, Pocne 
City Archery Club, consisting of 50 = 7 Constru 


(Continued on page 118) Camping clothing and equipment are prominent features in this department — { 
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Control-Free Program Is Outlined 
To Re-Vitalize Construction Industry 


0 Oo 


By JAMES R. EDMUNDS, JR.* 
Chairman Government Liaison Committee, 
Construction Industry Advisory Council, 
Chamber of Commerce of the United States. 
President, American Institute of Architects 


a s) 


E of the construction in- 


dustry are meeting today against a back- 
ground of irritation, discouragement, 
and frustration. Fortunately that back- 
ground is beginning to recede. In this 
climate of decontrol, however, we are 
still controlled. An impatient public 
must be made to realize how hard we 
have been working, how much we have 
accomplished, and at the same time how 
much we have been forced to dissipate 
our effort in makeshift expedierts to 
overcome annoying difficulties of the 
moment which are not of our creation. 
The public must be told plainly that we 
see no hope of regaining our customary 
efficiency until the construction in- 
dustry is once again a free agent. 

Let us study the situation and lay 
our plans for setting things to rights. 
The need for construction of all kinds 
is imperative. 


Demands Are Great 


The demands of the nation are almost 
to great to comprehend. There is no 
need to tell you that we are not getting 
these things. You also know that even 
the promise of getting them is pitiful. 
There are some who point to the actual! 
construction in progress and the num- 
ber of men at work with a sense of 
specious pride and false encourage- 
ment. We in the industry know that the 
tangible results are woefully. short as 
compared with the need. Such construc- 
tion as is in progress goes along halting- 
ly, timidly and uncertainly. 

We know that within the industry 

From an address delivered before the 
Construction Industry Advisory Council, 
‘ ber of Commerce, of the U. S., Wash- 
ington, D. C., Nov. 20. 
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Mr. Edmunds points out that though 
building materials are price-free, the 
industry continues to be shackled by 
priorities, allocations and permits to 


build. He says that within the industry 
itself, there lies the genius and ability 
necessary to solve the problem 


itself there lies the genius and ability to 
meet the situation and to solve the 
problem. We know that we are capable 
of operating a construction program 
that will lead us back to a smooth-run- 
ning, efficient, self-adjusting economy, 
but we know equally well that the 
American construction industry cannot 
operate under the sort of regulated 
economy that has been forced upon us 
since the shooting war was over. It has 
been well demonstrated that it is im- 
possible to operate under directives, 
restrictions, and limitations — even 
though these be imposed with good in- 
tentions. 

The construction industry has been 
attacked with a sort of creeping paraly- 
sis that has come, not from within the 
industry but from without, and has 
been brought upon us against our ad- 
vice and judgment. Obviously, until 
there is a smooth flow of materials and 
equipment, our sufferings will continue. 
The time consumed to complete jobs 
today is not only abnormal, but dis- 
astrous. Another is the excessive cost 
of critical items and the virtual impos- 
sibility of obtaining them. We must, 
therefore, straightway demand and se 
cure a quick and smooth flow of con- 
struction materials and equipment., 


We Are Hamstrung 


Today, while price controls on build- 
ing materials have been removed, we 
still find ourselves hamstrung by 
priorities, allocations, and permits to 
build and by government pricing of 
new residential buildings. We cannot 
see that the mediums and devices that 
are employed have succeeded in pro- 
ducing the promised volume of hous. 
ing construction. So, not only do we 


not have the housing, but other much 
needed construction, both private and 
public, looks forward from an unstable 
present to an uncertain future. 

We can honestly state that the con- 
struction industry has made every at- 
tempt to cooperate with the govern 
ment. Historians in the future will 
probably analyze the situation and de- 
termine the reasons for the failure of 
the construction program, but I venture 
to state that among the reasons will be 
cited the absolute impracticability of 
directing, from the Capital City, the 
thousands and thousands of decisions 
which must be made daily by hundreds 
of thousands of people in thousands of 
communities, large and small, through- 
out the country, who are charged with 
operating a vast, decentralized and es- 
sentially local activity. The system of 
directives, as administered, has demon- 
strated its own inability to master the 
situation. 


Planned Economy Inadequate 


Today this inherent inability of a 
planned economy to furnish the facil- 
ities, so vitally needed to make up for 
war deprivations, has become clearly 
apparent to all. The time is ripe for 
a fundamental change in our thinking. 
The country is ready for new leader- 
ship. 

I propose that the entire construction 
industry, adopt and announce a def. 
inite, specific, integrated program lead- 
ing to prompt and substantial expan- 
sion of the volume of construction as 
measured on the site, and not in sta- 
tistics and plans. This program has 
seven points. 

Point Number 1 is that we do all in 
our power, individually and collectively, 
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to free the market of all restrictions 
and to demonstrate that we can meet 
the housing and other needs of the 
country without war-time permits, price 
limitations, allocations, and subsidies. 
The need for shelter is so basic to 
human welfare that it must take high 
precedence in our activities. 

Point Number 2 calls for the active 
and whole-hearted cooperation of man- 
ufacturers and distributors to get ma- 
terials and equipment as rapidly as 
possible to the sites where they can be 
used most effectively. 

Point Number 3 calls for the co- 
operation of the financial institutions to 
the end of starting the immediate con- 
struction of those rental dwelling units 
so badly needed by both veterans and 
others. 

Point Number 4 calls for the co- 
operation of the design elements—and 
of contractors and workers. The con- 
sumer must be assured that he will re 
ceive full value for the money he 
spends. This means a full day’s work 
for a full day’s pay. Labor must be 
brought to realize that restricting its 
own productivity will, in the long run, 
result in less rather than more employ 
ment. 

Point Number 5 calls for the co- 
operation of all the elements in the in- 
dustry. We must continually study to 
improve our product, and to advance 
the art of construction, and if possible 
to reduce the cost to the consumer. 
This means research. 

Point Number 6 also calls for the co- 
operation of all the groups in the in- 
dustry. Building codes must be revised 
and modernized so that the consumer 
may be assured of the availability of 
new methods and new materials. 

Point Number 7 calls again for the 
cooperation of all of us. Opportunity 
for young men must be assured in all 
branches of the construction industry. 
This means a well conceived and prop- 
erly executed training program. 


Consider It Seriously 


I recommend that you give serious 
consideration to this seven-point pro- 
gram. If you adopt it and give it your 
active and continuing support, I am 
convinced that our industry will be 
started on a dynamic demonstration of 
the ability of free men, unfettered by 
directives and restrictions, to satisfy 
the needs of the nation rapidly and 
comprehensively. The willingness and 
ability of free industry to put first 
things first has been demonstrated 
throughout the history of our nation; it 
can be demonstrated again. 

And now I should like to say a few 
words about the place of government. 
and particularly the federal govern- 
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ment, in our complex contemporary 
civilization. We have been suffering 
from too much government. Let us be 
careful, in our attempts to regain our 
independence, not to let the pendulum 
swing too far in the opposite direction. 

The construction industry is face to 
face with the biggest challenge in its 
history. We cannot afford to fail. If 
we should fail, the consequences of that 
failure would affect not only ourselves, 
but also the welfare of the American 
people as a whole. We must not, in our 
revulsion from too much control, reject 
or neglect the legitimate cooperation 
which a well administered government 
can and should offer. 


Remedial Measures 


So now, in turn, I am going to sug- 
gest some measures for the considera- 
tion of our government. These measures 
I believe go to the heart of our prob- 
lem, and should enable us to lay the 
foundation with the government for a 
program that will place our economy 
in a satisfactory position. 

The Number I measure suggested to 
the government is that it provide the 
industry and the public with basic facts 
on construction operation in all fields. 
The Department of Commerce has al 
ready made a notable start along this 
line, and we believe that that depart- 
ment can continue to augment its effort, 
and this may be done in conjunction 
with other interested government and 
non-government agencies. What we 
need is a central fact-finding body, un- 
biased and objective in its thinking, 
which will keep us informed of current 


trends. This is surely a proper govern- 
ment activity. 

Measure Number 2 is a strong recom- 
mendation to the government not to 
merge in a permanent NHA the various 
federal housing agencies, but to co- 
ordinate their activities in what might 
be called a board of housing strategy. 
Such a plan would prevent duplication 
of effort without subordinating one 
purpose to another. Constructive as- 
sistance should be given to cities with 
their problems of slum clearance and 
urban redevelopment. 

Measure Number 3 is government co- 
operation with the construction indus- 
try in setting up, under impartial and 
disinterested non-governmental aus- 
pices, a research activity which will en- 
sure that construction will be in the 
forefront of progressive American in- 
dustry. If we are not careful, research 
in other countries will outstrip ours, and 
we are firmly of the opinion that we 
should be in the forefront, and not con- 
tinually seeking to learn what the other 
person has done and then endeavoring 
to catch up with him. 


Could Be Enlarged 


Measure Number 4, which the gov- 
ernment has already undertaken bui 
which could be enlarged and stimu- 
lated, is the advance planning of 
needed public works and the correla- 
lation of that planning between federal, 
state and local governments. The con- 
struction industry and the states and 
communities which are responsible for 
the largest amount of public works 


(Continued on page 119) 








Contrasts Old and New Baby Equipment 


In promoting equipment for the modern baby. such as swings. baskets and the 
like, Walz Hardware Co., Saginaw, Mich., recently put in an eye-catching window 
display. It showed a baby buggy and crib of the type in use 50 years ago. Next 
to them was some of the modern equipment sold at the Walz store. A sign said. 
“50 Years Ago and Now”. The display naturally attracted many parents. 
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It Inventory Becomes “Inventoryitis — 
It's a Danger Signal! 


Cancelling of orders is not the solution. The 

dealer should make every effort to dispose 

of surplus stock and should be judicious in 

his buying. Cooperation of all branches of 
the trade is essential. 


By E. G. LINDQUIST 


Vice-President’ and Secretary, 
Ace Hardware Corp., 


. that is what can 


happen today, and in some cases 
has! 

Inventory in a retail hardware 
store with its comprehensive variety 
is always a problem. Despite the 
complexities of the inventory prob- 
lem, it is a factor which must always 
be taken into consideration in a well 
managed business. When the inven- 
tory condition becomes acute it can 
easily lead to disastrous results, and 
that’s “inventoryitis.” 


Follows Two Courses 


“Inventoryitis” follows two very 
distinct courses, in two ways, both 
of which can be designated by the 
simple sentence “Too much or too 
little” and in reality becomes “Two 
much and two little” in that too much 
inventory can result in too little capi- 
tal or money, and vice versa, too 
little inventory in too much money. 
Both can be dangerous conditions; 
the latter, however, in normal times 
is less dangerous than the former, be- 
cause inventory can be rapidly in- 
creased, while the former can de- 
velop into a long drawn out struggle. 
But let us keep in mind that these are 
not normal times. 

There are contributing factors 
under either of the above situations 
which can bring dire results, if not 

» and in the past five years retai! 
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Chicago, Ill. 


hardware dealers have run the gamut 
of all of them. Now the consequences 
are beginning to manifest themselves, 
and it is going to require good think. 
ing and aggressive action not to be 
affected too much by them. 

In most instances, the merchant 
now finds that he has too much in- 
ventory dollarwise and of certain 
types of merchandise, but actually a 
very unbalanced stock, in that in 
spite of the surplus, he lacks many 
salable and wanted items. These 
wanted items he cannot acquire re- 
gardless of the fact that his bank bal- 
ance may be proportionately greater 
than normally. A very real danger, 
which apparently many good mer- 
chants realize, is that the surplus 
merchandise they possess is the same 
as many other dealers have, because 
it was obtainable. This may lead to 
a lag in turnover, out of proportion 
to the ability to replace their stock 
with demand merchandise which has 
been hard to get and still is, and thus 
prevent the maintenance of adequate 
cash resources for operation and 
expenses. 


Not a Normal Condition 


Because selling has been unneces- 
sary, the public literally having taken 
away what dealers had to offer, with- 
out consideration as to price and 
quality, the theory has become ac- 
cepted by too many merchants that 


E. G. LINDQUIST 


this is a normal condition, and will 
last forever. With this sort of think- 
ing they have placed orders for the 
same merchandise from half a dozen 
different sources of supply. They did 
this because in the past only one or 
two suppliers could deliver even a 
percentage of the aggregate order 
placed with them. Lately, however, 
there has been a change, the producer 
has beens catching up, and bona fide 
orders given to wholesalers (some of 
which have been entirely forgotten) 
have been and are being delivered. 
The result is that dealers are begin- 
ning to suffer from “inventoryitis,” 
resulting in too much merchandise, 
and in some instances, at least, in too 
little money. 


The Solution 


The solution is not what some 
dealers are beginning to do, namely 
cancelling orders. Assuredly, most 
wholesalers have the well being of 
their customers at heart. But, it is 
not reasonable to think that when 
they have accepted bona fide orders 
from dealers, and obligated them- 
selves to accept merchandise from 
manufacturers to fill them that they 
can or will accept cancellations with- 
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out some alternative. Manufacturers, 
too, having acquired raw material to 
produce the items ordered by the 
wholesaler, must and will insist that 
the distributor accept the finished 
product. 

Therefore, the dealer should take 
steps to protect himself by making 
every effort to dispose of surplus 
goods, and use the utmost wisdom 
and judgment in buying. The state- 
ment that “We are not going to buy 
a thing” is sheer folly. The idea is 
even worse if it is placed into effect 
because items needed to balance his 
stock and demand merchandise are 
better than cash because such goods 
return the cash plus the profit, and 
under such circumstances turnover is 
of the greatest importance. The smart 


AX exemption for co-operatives is 

the freedom from the payment of 
Federal income taxes, consequently it 
could not exist until there was an in- 
come tax, which technically did not 
exist prior to 1913. In 1916, when the 
income tax rate was increased from 
1 to 2 per cent, the first co-operative 
exemption law was passed. 


Like many of our regulatory and taxa- 
tion laws, the first exemption law was 
simple; it covered fa:mer and fruit- 
grower sales agents set up to market 
the products of the farm and orchard 
and to turn back to the growers the 
proceeds of the sales, less the selling 
expenses involved. The agency retained 
nothing; it did not take title to the 
products; it turned back to the grow- 
ers everything but the cost of making 
the sale. The number of products han- 
dled was limited, and the tax exemption 
was small—only 2 per cent on the net 
income. In theory, an agency of this 
kind could have no net income; its 
costs were its gross income. 


Between the start of World War I 
and the close of World War II, two 
important changes took place in the 
significance of tax exemption for co- 
operatives: They grew from a simple 
selling agent for a group of isolated 
farmers to a nation-wide network of 
distributors, handling everything from 
tractors to lipstick, and operating every- 
thing from fertilizer factories to bever- 
age bottling works. The tax rate, in 
the meantime, rose from 2 per cent to 
a maximum of 80 per cent. Obviously, 
times had changed. 

All this time, between and during 
the two wars, the Treasury was con- 
tributing its part in affording tax ex- 
emption to the coming $12,000,000,000 
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merchant will also recognize that to 
insist on getting the top price for 
merchandise which has reached the 
saturation point is equally unwise. It 
will be better to get the cost back 
than to make a keepsake out of such 
items. 


Watch Production 


Manufacturers will do well to cur- 
tail production of items which they 
realize are in excess of demand, and 
divert material and production to 
needed merchandise, of which there 
is still a vast number of items, rather 
than risk cancellation by distributors, 
or bad relations by forcing the issue. 
Distributors naturally are compelled 
to attempt to dispose of surplus 





How the Treasury Provides Tax Exemption for Co-operatives 


business. In 1918, when the Internal 
Revenue Code was amended, there was 
no change made in the provisions with 
respect to the exempt status of co- 
operatives. But the Treasury in its 
Regulations 45, in a decision on June 
19, 1918, said that co-operatives might 
act as purchasing agents for members 
and patrons, generally, and be exempt 
from taxation if they paid patronage 
dividends to members and patrons, gen- 
erally. Here the Treasury made the law 
which permitted co-operatives to go into 
the wholesale and retail business. 

In a Solicitor’s Opinion No. 57, the 
Treasury ruled in 1920 that co-opera- 
tives could have capital stock and pay 
dividends on such stéck and remain 
exempt under the 1916 act. 


Exemption Statutes Revised 


In 1921, the exemption statutes were 
revised and the Congress legalized the 
1918 Treasury ruling, by including pur- 
chasing functions as well as selling 
functions in the legitimate operations 
of an exempt co-operatives. 


It was now the Treasury’s time to 
move. In Treasury Decision 3511, Sept. 
6, 1923, the Commissioner of Internal 
Revenue said co-operatives could accu- 
mulate reserves for such purposes as 
the payment of debts, erection of build- 
ings, installation of machinery and fa- 
cilities, etc., without losing their exempt 
status. 


The Treasury also decided that co- 
operatives took title to the goods which 
they handled as a matter of convenience 
in transacting their business, and the 
taking of title, that is, buying and sell- 
ing, rather than acting as an agent for 
the farmer, would not violate the ex- 








goods, but good judgment in spread. 
ing it as widely as possible instead of 
high pressuring a few dealers, will 
prevent ill will and possibly a bad 
credit situation ultimately. 

The fact is, that in spite of all the 
difficulties, labor trouble and astro. 
nomical taxes of all kinds, the dealer 
is undoubtedly in a better position to 
meet his problems than the other two 
branches of the trade, his belief to 
the contrary notwithstanding. He 
has enjoyed exceptional volume and, 
in most instances, has been able to 
retain a much better percentage ot 
his profits, which have also been con. 
siderably above-normal. If he has 
been wise and prudent he has re 
tained the bulk of his profit in his 
(Continued on page 135) 
























emption provisions of the Internal Reve. 
nue Code. 

Thus, by 1926, the Treasury had 
amended the statutes in practice to the 
point that co-operatives could buy and 
sell, issue stock, set up reserves out of 
earnings for the expansion of their 
business, and permit some of the capi- 
tal stock to be held by non-producers. 

In Senate Amendment No. 36 to the 
Law, in 1926, the Congress wrote into 
the act all the things which the Trea. 
sury already had permitted. Here again 
the Congress validated what the Trea- 
sury had been using as law for some 
five years or more. The Conference 
Committee of the 69th Congress in 
approving the amendment said that 
its purpose was to assure associations 
that the liberal construction of the 
Treasury Department was sanctioned 
by the Congress. 

There have been no significant 
changes in the exemption provisions 
since the 1926 amendment, but the 
Treasury has continued its policy of 
making as well as administering the 
law. It has permitted co-operatives to 
purchase substantial quantities of pro- 
duce from non-producers under the 
guise that such purchases would allow 
the co-operatives to serve its members 
better. The Treasury has also permit- 
ted co-operatives to cancel outstanding 
non-member patronage dividends insuf- 
ficient to pay for’a share of stock or 4 
membership, and to divert the funds to 
the “educational” work of the co-opera 
tive. There is no express grant for 
either of these activities in the 00 
operative status at present, but some 
future Congress will undoubtedly be 
asked to ratify these Treasury practices. 

Homer E. Mars# 
Director of Research, N.T.E.A. 
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Scale Models Aid Store Modernization 


With competition moving to a new battlefield 
—modernization—model store layouts, built to 
scale, offer The Geo. Worthington Co. dealers 
quick visualization of what ails old stores 


QO PERATING a_hard-. 


ware store at a profit was compara- 
tively simple 15 years ago. Rents and 
wages were lower, competition was 
not so keen, and the consumer did 
not make as many demands on the 
independent hardware dealers be- 
cause it was impossible for him to 
shop around for his requirements. 

But today all of this has been 
changed. Customers are more inde- 
pendent, both in how they spend their 
money and where and, except in re- 
cent months, they do more close buy- 
ing than ever before. Yet the hard- 
ware dealer is getting only a part of 
the business that once was his and if 
he is to recover the lost opportunities, 
he must also change his merchandis- 
ing habits. The dealer who is still 
using time-worn methods and equip- 
ment in this highly specialized selling 
age must change those methods if he 
is to remain in the running. 

Too many dealers look to the buy- 
ing end of their businesses to find the 
complete solution to their problems 
but good buying alone will not solve 
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Low backgrounds give 
a view of the store in- 
terior and a removable 
panel makes it easy to 
do window trimming. 


the many problems of today and 
those that will arise in the future. In 
order to succeed, dealers must make 
better use of the principles of selling, 
display, store arrangement, lighting 
and generally operate more efficiently. 
The growing trend toward the chains 
and coops shows that competition has 
moved to a new battlefield. 

To tell the independent dealer and 
show him how and what to do; to 
strengthen his merchandising posi- 
tion is the purpose of the merchan- 
dising and store layout department ot 
The Geo. Worthington Co., 802-832 
St. Clair Ave., N. W., Cleveland. 
Ohio, wholesale firm. 

Display fixtures are an important 
factor in modern merchandising, and 
the sales potential is definitely af 
fected by the display of the largest 
volume of merchandise to the best 
advantage. Fixtures and displays 


should be flexible so that they can be 
adapted to ever-changing merchandis- 
ing conditions. 

So that Worthington dealers could 
get an idea as to the effectiveness of 
modern store equipment, the mer 
chandising and store layout division 
of the firm has made the scale models 
(illustrated on these pages), one inch 
to the foot, to show as many flexible 
arrangements of modern merchandis 
ing fixtures as possible. In spite of 
all the sketching and blue printing 
that has been done of fixtures and 
floor plans, Worthington feels that 
these scale models (which represent 
a store 75 ft. long by 23 ft. wide) 
show more clearly what may be done 
in modernizing a particular store, 
since the miniature fixtures are read- 
ily adaptable to varying store widths 
and depths. 


A recommended modernization lay- 


Long and compartively narrow. this 

miniature still provides plenty of space 

for circulation and an abundance of 
room for display. 






















out can be constructed in a matter 
of minutes with these scale models. 
After a blue print is made of the de- 
sired layout, the dealer can actually 
see what his store will look like, thus 
obtaining a good idea of the finished 
job, whether he desires to remodel 
his present location or to open a new 
store. 

These scale models are of open type 
fixtures for the display of major ap 
pliances, the new step-up equipment, 
panel door sections, bolt sections, 
steel goods sections, paint and house- 
wares sections, in fact every display 
feature necessary to equip a modern 
hardware store. 


Five Point Program 

Tying in with these physical prop 
erties in miniature, designed to help 
the dealer maintain himself competi 
tively, Worthington recommends the 
following five-point program: 

1. Modern Store Fronts. 

2. Modern Windows. 

3. Modern Store Interiors. 

4. Modern Lighting. 

5. Modern Selling Methods. 


Modern Store Fronts 

Passers-by gain their first impres- 
sion of the store from the sidewalk or 
street. The store front should be of 
modern design and be kept well 
painted. It should say in effect, 
“Come in, you'll enjoy shopping 
here.” The store front has three im 
portant functions: to give the store 
character; to display merchandise, 
and to invite and entice people in the 
store. It should be built so that it 










Step-up displays are a feature ¢ 
this cut-away miniature of a store, 










reflects the firm and the spirit of the 
business. 

Well kept, well dressed windows 
are a life advertisement for a store 
and should be treated as such. They 
must have plenty of eye appeal for it 
is through the eye that 80 per cent of 
our impressions are gained. A well 
lighted window is also important 
since it not only helps to attract peo- 
ple to the store, but shows to advan- 
tage the merchandise on display. 
Worthington strongly recommends a 
background that is not too high to 
obstruct or cut off the view of people 
passing the store. 

In the miniature front, illustrated, 
there is a removable panel at the back 
of the window to facilitate trimming 
and to give easy access to merchan 
dise in the window. The store front 
itself gives a full view of the entire 
interior of the store. 


Modern Store Interior 


Displays should be open and so 
arranged as to invite customer circu- 
lation through the entire store; to 
make the merchandise accessible to 
shoppers, and to promote efficient 
selling with a minimum of time ana 
effort. The stock must be arranged 
so that an order can be filled and th. 


customer waited on with the fewest 








Both sidewall fixtures and tables are 
stepped up and there is ample room 
provided for the free circulation of 


possible steps and in the shortest pos 
sible time. If the customer can help 
himself to some extent, so much the 
better. By eliminating lost motios 
and unnecessary steps, the cost of 
operation in the average hardware 
store can be brought down consider 
ably. 

Merchants who have modernized 
their stores wonder why they did not 
do it long before. A modernized 
store, today, is not a luxury. It isa 
necessity and a sound investment. It 
will place a dealer in a position ip 
which he can hold his own against 
the attempted inroads of competition. 
It will give the dealer a store in which 
both the convenience of the customer 
and the efficiency of his sales peopl 
are realized. The customer will buy 
more and the sales people will se 
more when the merchandise is out on 
display where the customer sees ii 
and it reminds the salesman that it is 


there to be sold. 


Modern Lighting 


In order to get the most out of his 
lighting equipment, the dealer mus 
have the right color combination fot 
walls and ceilings—one that will give 
him maximum light reflection, with 
no dim corners or ceiling lights. The 

(Continued on page 118) 





traffic in this store. 
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Gift Sales Double in Four Years — 
Up-Front Location Did It 


White backgrounds with dark trim make the gifts doubly attractive. The same 
color scheme is used on display tables and indirect lighting does the rest 


iii display of 


gifts and glassware has resulted in a 
100 per cent increase in the gift 
business at the Buteyn Hardware, 
Waupun, Wis., during the past four 
years. L. A. Buteyn and his brother, 
A. P., who own the store, took the 
gifts from a mid-store location and 
moved them up-front several years 
ago with a resultant steady increase 
in business. 


Located in a town of 7,000, the 


Gr 
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Buteyn brothers carry a gift depart- 
ment stock which appeals to both 
town and rural customers, and they 
find that both classes of trade come 
to buy the gifts. The store has an 
excellent farm goods department. 
Thus, while the men folks come to 
buy dairy pails and other items, the 
farm women stay up front looking at 
gifts and often buy such items as 
dinnerware, mixing bowls, glassware, 
pottery, figurines, vases and other 
items that make farm housekeeping 
easier and more pleasant. 


In arranging their gift department, 
the Buteyn brothers have shown 
good merchandising technique. The 
wall backgrounds are white, while 
the outside shelf borders are a darker 
color. Merchandise is placed on glass 
shelving and given plenty of indirect 
lighting. This produces a striking 
and pleasing effect and it attracts the 
attention of numerous women. 

One aisle display table is done en- 
tirely in white with a dark border 
trim while underneath the table a 

(Continued on page 130) 


Buteyn Hardware has been getting 
increased volume from the section 
ever since location was changed 





A spacious department and comfortable chairs put the prospect in a buying 
mood while well informed salesmen supply the correct answers to questions. 


Appliances — Variety and Visibility 


A MODERN showroom 


Hooded with fluorescent lighting over 
an expansive sales floor sets the stage 
for major appliance selling at the 
Walz Hardware Co., Saginaw, Mich., 
a city of 90,000 population. This 
showroom is part of the L-shaped 
store which has entrances on two 
streets. 

Appliances range along both walls 
and also are set up down the center 
of the sales floor at the present time, 
with comfortable chairs strategically 
placed so that customers may be com- 
pletely at their ease while salesmen 
explain the features of the various 
models. 

The Walz sales tactics have been 
developed to break down consumer 
resistance by providing the customer 
with pleasant, neat surroundings, 
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salesmen who are appliance special- 
ists, and by offering complete and 
expert repair facilities on all appli- 
ance lines sold by the store. Con- 
sumer acceptance is capitalized by 
offering only those items whose brand 
names have acquired performance 
reputations in households throughout 
the country. And it is strict adher- 
ence to that merchandising credo that 
has established the Walz Hardware in 
the Saginaw area as an appliance 
center offering display and service 
facilities as fine as can be found any- 
where in the vicinity. 


Wide Range of Items 


Eager customers entering the store 
to buy appliances find that a wide 
range of items is available—from a 
washing machine to a complete model 


kitchen. And, in most instances, the 
appliances can be demonstrated con- 
vincingly. 

Customers often are invited to 
bring sample washes to the store and 
observe the washing process. Seated 
in a comfortable chair, prospects can 
ask the salesman any questions and 
he can usually provide the answer 
visually by demonstrating the point 
in question. 

“Our appliance salesroom is large 
enough so that we can carry on such 
demonstrations all the time if we 
wish, without causing any trafhe 
jams,” says Stuart G. Walz, vice- 
president. “It is also large enough se 
that our salesmen can enter into sales 
discussions with customers without 
anyone overhearing what is being 
said. Privacy in selling is important 
insofar as the customer is concerned.” 
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About 650 laundry machines and 
1500 washers are repaired each 
year by a four-man repair team. 


The store has intentionally located 
its appliance department in the 
L-shaped portion so that everyone 
coming into the office or going to the 
main wrapping counter will get a di- 
rect view of the well-lighted section. 
Thus customers are induced to ex- 
amine the models more closely. Quite 
a number of customers on their way 
out leave the store, passing through 
the appliance area, which provides an 
additional opportunity for attracting 
attention to the various merchandise 
on display. 

For those who wish to buy coal, 
wood and oil stoves, Walz has a large 
appliance section where 
such items are stocked in consider- 
able abundance. The stoves are ail 
displayed on raised platforms which 
helps to keep the merchandise off the 
floor and the floors clean. Access to 
this basement stove department is 


basement 


Sell Them 





most convenient for customers and 
they do not mind going down one 
flight to look at a large stove stock. 
With a large appliance department 
such as the firm maintains, it is very 
important to have an efficient service 
department. The department can ser- 


= 1. 


i 


vice any make of washer or other 
type of appliance, except radios. It is 
estimated by the firm that at present 
about 650 automatic laundry ma- 
chines and about 1500 automatic 
washers are being serviced in the 
(Continued on page 135) 


for the Walz Hardware Co. which follows up 
the sales approach with demonstrations and 
provides complete repair service—if needed 


Coal, wood and oil stoves are in the basement—and there are plenty of them 
there. Every stove is displayed on a raised platform and all are spotless. 
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Lemoi Hardware’s 50th Anniversary 


The new exterior is 
easy to look at and 
the spacious window 
spread gives Lemoi 
superior facilities 
for display so that 


passers-by are able 
to see what's being 


shown at all times. 


I, January, 1946, the 


Lemoi Hardware, of Evanston, IIL, 
announced its 50th anniversary by 
the opening of a new store equipped 
with new and better display fixtures. 
Strange to say, the anniversary was 


celebrated in the same building in 
which the store had been started 
during the Columbian Exposition in 
Chicago, although the business had 
been moved some years ago to a 
location further down the same block, 
on the same side. Ralph H. Lemoi, 


son of the founder, moved to the new 


The founder's first 
store as it was 50 
years ago. The pres- 
ent owner moved his 
new and completely 
modernized store to 
the same location. 
Contrast this with 
the present store 
front shown at the 
top of the page and 
you'll observe that 
there’s been a de- 
cided improvement. 


quarters at 1008 Davis St., to provide 
better and bigger display facilities. 

Approximately three times the size 
of the former quarters, the new store 
has a 50 ft. front and is 115 ft. deep. 
It has open back display windows, 
which permit an easy view of the 
entire interior from the outside. 
Brightly lighted and with wide aisle 
space, the new quarters make for 
easier shopping and better traffic dis- 
tribution than did the former quar- 
ters. 


Added Features 


Approximately $7,000 was spent in 
preparing the new establishment for 
occupancy, the remodeling work 
being carefully supervised by Ralph 
H. Lemoi, proprietor. A new south 
wall was added to provide adequate 
stock space at the rear of the build- 
ing and a balcony office was rebuilt 
and modernized which will be used 
by Mr. Lemoi and the secretarial and 
bookkeeping staff. 

The store’s fixtures, all new, are 
modern and highly functional with 
fluorescent lighting used throughout. 
One of the most attractive features 
of the store is its spaciousness and 
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the feeling of informality which is 
created in part by the new island- 
type display counters. The eight 
tables, which have three shelves 
each, are 33 in. in height and may 
be shifted to any part of the store 
to create seasonal displays or to 
provide space for larger equipment 
and later installations. 

The color scheme is maroon and 
cream. Large areas of the wall space 
are covered by cabinets and drawers 
with cabinets and panels in cream 
topped with a wide maroon cornice 
which runs in an unbroken line 
around the three walls. Wooden 
block lettering, finished also in 
cream, identifies the location of the 
store’s eight departments. 


Expert Sales Aid 


Both power and hand tools are 
featured in the tool department. An- 
other important section is the build- 
ers’ hardware department, staffed by 
qualified members of the firm’s sell- 
ing organization. Mr. Lemoi, who 
served as a district representative 
for a paint firm for many years, has 
also created a complete paint and 
varnish section and offers his own 
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Modernized establishment is in 

the same building occupied by 

the founder 50 years ago — but 
everything else has changed 


This is the other end 
of the store front. The 
open back windows 
give an _ unobstructed 
view of the entire in- 
terior and make it diffi- 
cult for one to resist the 
temptation to enter and 
make a purchase. 


invaluable experience in assisting 
householders with their seasonal 
painting jobs. 


Firms Congratulated 


Advertising messages from Lemoi’s 
and some of the firm’s suppliers, ap- 
pearing Jan. 24, 1946, in The Evans- 
ton Review, constituted the opening 
gun in an advertising campaign to 


keep Evanston aware of the Lemoi 
Hardware as the center for the town’s 
needs. That issue of the paper car- 
ried a complete review of the firm’s 
activities and published the pictures 
shown on these pages. Flowers and 
souvenirs were given away at the for- 
mal opening and for the three follow- 
ing nights, the doors remained open 
until 9:30 p.m. so that Evanston 
could review the premises. 


This view of the new interior shows the wall at the rear built 
to provide storage space. The rebuilt office is on the balcony. 
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Bags and suitcases catch the eye of the prospect at the rear of the store. (Continued on page 127) 





Display Throughout the Entire Year 
Keeps Luggage in the Gift Spotlight 









Single items bring as much as $75 

with combination sales higher, says 

Mt. Pleasant Hardware & Furniture Co. A WELL stocked luggage 
department, well displayed, brings in \ 






considerable profit to the Mt. Pleas- 
ant Hardware & Furniture Co., Mt. 
Pleasant, Mich. Sales of luggage for 
single items run as high as $75 while 
combination sales run higher. Lower 
priced merchandise is also carried, 
according to Edgar Bixby, secretary- 
treasurer of the firm. 


t 











Good Display Location 


This large store has two floors. The 
The luggage is displayed in a good 
wall location near the stairway, a Perf 


f 
- 
id 


: ce a . ' = spot where customer traffic is nat- 
By fo ha = ey urally very heavy. pe 
b® petite ts : Michigan has publicized its nat- sale 
me ural scenery and vacation facilities that as 
¥ more than many neighboring states. decides 
: This brings in a flood of tourists, elimina 
Luggage of the gift type is accorded this prominent spot near the stairway. many of whom buy additional lug Witt 
gage once they get into Michigan for get in t 
prolonged stays. Hunting and fishing # “°Y°" 
also brings numerous sportsmen to TP & 
Michigan at various times of the effectivi 
year, and they like to buy extra lug- Tom 
gage. All this is in addition to the _ am 
normal luggage needs of the local a. . 
population. Reming 


Excellent Trade 


“We have handled luggage for a 
number of years and have developed 
an excellent trade in the line,” says — 
Mr. Bixby. “Because we serve many 
homeowners through our hardware 
and furniture departments we nat- 
urally have some fine luggage pros- 
pects. Every home owner needs new 
or additional luggage sooner or later. 
Our display reaches many of these 
home owners constantly.” 

At various times of the year lug- 
gage items are placed at first floor 
locations so as to stimulate interest 
in the line. This “spotting” of indi- 
vidual items works out especially | 
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Announcing a Great New 
Remington shot Shell | 


ed luggage 
, brings in 
Mt. Pleas- 
> Co., Mt. 
iggage for 
$75 while 
er. Lower S$. own Qj ern 
o carried, TH 
secretary- 
tion 
= Pye The Biggest Advance in Shot Shell 
pres, 3 Performance Since Choke Boring! 
c is nat- 

new Remington Express shell has the most potent 
1 its nat- sales feature of any shell marketed today ...a new crimp 
- facilities that assures the hunter that his gun pointing, not chance, 
ing states. decides whether or not he bags his game. For it completely 
f tourists, eliminates “blown” patterns. 


ional lug With the New Remington Crimp, there is no top wad to 
chigan for get in the way of the shot charge, obstructing it and causing 
nd fishing uneven distribution or wide scattering of the pellets. The new 
crimp gives a perfect pattern every time, thus giving maximum 


rtsmen to ; ‘ 

1 of the effectiveness of shot patterns at all hunting ranges. 

extra lug- To make Remington Express sheils even easier to sell, they 
‘on to the have improved wetproofing, exclusive green corrugated 


bodies, progressive burning powder, and Kleanbore priming, 
which does not cause rust and corrosion of gun barrels. 
Remington Arms Company, Inc., Bridgeport 2, Conn. 
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Here’s How New Remington Crimp Eliminates “Blown” Patterns 
NO TOP WAD TO OBSTRUCT SHOT CHARGE 


The mouth of the shell ;; Then tucked in with a specici No top wadtointerfere withthe Wetproofed withathinseciap- Adheres to the shell when 
much the same as thot of any crimping tool and ironed down so column of shot. The smooth unfold plied with a special adhesive. The the gun is fired, leaving nothing to 
other shell before crimping ... there is ing crimp is ‘ seal ruptures and... obstruct the shot charge. 





WHAT CAUSES BLOWN PATTERNS ? A PERFECT PATTERN 












This photograph shows how the top wad of an ordinary This photograph shows unobstructed flight of shot charge 
shell getsin way of shot charge (arrow). Resultis a “blown” resulting from the New Remington Crimp. Result ... perfect 
pattern. No “holes” or thin areas for game to slip through. 





pattern (circle) with uneven pellet distribution 





REMINGTON EXPRESS Loads with New Remington Crimp 
are Available in these Gauges 















REMINGTON EXPRESS Loads with REMINGTON EXPRESS Loads with Roll Crimp 
New Remington Crimp Index Length Powder Oz. 
Number Gauge Shell, inches Equiv., Drams Shot Shot Sizes 

Index Length Powder Oz. 
Number Gauge Shell, inches Equiv., Drams Shot Shot Sizes RX10 10 2% 4% 1% 4,6 

ae pow ‘ - RX12 12 2% 3% 1% BB 
RX12 12 24 3% 1 2,4,5,6,7% : . 
RX16 16 2% 3 1% 285.6.7% »| —RX2B = = om 6 4,6,7% 
RX20 0 OV Va ? > 45.67% RX410 410 2" — % 4,5,6,7% 

‘ : ~~. RX4103 410 3 - % 4,5,6,7% 














LIMITED AVAILABILITY 


We had hoped fo be ableto make all the shells you need. And re 
enough of these new Remingten member, the regular Remington 
Express shells to supply everyone. Express shells still give your cus 
Shortages of materials have made tomers outstanding power and 
this impossible. We're shipping all performance even without the 
we can. Please be understand- New Remington Crimp. 

ing if we are unable to give you 


Remington, 


“If It’s Remington—It’s Right!’’ 


Express ,Kieanbore, and Wetproof ore Reg. U. S. Pat. Off. by Remington Arms CompanyJnc 
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The fact that the store sets back from the sidewalk gives the firm ample 
opportunity for showing lines outside—something the customers appreciate. 


Outside Displays Bring in Extra Sales 


Many hardware stores 


are so located in smaller communities 
that the possibility exists for effective 
outdoor display. This is true of 
Chas. Tarolli & Sons, Owosso, Mich. 
This firm operates two hardware 
stores in this famous Michigan town 
of 15,000 population and outdoor 
display is used effectively at both 
establishments. 

At one of these downtown stores, 
Phillip Blanchett, manager, finds that 
items such as wheel goods, ladders 
and shrubbery sell well when given 
this type of display. This store has 
considerable space between the side- 
walk and the building and this affords 
a lot of display space. 

“The outdoor display helps to at- 
tract attention to our store,” says 
Mr. Blanchett. “The front of the 
store is painted white and this factor 
makes people look at our building. 
We also use black lettering to give 
the firm name and advertise some of 


Chas. Tarolli & Sons features lines 
outside of the store and finds they 
attract customers from the street 


our lines, and this works out well, 
too.” 

Mr. Blanchett points out that when 
the right kind of merchandise is dis- 
played outdoors, it means that practi- 
cally 50 to 75 per cent of the side- 
walk traffic sees the items on display. 
If the articles are inside the store, 
only that percentage of people who 
come inside the store actually see the 
merchandise. This percentage may 
be less than one per cent of all the 
sidewalk circulation. 

The principal thing to keep in 
mind about outdoor display, he says, 
is to arrange it properly and to keep 
it neat and clean. The “junky” effect 
must be avoided at all times. Sales- 
men also should be on hand to give 


prospects information about mer- 
chandise displayed outside. Many 
people will inspect merchandise out- 
side a store and then walk away un- 
less a salesman is handy to interest 
them further in the items. 

At another Tarolli store in Owosso, 
items such as small box stoves are 
also displayed outside the store on 
certain days, together with wheel 
goods, playground equipment and the 
like. The firm tries to get items out- 
side which interest both city and 
farm people. 

Officials of the organization say 
that with much new merchandise 
coming on the market, outdoor dis- 
play at the right time will do much 
to attract the attention of the public. 
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POSTTIA ELY on both sides of the shackle 


Another Reason Why ILLINOIS is a BETTER PADLOCK™ 


DER 
<4 >, 


At last!...A padlock that’s new, different, SAFER ...a better padlock 

Many without a price premium! Contains many features not available even on more 
ndise out- expensive locks. Self-locking . . . rap-proof ... double rotary bolts (an exclu- 
oe sive Illinois feature) mean sure protection ... cylinder mechanism with two 
sets of positively-operated tumblers prevents sticking or freezing. Illinois is 
a good buy for customers, a good deal for you. Model shown (No. 5810-A, 114”) 
store on is available NOW. . . complete line of other models coming soon. Order from 


ith rr your jobber; if he can’t supply you yet, please send us his name. 
nt an 
items out 


city and % This is the second in a series of ads designed to show the amazing features of Illinois Padlocks. 


ation say 


e public. 


RE AGE DECEMBER 5, 1946 








SCREW DRIVER 


& yon, Goten Jo tate Screw Drivers that can 
really “take it’’ . . . the blade, shank and shoul- 
der are feoped from ONE piece of Tool Steel. 
When your critical customers take one of these 
sweetly balanced, rugged tools in their hands, 
they sell themselves—and quick! 
Made in a comp line of dels and all sizes 
with square and round blades that run co’ 
through selected hardwood and Pyraloid 

Write for complete details on this 
fast-moving, long profit line. 


VIKING HAND DRILLS 


Shown to the right is No. V.920.. . 
ene of a complete line of bea 


Sat FORSBERG Hand 
Dri All popular sizes up to 
“" chuck capacity. 


<< 



















WHALE BRAND COPING SAWS | 


No. 24. An extra deep, finely finished frame. | 

Stock 34” une". depth 6%” Hardwood handle. 
e wi ©. 20H specially hardened and 

tempered Whale Blade. osetia 


Scale Models Aid Store Modernization 


(Continued from page 106) 





Plenty of aisle space is provided in this miniature and salesmen 
and customers would find everything conveniently located here. 


services of a store lighting engineer 
are recommended so that the dealer 
will get the proper light distribution 
for his store and displays. 


Modern Selling Methods 


If an independent dealer is to suc- 
ceed, he must also carefully consider 
modern selling methods. These in- 
clude advertising and merchandising. 
A well planned program will create, 
stop and sell store traffic. 

Whether a dealer does a business 
of $25,000 yearly or $150,000, the 


adequacy of his selling and operating 
equipment has a definite bearing on 
his net profits. It has been proven 
that profits rise when dealers modern. 
ize. This means that modernization 
is within the reach of all. 

A modern store will enjoy in 
creased store traffic, increased volume 
and profits, and reduced overhead. 
It will help eliminate slumps, attract 
more women, give the dealer a better 
stock control with fewer “outs,” and 
in general will prove a sound invest- 
ment. 





Outdoor Atmosphere Attracts 
Customers to This 
Sporting Goods Department 


(Continued from page 100) 


members, recently had a large shout 
and the Meisel sporting goods de- 
partment contributed one of the 
prizes. 

This sporting goods section carries 
a large stock of outdoor clothing as 
well as campers’ supplies in the form 


| of boots, stoves, ovens, grilles, and 


Gy ‘sher 


© MFG. CO., BRIDGEPORT, COMN., U.S.A. 
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grates. More and more people are 
taking to the outdoors in this section 
of Michigan and the Meisel depart- 
ment caters to this type of business. 

Hunters prepare many of their 
meals in the open as do fishermen 
and vacationists. Mr. Malzahm and 
his staff are going to stock more sup- 
plies of this kind during the coming 
year to meet this need on the part of 
the trade. Michigan expects its 1947 
tourist traffic to be extremely large, 






a 


with much business going to hard- 
ware and sporting goods stores. 

The sportsman who comes to this 
store finds both manager and sales 
staff ready to talk about sporting 
events or equipment at any time. 
This love of sports has much to do 
with the popularity of the depart 
ment. 

Some excellent window displays of 
sporting goods are offered to the 
trade from time to time by this firm. 
Although located on a side street, the 
store attracts much sidewalk circula- 
tion on account of its windows and 
merchandise offered. 
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Control-Free Program 

Outlined to Re-Vitalize 
Construction Industry 
(Continued from page 102) 


planning can well cooperate with the 
Federal Works Agency in its program. 

Measure Number 5 would be for the 
government, in co-operation with the in- 
dustry and the states and communities, 
to encourage the modernization of build- 
ing codes. The National Bureau of 
Standards is carrying on very helpful 
work in this field. More can be done 
both by the government and by com- 
munities which must adopt and ad- 
minister these codes. 

Measure Number 6 would be for the 
government, in co-operation with labor, 
management and the communities, to 
stimulate the training of skilled work- 
ers for construction. The Apprentice 
Training Service in the Department of 
Labor is making a constructive con- 
tribution to this program. 

Measure Number 7 would be an over- 
all policy looking toward the recapture 
of an economy which obeys the law of 
supply and demand, which operates on 
the firm basis of a free market with 
high productivity and employment. 


These Things Should Be Done 


These are the things I think we 
should do, and what we should recom 
mend the government should do. It is 


not beyond the realm of possibility for” 


the various groups in the construction 
industry to agree among themselves and 
to implement these suggestions and 
recommendations. Further, it is not be- 
yond the realm of possibility for the 
construction industry and the govern- 
ment to agree upon these measures. 
Perhaps one fault in recent years has 
been that too often we have not con- 
sidered policies or propositions until 
they have been brought out by Con- 
gtess. This failure has perhaps thrown 
an unusual burden upon Congress it- 
self. Would it not be better if the in- 
dustry and the government could ar- 
rive at a constructive program and 
could determine upon constructive pol- 
icies before these programs or policies 
find shape in bills? Then, the burden 
on Congress would be lessened, and 
objectives would be achieved more 
readily and more efficiently. 

I hope that I have laid a constructive 
program before you—that it has stimu- 
lated your interest. The role of the 
construction industry in the general 
economy is of such importance and is 
$0 vital to the welfare of the country 
that we cannot afford to allow the un- 
certainties and failure of the past year 


to be continued. The time to act is now. 
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Thats the 


at af 2 
| Want! 


The ONLY Fence with % 
an Easily Recognized 
Trademark 


Known and Preferred .. . 
Helps Build Your Business! 


The Red Brand trademark (red top-wire) is a 
well-known symbol of quality. Farmers have confi- 
dence in this trademark .. . confidence built through 
years of honest merchandising and steady adver- 
tising. They ask for Red Brand by name! 


When you add Red Brand fence to your line, you 
add confidence to your store. Red Brand fence 
brings more good customers to you . . . prosperous 
farmers who are top prospects for your other 
products as well. 

So you are ahead three ways with Red Brand: 


. You sell more fence. 

. You add selling prestige to your 
store. 

. You attract more top-ranking cus- 
tomers for your other products. 


KEYSTONE STEEL & WIRE CO. 
PEORIA 7, ILLINOIS 





The Smedberg delivery truck helps boost water system sales. 


Novel Water System Promotion Pays Off 
In Publicity and Eventual Sales 


, a firm of H. Smed- 


berg & Son, Custer, Mich., has sold 
water pressure many 
years in that area and has a decidedly 
effective way of publicizing the sys- 
tems. 


systems for 


Each year Mr. Smedberg attends 
the Western Michigan Fair at Lud 
ington, drives a well point and in 
stalls a free water fountain for the 
public. A sign on the fountain tells 
the visitors at the fair that this water 
is furnished through the courtesy of 
the H. Smedberg & Son firm of Cus- 
ter, Mich. 

A large majority of the visitors 
at the fair are farmers, and the foun 
tain invariably gives the firm con 
siderable publicity. It provides the 
opening wedge for a conversation 
about the merits of a water pressure 
system. The good will gesture by the 
Smedberg firm is deeply appreciated 
by the many visitors at the fair. 

“We sell many items to the farr: 
trade,” says Mr. Smedberg, “but 
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H. Smedberg & Son drives well and 
installs a free fountain at state 
fair. Idea reaps good will harvest 


water pressure, systems is one of our 
big lines. We cover a fairly large 
territory and have many systems 1.1 
operation. We are sold on the mer 
its of the products we handle and we 
have handled enough water problems 
so that we can give satisfaction to 
all of our customers.” 


Popularity Increasing 


Mr. Smedberg says that farmers 
are turning more and more to water 
pressure systems, because they know 
that, with the use of electricity, water 
can be provided for farm home and 
buildings at but a few cents a day. 
Furthermore, poultry and cattle need 
all the fresh water they can drink it 
they are to derive the greatest 
amount of benefit from the feed 
which they eat. Therefore it is eco- 


nomical in more than one way for 
the farmer to provide his poultry 
and livestock with good water. This 
hardware and implement dealer looks 
forward to an excellent water pres 
sure system business during the nex: 
few years as farmers begin to im- 
prove their facilities. 

Smedberg’s delivery truck also 
carries copy which advertises the 
water systems handled by the store. 
Advertising copy is run in a local 
newspaper from time to time, stress 
ing water systems in both the dis 
play and classified advertising cok 
umns. 

Outdoor displays of farm items 
help this firm to get more busines® 
Mr. Smedberg displays numerous 
farm items outside during seasonable 
weather and finds that this brings @ 
many farmer prospects. 
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Cash in on the “pull” of Lustrelast’s 
national advertising campaign, the free 
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Selling Pressure Cookers to “Mrs. A” 





E. J. VAN BUSKIRE 


\\ ITH the proper sell- 


ing technique, pressure cookers are 
proving to be one of the biggest 
single merchandising items in the 
housewares lines. 

To insure a steady flow of sales, 
however, individual makes of cookers 
must be studied for their special fea- 
tures and some definite plan of mer- 
chandising set up for them. Unlike 
ordinary cooking utensils they cannot 
long be sold in volume on looks 
alone. They should consequently be 
presented to the public through fre- 
quent advertising and display, in 
much the same way as major electric 
appliances or other specialty items 
are shown. 

While the manufacturers of pres- 
sure cookers have done much to cre- 
ate demand for them through na- 
tional advertising, the actual sales 
contact to consumer purchasers must 
be made through hardware or other 
dealers and a more thorough knowl- 
edge on the part of retail sales people 
is very essential. 

Upon their shoulders rests the 
burden of lasting success and satis- 
faction in the use of the pressure 
cooker. They must therefore be 
equipped to tell a complete story and 
to show their customers how to use it 
to obtain best results. 

A survey of homemakers shows 
that until recently the majority of 
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The salesman should know what a pressure 
cooker is and what it does and he should 
be able to stress its advantages in time, 
money, appearance and ease of operation. 


By E. J. VAN BUSKIRK 


Vice-President, 
Landers, Frary & Clark, 
New Britain, Conn. 


American women have resisted the 
sales appeal of pressure cookers for 
one big reason—jfear! Having heard 
by word of mouth or otherwise of 
occasional freak accidents when using 
a pressure cooker, it has outweighed 
in their minds the many cooking ad- 
vantages it enjoys. Or if they have 
bought a cooker, they have some- 
times put it away because of the 
“hissing” noise it makes, which they 





believe to *be the step before explo- 
sion, whereas the salesman should 
have explained that this sound was 
merely the signal that the cooking 
time should start. Slight hissing 
throughout the cooking is a signal 
that the desired pressure is being 
maintained and too much heat is 
noticeable by strong hissing or un- 
usual jiggling of the weight contrdl, 
long before any danger exists of the 


~ es 





A typical demonstration set-up for pressure cookers. 
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One of a series of excerpts from the Hotpoin? 
library of Planned Electrical Merchandising. 
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Do APPLIANCE SALESMEN “barge in where angels fear to tread?” Do they try 
to sell an appliance before finding out what the customer needs—and why? 


With a few adroit questions about her family, her home, her outside 
activities, the good salesman gets his customer to talk about herself. The 
information he gleans gives him the green light on selling an appliance 


that suits her needs. 


Try patterning the sale to the customer’s needs fo sell a 
Hotpoint Electric Clothes Washer: 


1 Find out how large a family she has; the size of her washing. If large, sell 
her on the large capacity tub. Find out if she washes heavy shirts and pants 
as well as dainty dresses — stress the triple action washing. Do her children 
sometimes help on washday?—explain the safety features. Is time an impor- 
tant factor in her day? — explain how she can save time with a Hotpoint 
Electric Washer. 


2 Take ber over to the Washer. Explain how and why the Thriftivator and 
Lovell Pressure Cleanser Wringer, etc. answer her problems. 


3 Give ber a demonstration of the Washer at work. Let her operate it herself. 


Such a sale pattern will convince her she WANTS a new Hotpoint Electric 
Washer— because you have proved it is the answer to her NEEDS! 


Copr. 1946 Edison General Electric Appliance Co., Inc., Chicago 





safety release. Therefore it is most 
important to take all necessary stevs 
to allay the consumer’s fears on this 
subject. Show her how well knowr 
makes of pressure cookers can be 
used with perfect safety. 


Know What It Does 

To adequately sell pressure cook. 
ers, the salesperson must first know 
what a pressure cooker is, and to be 
able to tell prospects what it does. 
Pressure cooking is nothing new, it’s 
nothing strange, and although scien- 
tific it is really very simple. 

Take the familiar tea kettle puffing 
jets of steam into the kitchen. The 
water bubbling inside is as hot as 
212 deg. F. Cooking a potato in ar 
ordinary kettle at 212 deg. F. boiling 
water might require a full 40 minutes. 

On the other hand, when all of that 
steam is kept tightly confined in the 
kettle the potato will be completely 
tender and delicious in 15 minutes 
with no waste heat thrown out into 
the kitchen. 

This is just what happens when 
food is cooked in a pressure cookes 
as contrasted with cooking in an ordi- 
nary saucepan. When boiled in an 
open saucepan, food is only cooking 
at the boiling temperature of water. 
212 deg. F., but when cooked at 15 
lbs. steam pressure, you are cooking 
at 250 deg. F., or at a point 38 deg. 
hotter! 

In short, when you enclose that 
250 deg. F. steam tightly in a kettle, 
you have a pressure cooker and that 
is all it is, a kettle, or better, a sauce- 
pan, designed specifically to be strong 
enough to hold steam pressure with 
safety for use in the home kitchen, 
together with convenience in shape. 
firm grip at the handles, easily 
cleaned and simple in operation. 

The pressure cooker can cook all 
the foods usually served and eaten. 
But since one of its most important 
values is speed, it is thought of first 
in connection with foods which nor- 
mally take long, slow cooking such as 
soups, stews, fricasse and vegetables 
like parsnips, cabbage, turnips, po- 
tatoes, or other things in this cate- 
gory. Since cooking under pressure 
also breaks down food tissues more 
quickly, it can be used for the tougher 
cuts of meat such as shank, neck, 
chuck and brisket. Its use can be 
enjoyed for cooking foods with too 
strong an odor, such as cauliflower 
or broccoli, because the pressure 
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keeps the smell inside, and does not 
allow it to drift into the air. 

Because the pressure cooker cooks 
so rapidly, it is ideal for quick cook- 
ing of frozen vegetables and dried 
too, as well as fresh vegetables. 

The advantages of the pressure 
cooker are many. /t saves time. Take 
a pencil and do a little arithmetic te 
help convince your customer and 
make a sale. Put yourself in the cus- 
tomer’s place, and talk to her some- 
thing like this: How long did you 
stay “home on the range” cooking 
pot roast last Sunday? Wasn’t it be- 
tween two and three hours? When 
you cook pot roast in your pressure 


‘cooker, you'll see that it will be 


tender and delicious in just 45 min- 
utes flat. Time saved is 105 minutes, 
or more than 1% hours. Pressure 
cooker meals save you from 18 to 20 
per cent of the time usually spent in 
cooking; say at least one hour a day. 
seven days a week, 30 hours a month. 

If the prospective purchaser is a 
busy mother, or a business woman, 
as well as a homemaker, or a woman 
with many demanding social activi- 
ties, she simply can’t afford to waste 
so much of her valuable time in cook- 
ing meals. 


The Money Angle 


It saves money—always an inter- 
esting sales subject. Remind the 
prospect, “If you save hours and 
hours of cooking time every day and 
every week, you don’t have to be 
told you will be saving money on 
your fuel bills at the end of the 
month. The shorter cooking time the 
less the fuel cost. Furthermore, the 
pressure cooker needs only very low 
heat once cooking pressure is 
reached, which is just another way 
of saying economical fuel consump- 
tion. 

Remind the prospect, too, that 
cheaper and tougher cuts of meat can 
be cooked quickly and more tender, 
thus saving on her food budget. 
Pressure cooking tenderizes such 
pieces as chuck, flank, neck, brisket, 
releasing their rich juices and mak- 
ing them as tasty as cuts twice as 
expensive. 

Also, remind the prospect that 
food cooked in a pressure cooker 
preserves health . . . point out the 
close relationship between vitamins 
and modern cooking. Vitamins and 
minerals so essential to the growth 
and resistance to disease are chiefly 





affected by over exposure to (1) air, 
(2) heat, (3) water. Using usual 
open saucepan cooking methods, 
where a quantity of water is used for 
long cooking periods, from 10 to % 
per cent of the vitamin content may 
be lost. Cooking too long with food 
exposed to air, or in too much water, 
simply gives that food a minus rating 
in food values when it appears oa 
the table. 

Appearance: What makes one 
want to eat? Here’s what the food 
experts say: Appearance of the food 
first, and always, its color, vivid, 
high, clear, fresh look. Again, if the 
food sends out a tantalizing odor, it 
immediately whets the appetite. Or 
when bitten into, it is found moist, 
crisp, crunchy or juicy, one greatly 
enjoys the meal. In short, to stimu- 
late appetite and give good digestion, 
food must be cooked to retain as 
much color, aroma, flavor and tex- 
ture as possible. 

All vegetables when cooked should 
have a garden fresh look; all meats 
should smell good, which they can, 
if their juices are not wasted, or 
dried up. Pressure-cooked foods 
come to the dining table just as pleas- 
ing in color and texture and de. 
liciously fresh looking as when pains 
were taken to purchase them in thal 
condition. 

The average customer will have 
many questions to ask. Are pressure 
cookers difficult to use? The answer 
to that question is obviously “no.” 
Ten minutes spent in reading the in- 
struction book will give the home- 
maker all the facts necessary to use it. 


Follow the Chart 


Another question frequently asked 
is “How can I tell when it is ready 
and safe to open? Suggest to the 
customer that she follow the time 
chart accurately, reducing pressure 
by rapid or normal method, as re- 
quired by the nature of the food. 

Can more than one food be cooked 
at a time? Yes, complete meals can 
be quickly prepared in it. Vegetables 
and foods with same cooking time 
can be cooked together and will not 
impart flavors. 

If sales people, knowing all there 
is to know about pressure cooking 
themselves, convince the customer of 
its usefulness, they will find in the 
long run that they not only have 
made one customer, but that she will 
be in the market for a second, and 
perhaps a third cooker. 
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10-GROSS CARTONS 


A quantity package that stays together. It saves 
time filling orders at the Wholesaler’s Warehouse — 


to (1) air, a “QUICK-SIGHT” LABELS, 


Ising us a 
- ual me You don’t have to stop, look and listen to a Cor- 


methods, bin label. It stands out. In a flash you get the type, 

r is used for size, metal, thread, quantity; you can see it — grab no wrapping needed. It saves time in the storeroom 

m 10 te 90 it — sell it, and have more time to sell something — easy to stack. It prevents broken packages, lost 
‘ more. and tangled shipments. 
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CORBIN SCREWS 
PAY HIGH RENT 
FOR “A HOLE IN THE WALL” 


Corbin Screws — Nuts — Bolts pay high rent for a hole in the 
wall. Retail customers ask for them, without prompting ... 
walk to the back of the store to buy them. When you figure the 


space they occupy and consider their selling prices and rapid 


turnover, you see at once why Hardware Merchants aim to keep 
a good stock of Screws — Nuts — Bolts . . . they’re profitable. 

You can increase this profit by lowering your selling and 
handling costs. How? Save time with Corbin quick-sight 
labels. Save time with Corbin sturdy packages. Save time 
with Corbin 10-gross cartons. And insure customer satisfaction 
with Corbin uniform quality. 

Order from your Distributor — he is equipped to supply you 


with an inventory planned for rapid turnover, and can keep you 


supplied regularly. ST-4 











THE MAKERS 
OF 


Berkshire 


Aluminum Paint 


WISH FOR YOU 
A MERRY CHRISTMAS, 
A HAPPY HOLIDAY SEASON 
AND A 
PEACEFUL AND PROSPEROUS 
NEW YEAR. 


BERKSHIRE PAINT COMPANY 


MAKERS OF FAMOUS DARI-GLO 
Box 251, Highland Station Springfield, Mass. 














ELECTRIC SOLDERING IRONS 
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Forecast 25 Per Cent 
Jump in Construction 
In 37 States 
East of the Rockies 


ONSTRUCTION volume in the 37 

states east of the Rocky Mountains 
will increase approximately 25 per cent 
over that of this year, it was estimated 
recently by Thomas S. Holden, presi- 
dent of F. W. Dodge Corp. 

Mr. Holden indicated that 630,000 
dwelling units would be built in the 
states east of the Rockies next year, a 
gain of 35 per cent in number and 
38 per cent in dollar volume over the 
expected 1946 record. The residential 
estimates assume, he said, that the pres- 
ent system of priorities and allocations 
of materials will be out next year. 

An anticipated gain of 7 per cent in 
non-residential construction, such as 
commercial, industrial and educational 
building, and 22 per cent in public 
works and utilities during the coming 
year, added to the increased residential 
volume, would bring the total of all 
construction in the 37 states to slightly 
more than $9,500,000,000 against $7,- 
700,000,000 expected this year. 

“In the present situation, the general 
economic conditions surrounding con- 
struction activity and the types of 
stresses and strains likely to prevail 
within the industry are even more in- 
portant for appraising the outlook for 
the coming year than are attempted 
measures of construction demand,” Mr. 
Holden said. 

“Construction activity will not neces- 
sarily participate in the expected reces- 
sion of general business. Odds are that 
it will not, but will continue on an in- 
creasing scale without serious setback. 
If this turns out to be true, construction 
may be the principal sustaining activity 
tending to moderate the impact of price 
recession on the general business 
structure,” he stated. 


Will Stimulate Production 


“The recent removal of material price 
controls will stimulate increased pro- 
duction of many scarce items. It will 
probably result in numerous price in- 
creases over present ceilings, but to 
levels lower than black market prices. 
Materials in approximately balanced 
supply will stabilize quickly. The few 
items that may show marked price in- 
creases will not necessarily count heav- 
ily in total construction costs. 

“Construction costs will rise some- 
what above recent OPA theoretical lev- 
els indicated by published index num- 
bers, but will be measurably less than 
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actual costs. Elimination of the numer- 
ous abnormal costs engendered by con- 
trols will give the industry considerable 
leeway in adjusting itself to free mar- 
ket, conditions. 

“Most construction materials will 
progress from sellers’ markets into buy- 
ers’ markets during the course of next 
year, and material supply will cease to 
be the major bottleneck. The major 
bottleneck will be shortage of skilled 
labor. While apprentice training has 
been stepped up, and many building 
trades unions have recruited new mem- 
bers, recruitment has not kept pace 
with needs in a number of important 
trades. 

“While the prospect of general busi- 
ness recession has prompted talk of 
federal stimulation of public works, 
there is serious question as to whether 
such a course would be necessary or 
desirable. Odds favor continuation of 
effective private construction demand 
on such a scale as to make greatly en- 
larged public works programs unduly 
competitive for materials and labor in 
the 1947 market,” Mr. Holden said. 

“Residentia! building is estimated to 
increase 38 per cent in dollar volume 
over the final 1946 total.*This estimate 
assumes an approximately uncontrolled 
market during most of 1947. The large 
estimated increase in apartment and 
hotels is predicated on the assumption 
that new construction will be complete- 
ly exempted from rent ceilings. Rent 
ceilings have been and continue to: be 
the principal deterrents to apartment 
building. It has been conclusively 
shown that increased supply of rental 
housing is the most urgent need in the 
whole housing shortage situation, both 
as it affects veterans and non-veterans.” 































Display Keeps Luggage 
In the Gift Spotlight 
(Continued from page 112) 


well during the summer and Christ- 
mas seasons. 

Window displays are also used to 
good advantage in selling luggage. 
One especially effective window not 
so long ago featured items for both 
men and women including vanity 
luggage. These latter articles were 
displayed with lids open so that win- 
dow shoppers could look inside the 
oases. 

“We sell a great deal of luggage 
as gifts,” says Mr. Bixby. “Display 
has brought luggage out into the gift 
spotlight and this has achieved re- 
sults. Due to national purchasing 
power, many people give serious con- 
sideration to the purchase of luggage 
as gifts. 
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SMART FISHERMEN USE 
| SUNSET LINES... “Precision Built’ 


for Perfect Casting in Lake - Stream 
or Salt Water! 


| . - The CASTMASTER - Waterproof 
is) wf 

| “a 

| a 






Nylon Bait Casting Line for Fresh 
or Salt Water Fishing 
ARROWHEAD -Tapered & Level 
Fly Lines, in Nylon 

PRIMO & MARINA - Cuttyhunk 
Lines for Salt Water Fishing 
“EVERY INCH DEPENDABLE” 





















Wherever you go, you'll find real fishermen 
using SUNSET Lines for every kind of fishing. 
They're made in the most modern fish-line fac- 
tory in the world, of the finest materials, by 
master craftsmen... Each line carefully inspected 
to assure its perfect performance. 


...And Dominant National Advertising makes 
profits for Dealers. 
More of these fine lines are becoming available every day. 
--- SEE YOUR JOBBER 
SUNSET LINE & TWINE CO. , 564 Sixth St.,San Francisco 3 


REPRESENTATIVES 
ED. W. SIMON CO., 320 Broadway, New York 7 
JOHN W.BENTLEY M.D.CHALKLEY . ih 
7358 N. Damen Ave. 706 Gettings St. a a 
Chicago 45 Suffolk, Virgini 
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-»28 good name protects you! 









Tie in with a reputable firm—it’ll 
pay off! MAGOR products are known 
among dealers as ‘‘quick-turnover, full- 
profit’ items. Yes, the MAGOR name and the 
MAGOR line is well-established with users 
who know the value of the normalized 
non-split edges of MAGOR tools. Dealers 
know that every item in the MAGOR 
simplified line is a best seller...a 
profit-making item you’ll have calls 
for this year...and the next, 

and the next... _.. 


EASTERN 

PATTERN 
SCOOP 
3 Sizes— 

3 Brands 































NEW EQUIPMENT 
FOR THE 
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BATHROOM 
ACCESSORIES 
WINDOW 


MERCHANDISE: Clothes ham. 
pers of several types. medj- 
cine cabinets in several 
styles, clothes drying racks, 
colorful waste baskets, toilet 
paper. glass shelf units, towel 
bars, soap dishes, glass hold. 
ers, tooth brush holders, flush 
type of fixtures for bathroom, 
etc. 

BACKGROUND: Center panel 
of white corrugated board or 
painted wallboard. Side pan- 
els of green material or paint- 
ed wallboard. Cut-out letters 
of bright green material. 


Bathroom Accessories, Home Butchering 


Supplies and Radios in Early January 


HARDWARE AGE Original Window Display IDEAS 


TOOLS ror 1947 TABLE MODEL 


HOME RADIOS 


BUTCHERING 


=) [ § 


“ 


bd 
Barreny 


© 


HOME BUTCHERING 
WINDOW 


MERCHANDISE: Lard presses, 
lard cans, food choppers, meat 
choppers, meat curing mate- 
rials, butcher knives, steels. 
boning knives, skinning 
knives, cleavers, knife sharp- 
eners, meat syringes, etc. 


RADIO WINDOW 


MERCHANDISE: Show an as- 
sortment of table model ra- 
dios, portable radios, radio 
tubes and batteries, aerial 
wire, etc. 

BACKGROUND: Large panels 
of ivory corrugated material 
er painted wallboard. Side 
strips of dark brown material. 
Cut-out letters on panels 
bright red material. 
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BICYCLE LIGHT 


GY 


at the top of your 
holiday profit list 


Get ready for a big profit-Christ- 
mas with Make-A-Lite Generators 
and Lamps, that are already pre- 
sold through effective national 
advertising reaching 36,000,000 
teen agers and parents in their 
favorite magazines. 


Handsome equipment, colorfully 
packaged. Easy to install. Unex- 
celled gifts for kids and grown- 
ups, alike. 


BRILLIANT LIGHT 


AT RIDING SPEEDS 


GOOD LIGHT 


EVEN AT A WALK 








. panels of 
L Chefford Master Mfg. Co., Inc. 


2 oe oe ee ee ee, Bek B 


MAKE-A-LITE DIVISION 
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The Only Complete 
Text Book on 


BUILDERS 
HARDWARE 


Excellent as a G-I 
Job Training Manual 








the only up-to-date and complete volume 
ever published on all phases of this im- 

This 220 page, fully illustrated book is 
portant and profitable basic hardware line. 

The deluxe cloth-bound edition, origl- 
nally priced at $3 per copy has recently 
been reduced to only $1.50 per copy, and 
@ new cardboard-bound edition is now 
available at only $1 per copy. 


Prepare to 
Capitalize on 
The Huge Post-War 
Building Boom! 


Order your copy now! 
Pe ese eee eee sees ean esaeaasaa r,s 


MAIL THIS COUPON TODAY 
ey Aes, 100 E. 42nd St., N. Y. 17, 
—— Cloth-bound coples of ‘Taki the 

on 7. = nthe U. $s Goede 
in LS. 
and Fesclen M ntvton-42.00) 
—— Cardboord-bound copies of a 4 


co In the U. S$. 
oreign ntries—$!.50). 











Canada and 


City | 
We Pay Postage if Payment Is Enclosed H 


Se eee eee eee eee rteaneaannen at 
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Builders’ Hardware Quiz 


EAD over these questions, which are taken from “Taking the Mystery Out of 
Builders’ Hardware” by Adon H. Brownell, and try to answer them without 
referring to the answers. It will be good practice for you. And it will be impor- 
tant practice in view of the ever-increasing importance of builders’ hardware in 


the present-day building program. 


Cuapter 25—INnTERMEDIATE COURSE 
Cupboard Hardware 
1. What should you do when cupboards are indicated on a plan and there 


are no details? 


2. What good suggestion can you make for locking cupboard doors and 


drawers? 


3. What must you particularly watch for, providing your suggestion is 


accepted? 


4. For what factor must you allow, in order to cover your estimate, when 


figuring sliding door track for cases? 


5. Name three other items or accessories which are frequently used in cup- 


boards. 


6. Should period hardware for cupboards be carried in stock? 


7. What precaution must always be taken to avoid costly errors? 
8. Name two important measurements in ordinary cupboard hardware. 
9. Is it a good idea to use two catches on a door equipped with friction catch? 


If so, why? 


CHapTeR 26—INTERMEDIATE CouRSE 
Kitchen Cabinet Hardware 
. What brought about the development of modern kitchen cabinet hardware? 


. Which were the first manufacturers to use it? 


. Is there a large market for this type of hardware? 
. What sales helps do manufacturers offer? 
. What is the first important detail you must know in order to furnish the 


proper hardware? 


6. Can matched hinges, catches and pulls be obtained? 
7. Name an important introduction made by kitchen cabinet hardware manu- 


facturers. 


8. How has stock turnover been helped by one manufacturer? 
9. Is plain cabinet hardware considered to be in good taste? 
10. When bread boards require knob pulls what kind do you use and what 


are they called? 


CuHapTer 27—INTERMEDIATE COURSE 
Window Hardware 
1. What four important details must you watch for on specifications for frame 


pulleys? 


2. What is the rule for finding the weight of 154-in. sash? 
3. How can you protect yourself on a bid against being required to furnish 


lead weights? 


4. What equipment must always be included when sash chain is specified? 

5. How do you determine the proper size of sash balance? 

6. What should you do before sending weights or balances to a job? 

7. What detail must be checked for furnishing sash fasteners for double-hung 


windows? 


8. What “plus” business is easily sold for first floor double-hung windows or 


for windows over porch roofs? 


9. What three items should be included for the upper sash in high windows? 
10. Name three types of window bead screws. 
(Answers on page 204) 





Gift Sales Doubled in Four Years 
(Continued from page 107) 


two step-up fixture holds consider- 
able merchandise which can be seen 
easily by the customer. 

“We have farm women who come 
to our store to buy gifts from dis- 
tances of ten to twenty miles,” says 
L. A. Buteyn. “They find we have a 
considerable variety in such items, 


as well as ovenware and mixing 
bowls and other staples.” 

Gift items are featured in window 
displays from time to time and this 
helps to attract the customers. In 
addition, the store publishes gift item 
ads from time to time which further 
stimulates interest. 
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1. For safety in shaving, 
Good lighting’s the rule; 
Sell G-E fluorescent— 


It’s bright, soft and ‘ 


2. It’s dandy for baby, 
And he thinks it’s fun, 
This G-E lamp gives him 


His own private 


6. Dad opens the icebox, 


7. Fluorescent for floor lamps 


for G-E Lamp Dealers 


When your customers read the December issue of 
Better Homes and Gardens, they’re sure to stop at the 
big, full page General Electric Lamp ad and pick up 
these and other “bright ideas” about the lamps you 
sell. We thought you'd like to try your hand at some 
dealer versions of the unfinished rhymes that are 
featured in the national advertising. Se here they are, 
slanted to remind you of the many profit opportuni- 
ties open to G-E lamp dealers. Give it a whirl— 


then check your “lamp I.Q.” with the answers below. 


4. “Light up dark closets! 
This tip never fails 

To bring you some more 
Of those “extra” lamp 


3. Folks go for a product 
That helps their eyesight. 
To make seeing easy, 


Sell G-E’s Three- , 


8. Bulbsnatching’s silly, 


5. To ease aches —e 


to furnish Or dry things instea Finds a feast for his eyes, Sounds mighty fine. , Youf customers know. 
Which lamp would you sell? With a light bulb that’s bright You'll soon make a hit G-E’s burn so bright, 

cified ? G-E Despite its small ‘ With G-E’s a And the cost is so 

? 

uble-hung 


indows or 


windows? 


9. To boost your lamp profits, 
It’s easy to see, 

The best lamps to stock 

Are those made by 


| mixing 

1 window 

and this 

ners. In 

gift item : San See eee 
h further . . Li 6. Size 9. G-E 


tE AGE DECEMBER 5, 1946 





WAROWARE AGE 








Have a Filing System for Catalogs 


REQUENTLY a customer will 
Spee into your store with a re 

quest for something you do not 
have in stock. When such a thing 
happens you invariably turn to the 
catalog or price list of a manufac- 
turer or wholesaler in order to see 
who makes such an item, as well as 
the price you should quote to the 
prospective customer. 


Always Needed 


Catalogs and price lists of manu- 
facturers and wholesalers are essen- 
tial at all times. They are kept, 
but the difference in their sizes, 
shapes and types makes it a difficult 
matter to know how or where to keer 
them. Locating the proper catalog 
or price list invariably means an 
eventual sale which will never be 
made if you cannot find the proper 
source of information. It is neces- 
sary that you have a really systematic 
filing system for catalogs. 


Here’s a Method 


Here is a method which has been 
tried and found to be eminently sat- 
isfactory. Paste numbered gummed 
labels on the front covers of your 
catalogs and price lists and when 
they are large paste your label on the 
“backbone.” This will assure of 
the fact that they can be identified 
easily and returned to their proper 
place in the file. Make out two sets 
of 3 by 5 in. index cards. Keep one 
list alphabetically according to the 
name of the manufacturer or whole- 
saler. The other list should also be 
arranged in alphabetical order ac- 
cording to the names of the various 
products. This second list neces- 
sarily will be considerably larger 
than the first one. 

The numbered catalogs may be 
grouped in broad classifications such 
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as builders’ hardware, housewares, 
etc., so that catalogs of associated 
items or lines will be kept together 
and therefore will be much easier to 


locate. 


Where to Keep Them 

Finding a place to keep the cata- 
logs is the next step. Perhaps the best 
and most convenient way is to keep 
them on special shelves. A doubie 
row of shelves underneath the office 
counter where customers stop when 
they pay their bills is an ideal spot. 
And it’s a good idea to have a light 
under this counter so that no time 
will be lost in rummaging around. 
If you haven't such a spot, it will be 
well worth your while to have spe- 
cial wall shelves of the bookcase 


type. And if that can’t be done, ar- 
range to keep them in filing cabinet 
drawers. Always make it a point to 
have your card index systems adja- 
cent to the catalogs themselves. Bv 
doing this you will always have cards 
and catalogs together and will avoid 
a lot of unnecessary searching for 
one or the other. 


Be Sure to Systematize 


No matter what you do, be sure 
that you systematize your method of 
keeping catalogs and price lists. It 
will result in saving both time and 
money and you'll please a good many 
customers by always being in a posi- 
tion to answer their inquiries in a 
prompt and extremely businesslike 


fashion. 








Test Your Hardware Sense! 


Grade yourself in the following manner to see how good you 
are. Each question correctly answered is worth 20 points. A grade 
of 100 is excellent; 80 is good; 60 is fair; 40 is poor, and 20 very 
poor. The correct answers to these questions will be found on 


page 202. 


Work the problem first—then substitute the figures 
of your own business for those in the problem. 


1—A salesman receives a base salary of $20 a week and 5 per 
cent commission on all sales over his quota of $200 each week. 
His sales for four weeks are as follows: (a) $300; (6b) $500; (c) 
$350, and (d) $425. Figure his salary for each week. 

2—Can you name at least five points of the common screw driver” 

3—A snow shovel costs a dealer $1 and he sells it for $1.50. 
Figure (a) his margin in per cent of sales and (6) his mark-up in 


per cent of the cost. 


4—When a customer requests an article not in stock, what should 


a good salesman do? 


5—What is the purpose of a window display? 


(Answers on page 202) 
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Mex js 7 
THE brang of Stylizeg hoy 


4-qt. Sauce Pan 
Use War, @s 


New modern style is the keynote for the kitchen of tomorrow. 
Millions of women everywhere are dreaming of and planning 
for a new streamlined kitchen. These same women are today’s 
prospects for modern streamlined kitchenware . . . prospects 
for KROMEX—+¢he brand of stylized kitchenware. 
KROMEX turns the glamour spotlight into the kitchen 
with gleaming streamlined beauties whose graceful modern 
lines answer today’s demand for style. Highlighted with 
glistening bakelite handles and jewel-like finish, KROMEX 
kitchenware is the outstanding style line in the field. 
On the practical side, KROMEX sauce pans have carefully 
machined lids whose even fit locks in food flavors and 
vitamins... gives better looking, better tasting foods. 
Designed to capitalize on the style trend in the 
kitchen, dramatic full color KROMEX ads will soon tell millions 
of women... through their favorite magazines .. . 
about these and other brilliant KROMEX styles 
and designs in modern kitchenware. 


Designed by MORTRUDE 


Kromex 


ENDURINGLY BEAUTIFUL 
Cleveland 3, Ohio 
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HUNTING AND SPORTS KNIVES 
AVAILABLE NOW IN 


22 POPULAR STYLES AND SIZES 


MADE OF GENUINE SWEDISH 
INLAID CHARCOAL ALLOY STEEL 


®HAND FORGED .. . FINEST INLAID CUTLERY STEEL 

© INDIVIDUALLY HAND-HONED RAZOR SHARP CUTTING EDGES 
© REINFORCED BOLSTER . . . HANDLE CAN'T COME LOOSE 

© SUPERIOR CURLY-GRAIN BIRCHROOT OR BIRCHWOOD HANDLES 
* HIGHLY POLISHED PLATED METAL FITTINGS 

© MADE BY LEADING SWEDISH CUTLERY CRAFTSMEN 

© GENUINE LEATHER SHEATHES INCLUDED WITH EACH KNIFE 


ALSO 
KNIFE FOR SPLITTING KINDLING; 
BUTCHER KNIFE; 
MORA SCISSORS. 


BUSHMAN 


Write to your Jobber, or, 
Send for 


Bushman Saw 
Descriptive Folder. 


GENSCO TOOL DIVISION 


GENERAL STEEL WAREHOUSE CO., inc. 


1830 N. KOSTNER AVENUE 


. ° CHICAGO 39, ILLINOIS 
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if Inventory Becomes 
“Inventoryitis—Look Out” 
(Continued from page 104) 


business, or has converted the un- 
needed excess into Government Bonds 
or other investments which can be 
quickly converted into cash, without 
loss of any of the principal, and little 
of the earnings, and thus meet any 
contingency which may arise in his 
individual experience, If, however, 
the temptation to make “easy money” 
led him astray and he now finds him- 
self in need of conversion to cash, it 
may mean that this surplus has been 
syphoned off and he may find him- 
self in a very unenviable and even a 
critical condition, and “inventory- 
itis” to him can be a very serious 
problem. 

If labor and industry will recog- 
nize that co-operation is essential, 
and that it will be better to concede 
some things than to destroy all by 
continuing an upward spiral of 
wages, profits, and taxes, the hard- 
ware business should look forward to 
a satisfactory share of the consumer 
dollar. Co-operation and unselfish- 
ness among the three branches of the 
hardware trade during the transi- 
tional period just ahead will pay big 
dividends in the future. 


Appliances—Variety and 
Visibility Sell Them 
(Continued from page 109) 


Saginaw vicinity by the Walz four- 
man service crew. 

The service crew is divided into 
specialists. One man handles auto- 
matic laundry machine service solely 
and another handles refrigerators and 
other types of appliances. A third 
man handles small repairs. 

Newspaper advertising and excel. 
lent appliance window displays also 
help the firm to get its products to 
the attention of a large number of 
homeowners. At present the Walz 
Hardware Co. is making plans for 
intensive outside selling of appliance 
when the market warrants such en- 
deavor. When that plan is realized, 
Walz will be an even more important 
factor in appliance distribution in 
Saginaw. Officers of the company 
are: Edward R. Walz, president; 
Stuart G. Walz, vice-president; , Lec 
R. Weeks, secretary, and Herman J. 
Engelhardt, treasurer. 
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GREENLEE 
AUGER BITS 


When you hand a customer a GREENLEE Auger Bit he 
gets a tool that has been designed and made with most 
unusual care. Cutting parts are accurately sized to in- 
dicated diameters ... twist has been ground for sure 
clearance . . . spurs are correctly shaped and proportioned. 
All cutting edges are filed razor sharp, and the tool is 
tested in wood for accurate, clean functioning. It’s the 
fast-working, smooth performing bit that its clean lines, 
high finish denote. Sell top quality... sell GREENLEE! 


GREENLEE Wt” 
> a 


FAST SELLERS IN THE GREENLEE HIGH-QUALITY LINE 
Auger Bits e Expansive Bits e Socket Butt Chisels e Socket Firmer Chisels e Car Bits e Razor Blade 
Draw Knives e Automatic Push Drills e Spiral Screw Drivers e Bit Extensions e Bell Hangers’ Drills « 
Turning Tools e¢ For complete information on these and other fine GREENLEE Tools, write today to 
Greenlee Tool Co.; Division of Greenlee Bros. & Co., 1812 Herbert Avenue, Rockford, illinois, U.S.A. 
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From heater to fan in 
29 seconds . . . simply 


remove heater housing 































In June or January . . . April or 
October . . . 98 in the shade or 20 
below .. . Surf SEASON-AIR is 
a steady best seller because it does 
either job—heating or cooling—at 
a moment’s notice. 

Material shortages still are de- 
layingshipment of SEAson-Arr. But 
keep after your jobber and make 
sure you'll be first in your neigh- 
borhood to show —and SELL—this 
all-season profit-maker. 

G-M Laboratories Inc., 4296 N. 
Knox Ave., Chicago 41, IIl. 


BEAUTY. .. Handsome crackle finish 
e Chrome heater grill e Modern- 
design fan blades e Separate fan 
guard. 


STABILITY...Sturdy all-metal con- 
struction e 7'4-inch base e Finest 
materials and workmanship. 


uTmity... For winter, a 1320-watt 
forced air heater e For summer, a 
10-inch fan with air displacement 
of 500 cu. ft. per minute. 


ECONOMY... Heater and fan COM- 
BINED for one low price. 











stream, there being such a profusion 
of them that they had to be placed in 
show windows, in various display 
units and in the offices. Early on the 
morning of the 13th crowds collected 
outside the store. Enthusiasm for a 
view of the interior of the new store 
was whipped high by a two-page 
advertisement in the Watertown Daily 
Times. In that ad Watertown’s Radio 
Station WWNY announcer, Tommy 
Martin, was pictured at the “mike” 
telling of various features and depart- 
ments of the new establishment. Pic- 
tures of him in painter’s garb, chef’s 
outfit and on a sled, enlivened one 
page—these being superimposed next 
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Traffic Goes Where They Want It to Go 
In Conde’s New Store 


(Continued from page 94) 


This basement display of refrigerators is near the model kitchen 
and gives the interested prospect a view of four different models 


to appropriate departments. Half of 
the second page was devoted to the 
new quarters of the wholesale unit of 
the company. 

Conde’s retail store has long adver- 
tised at least once a week in the past, 
in a local newspaper. Although vary- 
ing space will be used, in the future, 
concentration will be on one theme 
rather than one item, and pretty 
much in department store style and 
size. 

Tommy Martin also made broad- 
casts at 2:00 and 9:00 p.m., describ- 
ing in detail the new store and some 
of the activities of the day at Conde’s. 
Official opening of the store occurred 





The radio section is in the basement. Table models are on shelving in the 
center while floor models are accorded more space. It's a fine section 
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When The Eagle Lock Company 


and its parent company, Bowser, Inc., 





long adver- 









in the past, announced the formation of Eagle 
hough vary- Industries, Inc., as the national sales 
1 the future, aE Ne q 

ene Gaal organization for Eagle products, 
and pretty one of the main objectives 
e style and was the development of a 





merchandising program to help jobbers 





ade broad- 
m., describ- 
‘e and some 
- at Conde’s. 
re occurred 





and retailers increase volume and profits. 







In the short time that Eagle Industries has been in 






operation, you can already seerthe results. To back up new 






items as fast as they are introduced, your promotional 







Typical of the program now r , u ies i idi c atic 
hy A department at Eagle Industries is providing dramati 
of merchandising helps avail- 
able for promoting all new 
Eagle products. 






new announcement advertisements, easy-to-use 







catalog sheets, smart envelope stuffers, effective 





newspaper mats, and powerful point-of-sale helps— 





all modernly designed to stimulate business for you. 





It all adds up to this: Through Eagle Industries, you 







ane asad pancees can count on merchandise with merchandising that is 


NO. 04835 tuned to today’s selling tempo. 









EAGLE INDUSTRIES, INC. Subsidiary of Bowser, Inc. 


National Sales Representative of The Eagle Lock Company 


General Offices: 110 North Franklin Street, Chicago 6, Illinois 


ng in the District Offices: Boston, New York, Philadelphia, Chicago, Atlanta, Dallas and San Francisco 
» section 
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BOX WRENCH 
Ms 


FLAT, SLENDER BAR 
THIN WALLS AND 
» HEEL CLEARANCE 
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12 POINT OPENING 





138 








shortly before noon when W. W. 
“Sandy” Conde, III, great grandson 
of the founder, grandson of the presi- 
dent and son of W. W. Conde, II, 
vice-president and general manager, 
cut a tape to admit the public. 

As “Bill” Conde pointed out, while 
the bulk of lines of interest chiefly to 
men are located in the basement, there 
are enough displays of both quality 
hardware and tool lines on the main 
floor to attract plenty of men cus- 
tomers into the store. On the op- 
posite side of the store are very attrac- 
tive giftware displays. Paint, wall- 
paper and sporting goods displays 
are between the men’s and women’s 
sections of the main floor. Every 
wrapping table on the main floor, he 
emphasized, is in the rear of the store 
because, “seven out of ten customers 
will follow the sales clerk to the wrap- 
ping table. If the sale is made in the 
front of the store these customers will 
follow the sales clerk to the rear and 
thus see other merchandise in that 
and other departments, resulting in 
additional sales. No matter where 
customers stand, in the store, they 
will see merchandise displays.” All 
cash is handled through the store’s 
pneumatic tube system, which was 
also a service feature of the old store. 


Six Basic Departments 


The six basic departments, into 
which the store is divided are: hard- 
ware, giftwares, housewares, paint, 





Featuring both quality and popular priced lines, these wall 








sporting goods and appliances. Al 
though the store layout, as illustrated 
in these pages, shows definite assign 
ment of many display units in the 
store, the plan has been arranged ty 
permit flexibility of operations, ip 
line with seasons, or changing trend 
in merchandise that may develop 
later on. Since passers-by can see 
much of the main floor display room 
from the outside, and thus be made 
fully aware of the types of merchan 
dise offered, the first floor traffic plan 
was developed to pull traffic to the 
basement. 


Displays Lead Traffic 


As will be noted in the diagram, 
people entering through either door. 
way quickly spot two triangular plat 
forms, primarily for the display of 
major appliances. The triangles are 
in such position as to invite traflic 
toward the basement staircase. And 
there are display units on the three 
sides of the staircase, high enough to 
be seen, low enough to permit people 
to look beyond them, and thus see 
main floor displays even though they 
may head for the basement. 

Although the basement display 
room is not as large as the main floor 
—because of storage requirements, 
etc., the plan of attracting men to the 
left side and the ladies to the right 
is followed through there as well. 
People descending the stairs see 4 
power tool display, to the left. All of 


paper cascades 
may be viewed from comfortable chairs. A table is provided for the books 
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the power tools are hooked up for 
demonstration. This department leads 
jsto hardware, hand tool and other 
departments for men. To the right, 
people see a broad sweep of house- 


wares, a model kitchen, displays of — 


radio and a variety of major appli- 
ances. The kitchen, later to be utilized 
for group demonstrations, is com- 
plete in all details. All parts of it— 
except the asphalt tile flooring—may 
be duplicated from the store’s stocks. 
The refrigerator, cooking equipment, 
garbage disposal unit, sink and other 
equipment are hooked up for ready 
and easy demonstration. 


Kitchen Planning Service 


Kitchen planning service will be 
provided by the store’s own staff. The 
main housewares display is in the 
basement because department stores 
have long publicized their housewares 
basements. 

While those interested in power 
tools, heavy hardware, etc., can see 
the appliances, etc., from most of the 
men’s section, they are very definitely 
separated from each other. This is 
because farmers, contractors and in- 
dustrial workers in work clothes feel 
that the atmosphere of a men’s de- 
partment is a more suitable place in 
which to trade. The basement dis- 
plays of hardware and tools supple- 
ment the quality displays of such 
lines on the main floor, by the inclu- 
sion of both quality and price lines. 


The Basement 


In the basement, as on the main 
floor, the layout provides a diagonal 
and through wide passage to the ma- 
jor lines—the model kitchen and the 
appliance and radio displays. Just 
as the main floor wallpaper section 
has comfortable seating arrangements 
for customers viewing sample and 
decoration books, the kitchen, radio 
and applianec departments have like 
facilities for the comfort so conducive 
to the sale of major lines. On the 
women’s side of the basement there 
is ample room for salesmen to tell 
Prospects the advantages of one type 
of appliance, radio set or kitchen lay- 
out, and to show promotional litera- 
fire to clinch sales arguments. The 
model kitchen’s window, has a painted 
ene on the “outside” at suflicient 
depth to add realism to its “home 
atmosphere.” And to further brighten 
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“What are you complainin’ 
about, Maw? Didn't! get you 
a new pair of work gloves!” 


BOSS Big Ape 3874—For outdoor cold-weather work 


That’s right, Paw! 

Boss Work Gloves give hand protection for the hardest 
chores. Although critical shortages of materials are restrict- 
ing Boss production, every effort is made to meet demands, 


Boss distributors receive allotments at regular intervals, 


and you can count on your fair share of available supplies. 


WORK GLOVES 


57 YEARS OF HAND PROTECTION 


THE BOSS MANUFACTURING COMPANY ¢ KEWANEE, ILL. 
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EXTRA VOLUME 


EXTRA PROFIT 


The Biggest, Most 
Powerful and Penetrating 





| Consumer Advertising 


















production of a four- 
color advertisement 
(also in black-and- | 
white), thot will be \ 
feotured in many \ 
national publications 
during November 
and December 


This is o reduced re- \ ae 





To tell the Rittenhouse story of Tone, 
Style and Engineering leadership to more 
than 155,458,065 readers, Rittenhouse 
has contracted for the tremendous ad- 


vertising power of one of America’s 
greatest batteries of big-circulation Mag- 
azines and Sunday Newspaper Magazine 
Supplements! 

Frequent big-space insertions, coupled 
with the appeal of black-and-white, roto- 
gravure and full-color art work will con- 
stantly suggest “See Your Rittenhouse 
Dealer’ —to create easier, faster Ritten- 
house Chime sales in cities, towns and 
hamlets, alike. Turnover will be more 





j Schedule ever used for 
continuous promotion of 
Door Chime sales. 








rapid; profits more handsome than ever! 


Here’s the Rittenhouse line-up of big- 
readership National Magazines and Sun- 
day Newspaper Magazine Supplements: 


LIFE—SATURDAY EVENING POST 
— AMERICAN HOME —McCALL’S — 
GOOD HOUSEKEEPING — HOUSE 
BEAUTIFUL—BETTER HOMES & 
GARDEN—HOUSE AND GARDEN— 
N. Y. TIMES MAGAZINE — ELEC- 
TRICITY ON THE FARM—COM- 
BINED PICTURE MAGAZINES OF 
253 MAJOR SUNDAY NEWSPAPERS. 


The Rittenhouse Co., Inc., 12-66 East Street, 
Honeoye Falls, New York 











the scene, powerful concealed ligh, 
ing is used to play up that picture. 
Very useful and interesting “be 
hind-the-scenes” angles are the load. 
ing facilities in back of the store 
There is an enclosed loading depo 
from which there is a canopied load. 
ing platform at right angles. Adjoin. 
ing the rear staircase from the ground 
to the basement level is a concrete 
ramp for moving in and out large 
shipping cases, major appliances, ete. 





Pump Furnishes Water 
And Helps Make Sales 


OURTESY is something the public 

always likes. In olden times many 
merchants had their own ideas of how 
to be courteous to customers. 

One such idea is a pump which 
stands in the sidewalk in front of the 
Snyder Hardware, Baldwin, Mich 
David Snyder, owner, says that the 
pump was there when he bought the 
store several years ago, and that owner 
told him it had been there when he 
purchased the store from a previous 
owner. 


Pump Popular in Town 


Many people in this little town come 
to this pump daily and get a drink of 
water. This is especially true of farm 
ers who like to park near the pump, 
where they can get a drink when they 
need it. 

“This pump is a fine good will build- 
er,” says Mr. Snyder. “People appre- 
ciate being able to get a drink of fresh 
water. It often gives me a starting 
point, too, to talk water systems to 
farmers. It works out well in more ways 
than one.” 





Here's the Snyder pump in 


action. It has given sat- 
isfaction for many years. 
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New Book Tells How 
Dealers Can Capitalize 
On the Weather 


HE first commercially-sponsored 

information on the relatively new 
science of applied climatology has been 
made available to merchants by the 
American Retail Federation, 1627 K 
St., N. W., Washington 6, D. C., through 
its new publication entitled “Putting 
the Weather to Work for You.” 

In releasing the study, Walter Mor- 
row, president of the American Retail 
Federation, announced that “this rep- 
resents the first step on the part of the 
Federation to discover which scientific 
wartime developments can be harnes- 
sed to peacetime usage.” Mr. Morrow 
pointed out that climatology, the U. S. 
Weather Bureau’s new weather ad- 
visory service, is a veteran science of 


World War II. 


How It Helps Business 


“Putting the Weather to Work for 
You” cites instances where climatology 
already has helped businessmen solve 
knotty problems to which heretofore 
there has been no answer. One example, 
for instance, is that of the Eastern 
manufacturer of a postwar model wash- 
ing machine who was puzzled by the 
periodic mass breakdown of his ma- 
chines. Quite by chance, the manu- 
facturer noticed that the trouble always 
occurred during rainy or cloudy 
weather. He decided to call the 
Weather Bureau’s advisory service and 
their experts quickly located the 
trouble. They discovered that the 
motor, because of faulty construction, 
shorted when the humidity was high. 

By introducing this new weather 
service to the retail trade, the Ameri- 
can Retail Federation endeavors to 
point out the opportunities which the 
climatologists open up to merchants 
and businessmen. To bring the uses 
of applied climatology within easy 
reach of every American businessmen, 
the Weather Bureau is planning to 
place specially trained climatologists 
in all of its 43 state section centers. 
These centers are listed in “Putting the 
Weather to Work for You.” Head of 
the Department of Climatology in the 
U. S. Weather Bureau is Dr. Woodrow 
C. Jacobs who has played an intimate 
and active role in the development of 
the new science. 

“Putting the Weather to Work for 
You” was prepared for the American 
Retail Federation by Lawrence Drake. 
The foreward was written by Wilford 
White, Chief of the Management Divi- 
sion, Office of Small Business, Depart- 
ment of Commerce. 
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Dealers’ 
Choice! 


You hold the winning hand with 
KitchenAid—and KitchenAid sales 
features help you play it for all it’s 
worth. 

Play for every pot with a mixer 
line that fits every need—with a line 
of attachments for every purpose— 
with two electric coffee mills for tie- 
in sales. 

You'll rake in sales and goodwill 
both. KitchenAid—pioneer kitchen 
mixer and power-packed little brother 
of the Hobart commercial mixers— 
offers performance standards all of 
its own. See your distributor—he’s 
getting limited shipments now, 








itchenAid 


The Hobart Manufacturing Co., KitchenAid Division, 





Pg tes 


HOBART 





Troy, Ohio 
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; the recent con- 


vention in Atlantic City many hard- 
ware manufacturers and wholesalers 
came to New York on pleasure or 
business, visited manufacturers at 
their homes near New York, or held 
“room conventions” in the hotels 
and night clubs of Manhattan. 

The Dean attended several of these 
meetings and this page, therefore, is 
just an echo of the convention, re- 
porting the informal remarks of these 
delegates about convention proceed- 
ings. In a word “gossip”—the nat- 
ural field of the columnist. 


Notable Addresses 


It was a matter of frequent com- 
ment that one of the convention 
speakers, Dean McCarthy, stressed the 
importance of hardware men devot- 
ing more systematic attention to the 
publicity relations between them- 
selves and the public who buy their 
products—these New York visitors 
agreed that Dean McCarthy, of Notre 
Dame University, made a very in- 
telligent and realistic address. 

They also remarked that Dr. Nor- 
man Vincent Peale, of New York. 
was frequently mentioned for his 
eloquent address. One of the dele- 
gates went to hear him the following 
Sunday at his New York church. 
There were other good talks, but sev- 
eral delegates remarked that not 
enough had been said about present 
conditions in hardware. It was as- 
serted that, in the present condition 
of business and political confusion, 
leaders are needed to outline how 
wholesalers, manufacturers and re- 
tailers should wisely plan and con- 
duct their businesses—“To buy or 
not to buy, that is the question.” “Is 
cash better than goods?”, “Is it a 
time to expand?”, “How long will 
the present good business last?”, 
“Will the country, after the present 
selling boom, lapse into a long de- 
pression, as it did after World War I 
in the 20’s and 30’s?” 

It was significant, how often, at 
these meetings, both the need of na- 
tional and business leadership was 
stressed. 

It was remarked that we were 
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By SAUNDERS NORVELL 


SAUNDERS NORVELL 


moving into a mew age while many 
old time business men and statesmen 
were desperately trying to seek a 
return to a past that was gone for- 
ever. Some thought that confusion 
was caused by the fact that the aver- 
age citizen and business man and 
politician was expected to absorb not 
only domestic but now also world 
news and problems and that his edu- 
cation and training was not always 
equal to the task. 
Atlantic City “Extras” 
There was general emphasis at the 
high cost of “extras” at the Atlantic 
City hotels—no longer “American 
plan” but everything a la carte! 
It was suggested that in figuring 
increased sales the increased prices 


should be considered. Maybe then 


the unit sale would not be so spec- 
tacular! 

General opinion was expressed 
that on account of the peculiar nature 
of the hardware business, consisting 
mainly of necessities, that if a mer- 
chant keeps out of debt he will not 
suffer so much in a time of depres- 
sion. 

The greatest danger was seen in 
cases of over-expansion on borrowed 
money. Consumers must have hard- 
ware in order to make a living. With 
all the savings on deposit it will take 
some time to eat up the average fam- 
ily surplus. One woman who had 
been living alone just died in a cheap 
New York hotel, leaving a fortune 
of $700,000, of which about $500,- 
000 was found hidden in a secret 
bottom of an old trunk. 


Financial Statements 


Surprise was expressed at third 
quarter corporation statements re- 
cently released which show largely 
increased profits over same period in 
1945 even, in some cases, where sales 
had been less. It is evident that there 
was not much price reduction during 
the period mentioned. 

There was comment on the change 
in selling ideas in the last 10 years. 
Years ago your competitor was your 
personal enemy. Now it has been dis- 
covered that being friendly with him 
—a “live and let live policy,” pays 
dividends. Then the great salesman 
was the fighter, now he is the diplo- 
matic and friendly man. Then all 
these sales experts, researchers and 
fact finders have helped make profits, 
or at least have caused management 
to realize that the first object of good 
business management is to make a 
profit. 

Some of these delegates in New 
York managed to get tickets to Eu- 
gene O’Neill’s unusual play, “The Ice 
Man Cometh,” the scene of which is 
in a barroom. It deals in illusions 
and is very emotional and depress- 
ing—hopelessness in life being the 
basic idea. However, they were 
pleased to find that the leading char- 
acter was a hardware salesman even 
if he did turn out to be an insane 
murderer. 

Then, while the delegates were 
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—aimed at homemakers and reach- 
ing millions of users of coffee makers 
—is promoting the sale of Lyric 


Brewers and Percolators. 


The Magic-flo Lyric Percolator has 
now also earned the GOOD HOUSE- 
KEEPING Guaranty Seal, which is 
recognized and respected by more 
women than any other product en- 


dorsement. 


The Magic-flo Lyric Percolator with 
aluminum stem and basket makes an 
instant hit with housewives — prac- 
tically SELLS ON SIGHT. 


Orders from jobbers are very heavy, 
so place your orders NOW to cover 
shipments of your requirements for 
the first and second quarters of 1947. 
Orders are shipped in the sequence 
in which they are received. 


GENERAL CONSUMER PRODUCTS, INC. 
3830 SHEFFIELD AVENUE 


CHICAGO 13, ILLINOIS 


Reproduction of Magic-flo Lyric 
advertisement from October 
issue of GOOD HOUSEKEEPING 
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HOMEMAKERS all over America! 


The Lyric is fast! It’s easy! It’s designed for speed and con- 
venience. The Magic-flo Lyric makes full-bodied, tempting 
coffee fast. Try it and see for yourself. Then you'll under- 
stand why the Lyric has been approved by homemakers all 
over America. It’s easy to.use — easy to clean — convenient 
for table use. Get a Lyric coffee brewer today and make 
YOUR coffee the quick, easy, Magic-flo way. Buy it at 


department, hardware, drug, houseware or gift stores. 


an Double Duty Plastic 
















Added Height of Upper 
Bow! retards boiling 
over. 


Cover is a coffee 
measure, 


Plastic Decanter Cover 
keeps coffee hot and 
helps conserve the flavor. 


Gleaming Platinum De- 
coration adds distinction 
and beauty. 

Cool, comfortable Plas- 
tic Handle, firmly locked 
to the decanter by a 
metal band. 


Sturdy, high quality 
transparent glass. 


Extra Wide Neck of the 
decanter was especially 
designed for easy clean- 
ing. 


Magic-flo patented 
Multiple Filter is 
made of a glass 
rod and three stea- 

Raunt of we tite ceramic 
* Guaranteed by “\ discs. Nometal f 
Good Housekeeping working parts. fs 





Hand-blown Glass 
Bowls that resist heat 
breakage. 


GENERAL CONSUMER PRODUCTS, Inc., 3830 Sheffield Ave., Chicago 13, Ill. 
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MERE ARE 4 SMART STYLES IN 


tH 


PLASTIC HARDWARE 


a Carvanite Product 


Brilliantly colored, with 
a full line of sales proven 
designs, these Modern 
Plastic pulls will sell 
themselves if properly 
displayed. We can fur- 
nish display boards in 
various sizes. Send for 
color illustrations of the 
complete line. 


Obtainable through leading Hard- 
ware Jobbers from coast to coast. 


tH 


PLASTIC CO. 


4641 Pacific Bovlevard 
Les Angeles 11, Califernia 









here, came a box from Mrs. Jessie 
Barrett of Atlanta, Ga. She has been 
corresponding with a missionary and 
his wife on Pitcairn Island, in the 
South Pacific, the home of the mu- 
tineers of “Munity on the Bounty” 
150 years ago. She had received sou- 
venirs from the island and chips of 
wood from the rudder of the ship 
Bounty. 

Among the souvenirs was a paper 
cutter made of native wood inset 
with mother of pearl and made by 
one of the mutineers’ descendants. 
It was a very skillful piece of work. 
There was also a map of the island 
and a story written by one of the 
descendents of John Christian, the 
leader of the mutiny. 





A Smail World 


It’s a small world. Every day, by 
radio, the islanders in this out 
of-the-way spot hear the news of the 
world! On Pitcairn Island there are 
no horses or cows, but plenty of goats. 
Transportation is only by wheel- 
barrow. 

Our New York visitors were in- 
terested in handling these unusual 
souvenirs from half around the 
world, and in reading first hand the 
thrilling story of the mutiny, and the 
subsequent life of the mutineers on 
the island. 

I must not forget to report that 
one dealer delegate stated that our 
returning veterans had brought back 
into the United States thousands of 
foreign rifles and pistols. He said 
dealers should caution them not to 
try U. S. ammunition in these weap- 
ons. He remarked the best place for 
these souvenirs was in cabinets or 
on the walls. These arms represent a 
serious potential danger. 








Since the foregoing was written the 

October 24th issue of HARDWARE ACE 
was received. It provides a complete 
and detailed account of the conven- 
tion. After devoting an entire day 
and the better part of one night to 
reading this voluminous issue, the 
Dean is convinced that his friends, 
whom he met in New York, simply 
did not attend sessions where many 
excellent speeches were made con- 
cerning the very points they had 
expressed a desire to hear. 

I am afraid they did more hand 
shaking than listening, and so I rec- 
ommend to them and to others who 
missed the meetings in Atlantic City 
that they read the issue of October 
24th over very carefully, as it is evi- 
dent that the program for this con- 
vention was very carefully prepared 
and it would be a shame if all this 
good work should be wasted. 

My personal feeling when I had 
finished reading this account of the 
convention was that the hardware 
business of the country is full of vi- 
tality and is safe in the hands of the 
younger generation. 

I do not want to be too critical 
of my friends who evidently missed 
some unusually interesting speeches, 
because I know many wholesalers 
and manufacturers go to a conven- 
tion with a list of those they desirs 
to meet and with 2300 delegates in 
attendance this problem of finding 
the people you wish to meet is no 
easy one. But, in conclusion, let me 
say that the HaRpwaRe AcE did a 
great job of reporting and printing, 
and if you have the desire to know 
the last word in hardware thinking 
by its best minds, this convention 
issue deserves your most careful con- 
sideration. 





venient place to shop for all your 
hardware needs.” 

In all of these letters, nothing is 
ever taken for granted—that the store 
can offer repairs, that it carries cer- 
tain lines, stocks seasonal mer- 
chandise, or that the residents are 
aware of its existence. These points 





are repeatedly made in every letter. 


Fairmount Central Hardware 
Gets Acquainted By Direct Mail 


(Continued from page 96) 


Another source of invaluable, in- 
expensive advertising is the use of 
printed tapes for wrappings, bearing 
the store’s name and address. Name 
labels, too, are put on merchandise 
whenever feasible—as on garden 
tools, so that when a hoe or rake is 
in use in the yard, some neighbor 
can’t help but note the supplier. 
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Salesmen’s Traveling 
Expenses Arouse 
Concern of Management 


MARKED increase in the propor- 

tion of salesmen’s traveling ex- 
penses to total sales from 1944-46 and 
a growing concern on the part of man- 
agement with how such expenses can 
be controlled are indicated in a recent 
survey published by the American Man- 
agement Association. 

The report, which covered 92 com- 
panies, showed that though transporta- 
tion, automobile and hotel room ex- 
penses as a proportion of total travel- 
ing expenses declined from 1940 to 
1946, the portion of expenditures on 
meals and miscellaneous items in- 
creased, and entertainment expenses 
climbed from little more than 11 per 
cent of the total to almost 14 per cent. 


Breakdown of Expenses 


Of total traveling expenses, the AMA 
report states, about 43 per cent goes 
to transportation including auto travel, 
14 per cent to hotel rooms, 18 per cent 
for meals, 11 per cent to personal items 
like tips, valet, laundry, telephone and 
other miscellany. The total traveling 
expenses of the average salesman of the 
companies providing data, however, 
were shown as 1.35 per cent of the to- 
tal sales in 1946, compared with 1.58 
per cent in 1940. ; 

Many sales managers who replied to 
the questionnaire stated that control 
of expenses is required today to avoid 
public criticism, and because of the 
current squeeze between costs and 
prices and the resumption of full com- 
petition. The report suggests further 
investigation and comparison through 
trade associations and other homogene- 
ous industrial groups. 

The report noted that while the meth- 
ods of control varied greatly from one 
industry to another, because of selling 
problems peculiar to each industry, the 
four favorite present methods of evalu- 
ating traveling expenses were: 

Comparison with past records of the 
individual; personal scrutiny by senior 
executives; comparison with other sales- 
men, and with the remembered expe- 
rience of senior executives. Other meth- 
ods include fixed auditing standards, 
evaluation of the type of customers and 
territory. 
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scutcheon pins 


steel... brass... 


Your requirements of brass and steel escutcheon pins are avail- 


able for prompt delivery. Packaged attractively and sturdily 


for your convenience. Me 
constanr protection for ¢c 


tal edge, telescope type boxes assure 
ontents. 


We also manufacture escutcheon pins on special order from 


stainless steel, monel, bronze, silicon bronze and other metals. 


Tell us your requirements 


—large or small. 


JOHN HASSALL, inc. 


419 OAKLAND ST., BROOKLYN 22, N. Y- 


Quality Escutcheon Pins 
Since 1850 
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Moore- Handley Hdwe. Co. 
Bought by Banking Firms 


The Moore-Handley Hardware 
Co., 27 S. 20th St., Birmingham 
2, Ala., large wholesale hardware 
concern of the South, has been 
purchased by the Equitable Se- 
curities Corp., investment bankers 


personnel is contemplated, 
cording to the purchasers. 
W. W. French, Sr., is being 
continued as president. 
The former owners were the 
Moore family and members of 


ac- 





of Nashville, Tenn., and the | F ’ 
Union Securities Corp. of New | the Handley family, with the 
York City. | majority of the stock being held 


} 
Although the purchase price | 
was not given it was said to run| The Moore-Handley Hardware 


into “several millions.” Co. was established in Birming- 
No change in management or | ham in 1882. 


by the Moores. 








HARDWARE DIST. CORP. 
NEW DETROIT FIRM 


The Hardware Distributors 
Corp. has been organized in De- 
troit, Mich., to do a contract 
builders’ hardware business in 
the Detroit area and also to do a 
wholesale distribution business 
throughout Michigan. 


tailored to the needs of the lum- 
ber dealer. 

Philip L. Hauser, executive 
vice-president of the new enter- 
prise, had been associated with 
P. & F. Corbin for 19 years. He 
long covered an Indiana-Illinois 
territory and then was transferred 
to the Chicago office to do con- 


| tract work. For the last two years 
| he had been assistant sales man- 
ager for Corbin. 

Other officers and principals of 
the firm are: George Henry 
Flynn, well known Detroit attor- 
ney, president; Dr. Raymond M. 
Slate, prominent physician and 
surgeon, vice-president; A. L. 
Hill, executive of S. S. Kresge 
Co.; George Henry Flynn, Jr., 
secretary, and Robert H. Baldwin, 
formerly with the Ford Motor Co. 

The contract department is 
starting with two long-experi- 
enced salesmen and the wholesale 
division with three salesmen. The 
firm announces it plans to have 
eight wholesale representatives by 
early 1947. 


NEW SCHICK SALES 
HEAD IN PITTSBURGH 


L. H. Simmonds, vice-president 
in charge of sales and advertising 
of Schick Inc., Stamford, Conn., 
has announced the appointment 
of Thomas Maguire as sales 
supervisor for Schick Shavers and 
Shaverests in the Pittsburgh ter- 
ritory. 











The firm announces its contract 
department will represent P. & F. 
Corbin and will work directly 


Joint Convention to be Held in Florida 


with architects, general contrac- 
tors and home builders. It also 
states that its wholesale division 
will work principally with lumber 
dealers. In addition to builders’ 
hardware, the firm will also carry 
a short line of applied products, 


By So. Wholesalers, American Hdwe. Mfgs. 


Palm Beach, Fla., has been| In order to insure fair distri- 
selected as the site for the joint | bution of accommodations at the 
convention of the Amerfcan| headquarters hotel, the Palm 
Hardware Manufacturers Asso-| Beach Biltmore has been re- 
ciation, holding its 92nd semi-| quested by the associations to 


annual meeting, and the Southern | allocate not more than one parlor 








| Wholesale Hardware Association,| and three bedrooms to any one 
| which will hold its 56th annual | member company of either asso- 
| session. The convention will be| ciation, with the understanding 
held the week of April 13, with| that any additional rooms desired 
| meetings from Monday, April 14/ will be provided at one of the 
|to Thursday, April 17. | other hotels. 
| The Palm Beach Biltmore will| Because of the great demand 
be convention headquarters, but | for hotel rooms at this time mem- 
| facilities will also be available at | bers are being urged to mail in 
|the Whitehall, with 250 rooms; | their reservations, stating the 
| the Palm Beach Hotel, 175 rooms, | date of expected arrival and de- 


















|and the Mayflower, 125 rooms. 
|The Palm Beach Biltmore has 
| 450 rooms, making a total of 
| 1,000 rooms available at the four 
| hotels which are within walking 
| distance of each other. 

| Recreational facilities will be 
| available at the Sun and Surf 
|Club and at the Palm Beach 


‘Country Club. 








PHILIP L. 


HAUSER 





| parture. 


These should be mailed to 
Charles F. Rockwell, Secretary- 
Treasurer, American Hardware 
Manufacturers Association, 342 
Madison Ave., New York 17, and 
to T. W. McAllister, Secretary, 
Southern Wholesale Hardware 
Association, 814 Metcalf Bldg., 


D. E. GOLDEN PROMOTED 
BY SCHLAGE LOCK 

D. E. Golden, who has been 

with the Schlage Lock Co., Bay. 

shore Blvd., San Francisco 19, 













































D. E. GOLDEN 







since 1930, has been appoinied 
executive vice-president. Until 
this promotion he was general 
manager and secretary to the ex- 
ecutive vice-president. 

Marron Kendrick was appointed 
vice-president and secretary at 
the same time Mr. Golden was 
advanced by the firm’s board of 
directors. 













COAST-TO-COAST 
OPENS 500th STORE; 
PLAN 500 MORE 


With the opening of its 500th 
store at Tyler, Minn., recently, 
the Coast-to-Coast organization 
of dealer-owned stores has fully 
launched into its postwar plans 
for an additional 500 stores, ac 
cording to an announcement made 
this week by Arthur C. Melamed, 
president, Coast-to-Coast Stores, 
Central Organization, Minneapo- 
lis, Minn. 

At Coast-to-Coast 
Stores operate in 14 of the North- 
west states with the central buy- 
ing organization located in Min- 
neapolis. 

“When conditions permit, we 
will establish warehousing facili- 
ties in other key cities to speed 
up our goal of an additional 500 


present, 








Orlando, Fla. 





stores,” Mr. Melamed stated. 
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Production of kitchen cabinets, 
including both steel and wood, 
is now about 50 per cent greater 
than before the war because of 
Civilian Production Administra- 
tion directives channeling steel to 
cabinet manufacturers and be- 
cause of the large number of 
new manufacturers in the field, 
CPA said. Although cabinet out- 
put is not up to the goals of the 
housing program, it is keeping 
pace with the actual rate of home 
construction, CPA officials esti- 
mated. 

To meet the needs of the hous- 
ing program, CPA has been issu- 
ing directives on steel mills to 
supply manufacturers of key 
housing items with sufficient 





Kitchen Cabinet Production 
Up 50 P. C. Over Pre- War 


steel to equip veterans’ homes. 
Manufacturers of kitchen cabi- 
nets are receiving steel on direc- 
tives only for under-sink cabinets. 
They are getting CC ratings for 
steel for wall-type cabinets, most 
of which are the three-shelf kind. 
The industry is also making the 
general-utility type of cabinets, 
both steel and wood. 

CPA estimates that the indus- 
try is turning out four metal cab- 
inets to every wooden one. Metal 
cabinets entered the market a 
few years before the war. Since 
the war, a large number of sheet 
metal plants which formerly did 
contract work have turned to 
manufacture of finished kitchen 
cabinets. 








SHERWIN-WILLIAMS CO. 
ADVANCES THORNE 


G. Gilbert Thorne has been ap- 
pointed general sales manager of 
Sherwin-Williams Special Prod- 
ucts Sales, C. M. Lemperly, vice- 
president and director of sales, 
has announced. 

Mr. Thorne joined Sherwin- 
Williams in February after 11 
years with the Montgomery Ward 
Co., where he was manager of 
the paint, oil and chemical divi- 
sion. Mr. Thorne’s appointment 








G. GILBERT THORNE 
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is in line with the company’s 
recently adopted policy of setting 
up an entirely separate selling 
organization for special products 
as distinct from the regular paint 
sales force. 

Some of the special products 
sold by the specialty sales force are 
““Weed-No-More” (2-4, D Weed 
Killer), “Pestroy” (DDT house- 
hold and commercial _insecti- 
cides), the “Lin-X” line of floor 
waxes, polishes and linoleum 
finishes, “Kem-Tone” wall finish 
to outlets other than regular 
Sherwin-Williams authorized 
paint dealers, and many new 
special non-paint products which 
the company is planning to 
market. 


MANAGER NAMED FOR 
BENDIX IRONER DIV. 


Robert J. McDonald has been 
appointed manager of the ironer 
division for Bendix Home Ap- 
pliances, Inc., South Bend 24, 
Ind. His promotion to the sales 
executive staff at South Bend 
follows a year’s experience as the 
South Bend manufacturer’s field 
representative in the Middle At- 
lantic division, with headquarters 
in New York City. 

The appointment heralds the 


introduction soon of the new 
Bendix automatic Home Ironer, 
companion piece to the Bendix 
automatic washing machine. 

Mr. McDonald has held vari- 
ous key and executive sales posi- 
tions in the 18 years since he 
completed his education. Four 
of these years were spent with 
Lever Brothers Co. in a position 
that brought him in direct con- 
tact with the home laundry 
equipment field. 


RITTENHOUSE CO. NAMES 
SALES DIRECTOR 
Elmer C. Dvorak has been ap- 
pointed vice-president and a di- 
rector in charge of sales and ad- 





ELMER C. DVORAK 


vertising of the Rittenhouse Co., 
Inc., Honeoye Falls, N. Y. 

Mr. Dvorak has directed the 
sales and advertising of Ritten- 
house since the fall of 1945, and 
was previously sales manager of 
the range division at General 
Electric Co., Bridgeport, Conn. 


ROCKWELL MFG. CO. 
BUYS OHMER CORP. 


The Rockwell Mfg. Co., 400 
N. Lexington Ave., Pittsburgh 8, 
Pa., has acquired the Ohmer 
Corp., Dayton, Ohio, as the 
twelfth wholly-owned subsidiary 
or division. The regular line of 





Ohmer products will be con- 
tinued and expanded. 








DUNCAN SHAW CORP. 
ORGANIZED TO MAKE 
BUILDERS’ HARDWARE 


The Duncan Shaw Corp. has 
been organized to manufacture a 
newly-designed line of builders’ 
hardware, and has been granted 





DUNCAN SHAW 


a New York state charter. The 
firm has opened an office at 33 
W. 42nd St., New York 18, N. Y. 

The president of the new firm, 
Duncan Shaw, who is widely 
known in the hardware industry, 
has originated many develop- 
ments in product, cataloging and 
* merchandising. Mr. Shaw was 
formerly president of the Reading 
Hardware Corp., Reading, Pa.; 
general sales manager of P. & F. 
Corbin, New Britain, Conn.; gen- 
eral sales manager of the Lock- 
wood Hardware Mfg. Co., Fitch- 
burg, Mass., and vice-president of 
the Miller Lock Co., Lancaster, 
Pa. 

Other officers of the concern 
are: Charles Sherwood, a manu- 
facturing engineer, vice-president 
and director; Frederick H. Gill- 
more, a member of the N. Y. Bar, 
vice-president and director; Wil- 
liam M. Mather, formerly vice- 
president of the Dickson Coal 
Co., vice-president, secretary and 
director; William W. Kennedy, 
partner in Ward Gruver & Co., 
members of the New York Stock 
Exchange, a director; and Wil- 
liam T. Pheiffer, a member of the 
N. Y. Bar and a former Congress- 





| man from New York, a director. 
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NANCE JOINS HOTPOINT 
AS EXECUTIVE V.P. 


James J. Nance, of Chicago, 
has been elected executive vice- 


president and a director of the 





JAMES J. NANCE 


Edisop General Electric (Hot- 
point) Appliance Co., Inc., 5600 
W. Taylor St., Chicago 4. Si- 
multaneously, details of a major 
program of expansion by the 
company, manufacturer of Hot- 
point electric appliances, was an- 
nounced by Ray W. Turnbull, 
president. 

Mr. Turnbull pointed out that 
the election of Mr. Nance, a 
veteran in the field of major 
electrical appliances, was an ad- 
ministrative step in keeping with 
a program of physical expansion 
involving $17,000,000 in working 
capital and manufacturing facili- 
ties. 

Expansion of the company’s 
production facilities, Mr. Turn- 
bull said, will more than double 
employment of the prewar period. 
Three of the company’s complete 
lines of major appliances, electric 
ranges, water heaters and dish- 
washers, are manufactured in 
Chicago. 

Mr. Nance has had broad ex- 
perience with several manufac- 
turers of major appliances. Im- 
mediately prior to his present 
appointment, he had been serv- 
ing on the staff of Charles E. | 
Wilson, president of the General | 
Electric Co. For many years he 
was associated with the Frigidaire 
Division of General Motors and | 
he has also held marketing and | 
administrative positions with | 
Zenith Radio and Easy Washing | 
Machines. 


ADAMS-RITE MFG. CO. 

APPOINTS SALES MGR. 

Howard M. Irwin becomes gen- | 
eral sales manager of Adams-Rite | 
Mfg. Co., manufacturers of air- | 
craft hardware, builders’ hard- | 
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| ware and special items. The firm, 
| located at 540 W. Chevy Chase 
| Drive, Glendale 4, Cal., was es- 
tablished more than 45 years ago 
and is expanding its sales activi- 
ties at this time. 
To accept the new post, Mr. 
| Irwin resigned from Sound Equip- 


ment Corp. of California where he | 


had been sales and advertising 
| manager for the past two years. 
| He has a long and successful rec- 
| ord in Pacific Coast merchandis- 
| ing and _ advertising circles, 
| achieved during the past 20 
years. 
NEWMAN SALES MGR. 
OF FRAIM LOCK CO. 


W. C. Newman recently as- 
sumed his new position as general 
sales manager of The E. T. Fraim 

| Lock Co., Lancaster, Pa. 

Mr. Newman, born in New 

| York City, went to Lancaster in 





Ww. C. NEWMAN 


1932 and graduated from Frank- 


lin and Marshall College in 1936 | 


with the degree of bachelor of 
arts. 
the company as assistant general 
sales manager in 1942. , 
2 PRINCIPALS WITHDRAW 
FROM FONES BROTHERS; 
OTHERS ELECTED 

W. Owen Lyon, vice-president, 
and Fred A. Lyon, secretary and 
treasurer, 


He became affiliated with | 


who have been asso- | 


ciated with Fones Brothers Hard- | 


ware Co., Second & Rock Sts., 
Little Rock, Ark., wholesale hard- 


ware concern, since 1919, have | 


sold their interest in the business 
and have resigned as officers. 
Messrs. Lyon plan to devote their 
time to another enterprise in | 
which they hold investments of | 
considerable size. 

Ben G. Rook has been elected 
vice-president and a director of 
the company and will continue in 
charge of accounting and credits. 
Mr. Rook has been head account- | 
ant for ten years, and credit man- 


ager for the past six months. 

Fred A. Gregg has been ap- 
pointed manager of the builders’ 
hardware department. Mr. Gregg 
has been with the firm since 1924, 
starting as an order boy in the 
warehouse. 

Charles A. Hemann has been 
appointed warehouse manager. 

Sterling W. Tucker who was 
elected a director last July has 
been elected secretary to suc- 
ceed F. A. Lyon. He is the son 
of H. H. Tucker, president. 


Robert H. Baker, Ist vice-pres- | 
ident, announcing the firm’s pric- | 


ing policy, has announced that | 


every item of hardware and fur- 
niture in the company’s ware- 
house will remain the same 


trols were lifted. New shipments 
of merchandise coming into the 
warehouse will only be advanced 
in price in instances where the 


price as on the day O.P.A. con- | 





| 


firm’s factory costs and delivery | 


costs have increased. 





H. SHERWOOD SHINN 
HEADS SPRAYER DIV. 
OF LOFSTRAND CO. 


H. Sherwood Shinn now heads | 


the Sprayer Division, Lofstrand 
Co., Silver Springs, Md., after 
four years with the Research and 
Development of the Office Chief 
of Engineers, U. S. Army. While 
with the Engineers Mr. Shinn 
directed the development of the 
three-gallon knapsack stainless 
steel insecticide sprayer used by 
the Army throughout the world. 

The Lofstrand Co., manufac- 
turers of quality washers for 16 


years, after manufacturing this | 
sprayer for the Army, has offered | 


it during the past year to the 
public, particularly in the dairy, 
pest control, meat, baking and 
farming industries. 

With the coming of Mr. Shinn, 
the firm announces it will offer 
a complete line of sprayers and 
dusters and will set up a large 
distributor and dealer organiza- 
tion throughout the world. 








H. SHERWOOD SHINN 


BENJAMIN GRATZ, JR., 
REJOINS CORDAGE FIRM 


Benjamin Gratz, Jr., recently 
released from the Navy, has re 
joined the staff of American Mfg 
Co., Noble & West Sts., Brooklyn 


BENJAMIN GRATZ, JR. 


22, N. Y., cordage mill, continu- 
ing a three-generation father and 
son association with the company. 
His grandfather was a former 
president and his father a vice- 
president. 

Mr. Gratz, who was formerly 
Ohio representative, has been ad- 
vanced to southern sales repre- 
sentative and will cover Florida, 
Alabama, Georgia and South 
Carolina. 

He saw service with the At- 
lantic Fleet, aboard an aircraft 
carrier and was discharged with 
the rank of lieutenant. 





P. W. POLK TO MANAGE 
THREADWELL TAP & DIE 


Paul W. Polk has been ap- 
pointed vice-president and man- 
ager of the Threadwell Tap & 
Die Co., Greenfield, Mass., ac- 
cording to an announcement by 
Louis Polk, president of the com- 
pany. The plant, equipment and 
assets of Threadwell were ac- 
quired by the Sheffield Corp., 
Dayton, Ohio, last August, and 








according to present plans, will 
continue to be operated as an 
independent subsidiary. No 
changes are contemplated in op- 
erating personnel or methods of 
distribution. 

For the past several years Paul 
Polk has been vice-president of 
the Sheffield Corp., which is 
headed by his brother Louis 
Polk. During the war he served 
| for two years as an officer in the 
| U. S. Navy. Although continu- 
| ing as a director and officer of 
| Sheffield, Mr. Polk will devote 
| all of his time to his new re 
sponsibilities at Greenfield. 
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... is the record of this 


‘NYLON-BRISTLED BRUSH 


dealer soon. Your regular manufacturer is now work- 
ing hard to catch up with the huge demand for these 
fine brushes. 

E. I. du Pont de Nemours & Co. (Inc.), Plastics 
Dept., Room 2912, Arlington, N. J. 


Chicago distributor, who loaned 
this test brush to the 
Mr, Williom ©. Farley, Manager painters who used it, writes: 


Wollbrunn, Kling & Co. 
Chicago, Il. 


“The master painters who do business with us are more 
than enthusiastic over nylon-bristled brushes. They re- 
port that nylon bristles hold paint well and spread it 
evenly, and they need little breaking in.” 
Mr. Farley kept a careful record of the work done by 
the nylon-bristled paintbrush shown above. The 
brush was used on both smooth and rough surfaces, 
on both inside and outside jobs. 

To reserve your nylon-bristled brush, see your 
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This nylon-bristied paintbrush used by on 
Minois painting contractor in varied service for 
800 hours —or 80,000 sq. ft. of painting —is 
only % inch shorter than when new. Nylon- 
bristled brushes outlast the best natural bristles 
from 3 to 5 times. 


GU POND 


DU PONT NYLON 
BRISTLES 


4G 








. 
& 






START THE NEW 
“MERCHANDISING” 
YEAR RIGHT! 
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PRESSURE role) .43): 


There are many reasons why the TIME-SAVER PRES- 
SURE COOKER sells easily — precision cast of virgin 
aluminum alloy—3-way (5-10-15 Ibs.) pressure gauge 
—big, roomy 4 qt. saucepan — aluminum cooking 
grid — easy to operate. No gadgets. There is a 
mechagical guarantee and 24 page time-chart book- 
let with each cooker. No other cooker can surpass it 


for beauty of design, utility and value. 


SPECTACULAR PROMOTION SUPPORT! 


National Advertising in leading women's magazines. 





Constant participations on outstanding Radio Network 
Programs, counter displays, attractive newspaper 


mats, and other stimulating activities. 





SEE US ATTHE ATLANTIC CITY, N. J. 
HOUSEWARES SHOW 
BOOTHS 269-271 JANUARY 5th-10th. 

















ROBERT STAIGERS 





RUSS MEYER 


3 NEW MIRRO SALES 
REPRESENTATIVES 


The Aluminum Goods Mfg. 
Co., Manitowoc, Wis., has an- 
nounced the appointment of 
Russ Meyer as Mirro sales repre- 
sentative in Iowa and Nebraska. 
He worked in the company’s gen- 
eral office prior to his induction 
| into the U. S. Armed Forces. 
| Robert Staigers will represent | 
the company in Ohio. He is a| 
native of Brooklyn, N. Y., and | 
came to the Aluminum Goods | 
Co. after being released from | 
the U. S. Navy. 
A new representative in the CHARLES JONES 
Virginia, Delaware, Maryland 
and Washington, D. C., territory past few months at the company’s 
is Charles Jones. Mr. Jones is | general office acquiring a full 
from Selma, Ala., and is also a| knowledge of the company and 
Navy veteran. | its products. They will assume 
All three men have spent the | their new duties immediately. 

















MULLINS MFG. CORP. These appointments are: 
PROMOTES WHITLOCK Charles S. Martin Distributing 
AND FULLERMAN Co., Inc., Atlanta, Ga.; General 


; : : Appliance Co., Omaha, Nebr.; 
Mullins Manufacturing Corp., | Consolidated Sales Co., Inc., 
Warren, Ohio, makers of Richmond, Va.; and Peninsular 


Youngstown kite he ns, &aN-~-! Distributing Co., Detroit, Mich. 
nounces the promotions of two 


headquarters men. Robert J. 
Whitlock was named assistant |W. A. DISCH TO HANDLE 
to Harry A. Armbright, director RUSTICIDE SALES IN 

of sales training, and Clarence CHICAGO AREA 


T. Fullerman was appointed es- » The Rusticide Products Co., 


sistant director of the markets : 
and distribution department, 3125 Perkins Ave., Cleveland, 


headed by Robert H. Wack. Ohio, has announced the appoint- 
Both Messrs. Whitlock and | ment of the W. A. Disch Co. as 
Fullerman are World War II | the Rust-I-Cide representative in 














Packed individually 6 to 
© carton, weight 37 ibs. 


| 


MA ? ed by 


TRAUBEE PRODUCTS, IC. 924 BERGEN STREET, BROOKLYN 16, N.Y 





veterans. |the Chicago area, effective 
Dec. 1. 
| For many years W. A. “Bill” 
NEW GRAND GAS RANGE | Disch has been a paint buyer for 
DISTRIBUTORS NAMED Montgomery Ward & Co. He is 
The Grand Home Appliance | establishing his own business, to 
Co., 2323 E. 67th St., Cleveland | be known as the W. A. Disch Co., 
4, Ohio, has announced the ap- | with offices in the American 
pointment of four new Grand | Bankers Bldg., 43 E. Ohio St., 
Gas Range distributors. Chicago, II. 
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WALTER T. BAXTER 


Mo., and Walter T. Baxter, sales 
manager, have been elected vice- 
presidents according to John E. 
Russell, president of the com- 
pany. 

Mr. Harrington joined Majestic 
as an auditor in November, 1942. 
He was made assistant secretary 
in 1943, and was elected secre- 
tary-treasurer in 1945. In his 
new position as vice-president 
and secretary he will do admin- 
istrative work. 

Mr. Baxter, who becomes vice- 
president in charge of sales, 
joined the Majestic sales depart- 
ment in 1919. Later he was ap- 
pointed district representative in 
the northwest. In 1940 he was 
called to the home office and 
appointed sales manager. He is 
active in the Sales Managers’ 
Bureau of the St. Louis Chamber 


of Commerce. 





N.W. HARDWARE CLUB 
PARTY, DEC. 13 
The committee arranging the 
Second Annual Informal Dinner 
Dance of the Northwest Hard- 


ware Club, to be held Friday, the | 


13th of December, promises it 

will be packed with good luck for 

the members, their ladies and 

guests. The event will be held at 

the Edina Country Club, Minne- 

apolis, beginning with a reception | 
and cocktails at 6:30 p.m. Din- 
ner, followed by dancing, will be 

served at 7:30 o’clock. 

The club has Irv E. Dyer as a 
committee -of-one investigating | 
the possibility of establishing 
club rooms, probably in the Hotel 
Nicollet. 

New members taken into the 
club at a recent meeting were: 
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P. R. Harrington, secretary- 
treasurer of the Majestic Mfg. 
Co., 2134 Delmar Blvd., St. Louis, 





| Karl Baumann, Warren 


| Corp.; E. M. Berdahl and Fred 


| A. Olander, Eagle Lock; R. L. 


| Siehl, Great States Corp.; Arthur | 


Tool | 


| Manley, of Minnesota Mining; P. | 


Ackerman, Miller Falls; R. W. | 


| Harper, Harper & McIntire; Glen 
Morton, Evers & Pils, and George 
Ische, of Wissota Mfg. Co. 


DINNER FOR McKENNA 
FOR 50TH ANNIVERSARY 

Clifton McKenna, New York 
manager of P. & F. Corbin, was 
recently tendered a dinner in rec- 
ognition of the 50th anniversary 
of his joining the American Hard- 
| ware Corp., by Charles Kurzon, 
Inc., distributor of tools and con- 
tractors’ supplies, 97 E. Houston 
St., New York 2. A small group 
of business acquaintances of Mr. 
McKenna and Mr. Kurzon at- 
| tended. 


TAPPAN STOVE DELAYS 
MODEL CHANGES 


Postponement of any major de- 
sign changes in Tappan gas 
ranges until the summer of 1947 
has been announced by A. B. 
Ritzenthaler, vice-president in 
charge of sales of the Tappan 
Stove Co., Mansfield, Ohio. 

Mr. Ritzenthaler points out that 
at present, unlike normal years 
when sales must be stimulated by 
model changes, it is production 
rather than sales which must be 
stimulated to the fullest extent. 





L. E. ELENBAUM ELECTED 
HALL HDWE. DIRECTOR 


Loren E. Elenbaum, Elen- 
baum’s Hardware, Langdon, N. 
D., hardware dealer, has been 
elected a director of Hall Hard- 
ware Co., Minneapolis, Minn., 








LOREN E. ELENBAUM 


dealer-owned wholesale house. 
He fills the unexpired term of the 


( 
i, 





late D. R. Jacobson, Minot, N. D. 








0ho--- 

A Merry Christmas 
and a Happy New Year 
to all of you---- 
and | hope there will 
be more of these fine 
quality Camillus 
knives for you 







CAMILLUS 
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BOOSTERS HEAR 
McKENNA TALK ON 
MAKING A PROFIT 


Make money on what you sell 
and only sell merchandise on 
which you can make money 


Clifton McKenna, New York 





CLIFTON McKENNA 


manager, P. & F. Corbin, New 
Britain, Conn., told the 40 mem- 
bers and guests at the Nov. 22 
meeting of the Hardware Boost- 

ers, Inc., at the Midston House, 

Madison Ave. and 38th St., New 

York City. Speaking on the sub- 

ject, “How to Make a Profit,” | 
he urged salesmen not to show 

their disappointment when mak- 

ing calls that do not result in 

sales, for today’s refusal may | 
mean greater sales tomorrow. 

Sell quality hardware, he urged 

salesmen, and have a steady eye, 

steady habit and steady manners. 

Customers want goods and not 

talk which some salesmen over- 

look by talking too much. Wil- | 
lard H. Kemp, The Yale & 

Towne Mig. Co., president of the 

Boosters conducted the meeting. 

Edward J. Foy, associated with 

Morris Abrams, was elected a 

member. Announcement was 

made that the Boosters would | 
temporarily suspend further ac- | 
ceptance of membership appli- | 
cations. 


J. H. HAYES REPRESENTS | 
GAROD IN NEW ENGLAND | 


James H. Hayes has been ap- 
pointed New England district 
factory representative for the 
Garod Electronics Corp.’s line of 
radio, radio-phonograph and tele- 
vision products. Mr. Hayes will 
service Garod Radio distributors 
in Connecticut, Maine, Vermont, 
Massachusetts, New Hampshire | 
and Rhode Island and maintain 
his headquarters at 50 Waverly 
Ave., Newton, Mass. Veteran of 
20 years in the radio industry, 
Mr. Hayes is well known in his 
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| 


area for his past association with 
nationally known products. 

Mr. Hayes has just completed 
an introductory tour of the terri- 
tory in company with Lou Silver, 
Garod Radio national sales man- 
ager. 

BANKER NEW EXEC. V.P. 
OF HOLT MFG. CO. 


James A. Wainwright, promi- | 
nent Oakland, Cal., financial man, | 


on Nov. 1, joined Holt Mfg. Co., 
of Oakland. in the capacity of 
executive vice-president. He will 


president of the Holt Mfg. Co., 
manufacturer of floor machinery. 
Mr. Wainwright was formerly 
vice-president of the Central 
Bank of California, in charge of 
industrial development. 





SALES APPOINTMENTS 
MADE BY MAJESTIC 


Jay J. Clancy has been ap- 
pointed divisional sales manager 
for Majestic Radio & Television 
Corporation and Majestic Rec- 
ords, Inc., in the territory form- 
erly handled by Howard Souther, 
who recently resigned to become 
a partner in the Majestic dis- 
tributorship in Cincinnati. 

Mr. Clancy for several years 
was with RCA-Victor as special 
representative, and later national 
sales manager for Executone, Inc. 


| assist W. E. Holt, founder and | 


Corporation and Majestic Rec- 
ords, Inc., was announced by 
Parker H. Ericksen, vice-presi- 
dent of the two companies. Mr. 
Bullock, whose experience in- 
cludes every phase of sales ac- 
tivity, will contact distributors in 
the north central territory. 





SWIFT & CO. APPOINTS 
PLANT FOOD MANAGER 

S. B. Tatem has been named 
manager of Swit & Co.’s plant 
food factory at Los Angeles, Cal., 


to replace the retiring manager, 


H. G. Conley. 

Mr. Tatem will supervise all 
plant food and insecticide manu- 
facturing operations and sales 
there. 


GENERAL PRODUCTS TO 
HANDLE INSULINE LINE 


Insuline Corp. of America, 
manufacturers of radio compo- 
nents since 1921, has announced 
the appointment of General Prod- 
ucts, Englewood, N. J., as sales 
agents for the sale of Insuline’s 
complete line of auto radio anten- 
nas, suppressors and condensers 
to the automotive and hardware 
jobbing trades in the territory 
east of the Mississippi. General 
Products will carry warehouse 





| stocks of Insuline products. 


| 


The addition of John W. Bul- ' 


lock to the field organization of 
Majestic Radio & Television 


The General Products sales or- 
ganization consists of eight sales- 
men operating out of Englewood, 
N. J., and two regional offices, 
handling kindred automotive and 
hardware lines. 





LOUIS SEGAL NAMED 
DIRECTOR OF BANK 


Louis Segal, president of the 
Lock & Hardware G, 
Inc.; president of the Norwalk 
Lock Co.; 
Safety Razor Corp. and president 
of the Straus Fastener Co., Ine, 
| has been elected a member of the 

board of directors of the Lafay. 
ette National Bank of Brooklyn, 


Segal 


MN. Bs 












president of Segal 

















LOUIS SEGAL 


Mr. Segal, a life long resident 


of Brooklyn, is a member of the 
Men’s League of Brooklyn; the 
Advertising Club of New York; 

| the Author’s League; the Kiwanis 
League and is a director of P*»- 
ples’ Hospital. 








VE GRAW fF 





PRITZLAFF SALES FORCE VISITS TOASTMASTER PLANT—35 members of the sales 
force of John Pritzlaff Hardware Co., Milwaukee, spent a day at the McGraw Electric Co.'s 


TECTRIC ( 


Toastmaster Products Division plant in Elgin, IIl., recently. 


The trip, which was made by chartered bus from Milwaukee, was the idea of H. B. Lend- 
ved, merchandise manager, who with Mr. Pritzlaff, the firm's president, visited the Toast- 
master plant several months previously. Mr. Lendved felt his entire sales organization would 
profit by actuaily seeing how Toastmaster toasters were made. 

In the front row, from left to right are: Harry Gibson, William Chapman, Marvin Schmidt, 
William Reynolds, Phillip Engels, Walter Polzin, Louis Delaporte, Walter Ramthum, Floyd 
Williams, Gust Woida, Edward Straka, A. S. Miller, Toastmaster Products Division. 

Second row, Arnold Daniell, Hubert Ohm, Floyd Wells, Joe Bomber, Paul Herrmann, Wil- 
mer Roberts, W. E. O'Brien, Toastmaster Products Division, Charles Veslak, Frank Merz, 


Walter Tietz; and 


Third row, Carl Rosell, Sigmund Mileski, Robert Anderson, Gordon Carswell, Ray Kla- 
bunde, Joe Turner, Herbert Lendved, Elmer Moldenhauer, Joe Noll, Walter Bocher, William 
Ronsman, Paul Schulz, Ray Glynn, Sandy Weibrecht, H. 


Division, and Howard Morton 


E. 


OoMPAN ¥ 


Adams, Toastmaster Products 
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In the face of generally rising prices, it is a 
source of real gratification to us to be able 
to make this announcement. The tremendous 
production attained through our great vol- 
ume of sales has permitted us to effect 
manufacturing economies that have resulted 
in IMPROVED QUALITY as well as NEW, 
LOWER PRICES! It is your wonderful accept- 
ance of our products that now enables us 
to offer you tangible proof of our deter- 
mination to make MARCO QUALITY 


ALUMINUM COOKWARE the best possible 
value, both in quality and in price. 

New additions to our line will be ready 
soon, priced to conform to our established 
policy of giving you tHe best margin of 
profit and the consumer the greatest 
value possible. 

MARCO Quality Aluminum Cookware, 
your best buy yesterday, is an even better 
buy today! 

MARDIGIAN CORPORATION 


Surards 1 Gudbipion 


Edward Mardigian, President 


MARDIGIANZ2rZoratiou 
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This handy Red-Top 


RIibkgIb 


yoke vise makes your 


sales easier .. 

















Handy, integral pipe 
rest and pipe bender 
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@ Buyers look for the red yoke on a black base 
when they buy a bench vise—for this sturdy 
Rimeaip of strong special 
malleable offers them unu- 
sual convenience. It has an 
integral pipe rest for easier 
cutting and threading; it 
has a handy pipe bender. Its 
tool-steel LonGrip jaws are 
easy on polished pipe. It’s 
more for the money—-repeat 
sales are easy and profit- 
able for you. 


rumeup Vises, 

Yoke & Chain 

in 9 styles, 
23 sizes. 


WORK-SAVER PIPE TOOLS 


THE RIDGE TOOL COMPANY «~ ELYRIA, OHIO, U.S.A. 








THE ZUSTS CELEBRATE THEIR GOLDEN WEDDING 
ANNIVERSARY—-Harry K. Zust, vice president, Camillus 
Cutlery Co., 60 E. 42nd St., New York City, and his wife 
observed their 50th wedding anniversary, Nov. 16, at a cock- 
tail and dinner party attended by more than 60 friends, mem- 
bers of the family and business associates, at the Forest Hills 
Inn, Forest Hills, Long Island, N. Y., although Nov. 17 was 
the actual anniversary. Mr. Zust, who is president of the 
Old Guard of the Southern Wholesale Hardware Association, 
and his bride of half a century ago, received a gold trimmed 
desert service and platter, gifts of the company and of em- 
ployees of the organization. At the table, left to right are: 
Ben J. Fisher, Sherwatt Equipment & Mfg. Co., Inc., father- 
in-law of Mr. and Mrs. Zust’s son Harry E. Zust; Mrs. Harry 
E. Zust; Harry E. Zust, Associated Transport, and his parents, 


Harry K. and Mrs. Zust. 








TRAUBEE PRODUCTS 
BUYS ‘ALLCAST’ 


Products, 

Bergen St., Brooklyn, 
manufacturers of “Time-Saver’ 
pressure cookers, has purchased 


Inc., 924 
B.-2. 


? 


Traubee 


| all physical assets of Aluminum 


Castware Corp., 542 W. 27th St., 
New York City. 

This marks the entry of the 
Traubee Co. into the general kit- 
chen equipment and 
utensils field. The transaction 
included transfer of the trade 
name “Allcast,” now carried on 
all Aluminum Castware products, 
a large inventory of raw mate- 
rial; polishing, buffing and capi- 
tal equipment; as well as jigs, 
fixtures, moulds and _ special 
tools. 

Jacques Traubee, head of Trau- 
bee Products has been associated 
most recently with important ven- 
tures in cellophane covering, re- 
cording and military equipment 
fields. 

The pressure cookers and the 
new saucepans, chicken fryers, 
Dutch ovens, etc., will be backed 
by an extensive consumer news- 
paper, magazine, radio and trade 
publication 
tion program, according to the 
company. 


1947 INCOME TAX GUIDE 
NOW AVAILABLE 


The 1947 edition of Fair- 
child’s Income Tax Guide for Re- 
tailers, by Harold Gold and Louis 
Ilaimoff, is scheduled to be off 
the press on Dec. 1. This third 
yearly edition of the retailers’ 
tax-guide handbook, published by 
Fairchild Publishing Co., 8 E. | 


cooking | 


13th St., New York City, has 
| been revised to incorporate the 
latest opinions on tax-saving op- 
portunities open to all types of 
retail stores, not only in prepar- 
ing their 1946 income tax returns, 
but in relation to their year- 
round operation. 





| expanded 
| saving suggestions, wherein ex- 


This year’s book has a greatly 
supplement on tax- 


amples of tax economies have 
been cited as dictated by actual 
experience. Another new fea- 
ture this year is a tax time-table, 
which reminds retailers of the 
important dates on which re- 
ports and payments are required. 
It is priced at $2.75. 





FRIGIDAIRE PRODUCING 
WATER HEATERS WITH 
GLASS LINERS 


Production of new glass-lined 
electric water heaters has been 
started by Frigidaire Division of 
General Motors with 30 and 50- 
gallon models rolling off the as- 
sembly lines in Dayton, Ohio, C. 
J. Prashaw, the manager of 





advertising promo- | 


Range and Water Heater Sales 
has announced. Production will 
be limited to four models during 
the remainder of the year, he 
said. 

Both the Frigidaire 30 and 
50-gallon capacity heaters are 
available with either one or 
two heating units—depending 
upon requirements. These units 
are immersed, heating the water 
by direct contact. All models are 
thermostatically-controlled, oper- 
ate automatically and are insu- 
lated with approximately three 
inches of spun glass wool. 
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Regional Sales Methods Conferences 
To Be Held by Mill Supply Associations 


A series of regional meetings 
in Chicago, Boston, Memphis, 
Cleveland and Philadelphia will 
be held under the joint sponsor- 
ship of the three mill supply 
associations, the American Supply 
& Machinery Manufacturers As- 
sociation, and the National and 
Southern Supply & Machinery 
Distributors’ Associations. 

These meetings will be held 
for the purpose of presenting the 
findings after nearly three years 
of study and review of hundreds 
of questionnaires received from 
the members of the three asso- 
ciations, by the Marketing Meth- 
ods Committee. 


The first meeting was sched- 
uled for Chicago, on Nov. 19. 
Later meetings will be held at 
the Hotel Statler, Boston, Jan. 
14: at the New Peabody Hotel, 
Memphis, Feb. 10, and the Hotel 
Cleveland, Cleveland, Feb. 25, 
and in Philadelphia, sometime in 
March. 

Some of the topics to be dis- 
cussed will be sales training as 
the responsibility of the manu- 
facturer and the distributor; the 
why, what and how and the fol- 
low-through of distributor sales 
meetings; market evaluation as a 
part of sales planning and better 
sales promotion. 








ALBERT S. PIERSON 

IN TRADE 50 YEARS 
Albert S. Pierson, president of 
the Pierson-Lewis Hardware Co., 


247 N. Delaware St., Indianapolis, | 


Ind., since 1924, who was 73 


years old on Nov. 4, has com- | 


pleted 50 years in the hardware 
busines. 


Mr. Pierson’s first job was as a 
bill collector with the Lilly & 
Stalnaker Hardware Co., in In- 


dianapolis. The following year he | 


was promoted to clerk, “working 
from daylight to dark and on 
Saturday night as long as there 





Lewis, then district manager of 
Yale & Towne Mfg. Co., as vice- 
president and treasurer. 





AUTOMATIC WASHER CO. 
MAKING VACUUMS FOR 
McALLISTER-ROSS 

Manufacturing of household 
vacuum cleaners on a production 


hiner cnteaieting bis odueetion | line basis under a contract with 


the McAllister-Ross Corp., Chi- 
cago, has begun in Newton, Iowa, 
in the plant of the Automatic 
Washer Co., according to W. 
Neal Gallagher, Automatic’s pres- 
ident and general manager. 

The program calls for comple- 
tion of 10,000 units by the end 


was the possibility of a customer | of December, and Mr. Gallagher 
| said that the assembly line will 
Mr. Pierson built up one of the | be operated on an overtime basis 


. * 
coming in. 


largest builders’ hardware depart- | 


ments in the Midwest, supplying 
the hardware for many public 


buildings in the Indianapolis 
area. 
Upon the reorganization of | 


Lilly & Stalnaker, he became 
vice-president and director of the 


to achieve the production goal. 

Output of 100,000 is scheduled 
for 1947. Manufacturing will be 
in addition to the company’s do- 
mestic washing machine produc 
tion. 

McAllister-Ross will market the 
vacuum cleaners through its 53 
distributors in this country and 


Lilly Hardware Co., its successor, | Canada. 


remaining in that capacity until 


the death of J. W. Lilly in 1924. | 


At that time the Pierson-Lewis 
Co. was organized with W. D. 





ALBERT 8S. PIERSON 





SCHOOL MANUAL ON 
LAUNDRY EQPT. USE 


The American Washer and 
Ironer Manufacturers’ Associa- 
tion has issued a manual for 
school instruction in the proper 


| use of the household washer, 


dryer and ironer, on which edi- 
torial work was conducted for 
two years. “Simple Ways to 


| Better Cleanliness” was prepared 


on the recommendations of 
household economics instructors 
and a_ sufficient quantity for 
classroom use is given free to any 
teacher requesting them of the 
association and supplying neces- 
sary information concerning the 
nature of her school and whether 


| it is outfitted with the various 


home laundering appliances. 
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CLARENCE J. WATTS 
Clarence J. Watts, 75, treasurer 
of the Smith-Winchester Co., 


wholesale hardware firm of Jack- 
| son, Mich., died Nov. 14, after 








Hardware Co., Chicago wholesale 
firm. One of his three children, 
William Sandeen, has been given 
his territory. The latter has 
worked at the Wagner Hardware, 
in Oak Park, IIL, since his re 
turn from war service with the 
Air Corps. 





WILLIAM BARTHEL 













































































William Barthel, 77, who 
started the Barthel Heisler Hard- 
ware business, in Forsyth, Mont, 
in 1917, died at Vancouver, 
Wash., Oct. 23. In 1928 he 
moved to Missoula, Mont., and 
with his sons, Peter and Paul, 
opened the Barthel Hardware. 
J 
ALL-STEEL KITCHEN H. D. BEESLEY 
wh, Houston Dudley Beesley, 65, month. 
STEP yRele)k who represented the Belknap in the | 
Hardware Co. in Oklahoma for S. Hor 
‘ 39 years, died at his home in 
. ’ Muskogee, Okla., November 8. og 
@ There are sure-fire sales for deal- oa Spe a ae \ ee down 
: om e came to Muskogee in 1907 as Meer | 
ers who stock this modern utility a short illness. Mr. Watts went | 2 representative of the Louisville, as 
stool. Constructed entirely of steel, to work for the Smith-Winchester | Ky., company. cant 
j rfect, this st i . store in 1895, and was honored w 
tunetionsity “ _ yes wrrdaotienn by his firm and co-workers in ROSCOE H. CHESLEY join th 
signed to fit beautifully into the most S ante? j Entz § 
: eptember, 1945, at a testimonial Roscoe H. Chesley, 72, buyer a he 
modern kitchen or dinette. Guarantee dinner marking his 50th year | of cutlery for Decatur & Hopkins a : | 
yourself more customer satisfaction with that company. Mr. br Co., 93 Berkeley St., Boston, hg 
F : had previously been employed by | Mass., died of a heart attack ‘ 
and greater profits with the another Jackson, Mich. hardware | Nov. 9, 1946, in New York City. _— 
Keenco All-Steel Kitchen Step Stool. firm, the Warner & Dodge hard- | Mr. Chesley had been in New Ave. st 
ware store. He was active in | York on a buying trip and was 
at : numerous civic, religious, busi- | stricken as he was about to re CH 
Ye as: ness and fraternal activities of | turn home. Chat 
his community. Mr. Chesley joined the Decatur had b 
& Hopkins Co. in 1918 as a 
@ STEP STOOL THEODORE VALMASSEI specialty salesman of Buckeye om 
Inc ines | 
@ JUNIOR CHAIR oe ——_ > nae in ae ancien < 
est of four brothers who have | jery department. He started his 
® HANDY STOOL operated _— go gags at rid career with the écm Of New 
ness in Monroe, Mich. 10F &/ Dame Stoddard & Kendell in 
e STOOL WITH number of years, and who Te- | 1893 and continued in the cutlery | 
FOOT REST cently formed a tool and die man- | jine all his life. des 
ufacturing company, died re- nual B 
cently following an operation. In Tan g 
Give the Keenco addition to his widow and a son, ee 
, he is survived by three brothers, | Su ls 
All-Steel Kitchen Harry, Daniel and Adam Val. | ala 
Step - Stool for massei, all of Monroe, a sister, | Machi: 
the Perfect Xmas and his father. | ciation 
Gift ee. 
A Product of the Keen Mfg. Co. Inc. VANNER SANDEEN 
Vineland, N. J. Vanner Sandeen, 59, a hard- 
ware salesman for many years 
died suddenly, Oct. 21, at the | 
Garfield Park Hospital, Chicago. 
He had worked at Western Stone- 
ware until 1926 when he joined 
Manufactured by the Rehm Hardware Co., which 
e he served as a salesman until 
KEEN Equipment Company =: = °2%.°.7" 
work with Tropic Aire Corp., 
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Lergest Eastern Manufacturer of All-Steel Stools ¢ 


VINELAND, N. J. 








Chicago, he joined the United | 
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JAMES C. BASTEDO 


James C. Bastedo, 55, manager 
of the Entz & Rucker Hardware 
Co. store at 5905 S. Vermont Ave., 
Los Angeles, died early last 





JAMES C. BASTEDO 


month. Mr. Bastedo first engaged 
in the hardware business with H. 
§. Howland, Toronto, and later 
was connected with J. H. Ash- 
down Hardware Co., Winnipeg. 
After leaving the hardware field 
for a while to work for the Can- 
adian Pacific R. R. he returned to 
join the tool department of the 
Entz & Rucker Hardware Co., 
Los Angeles. This firm advanced 
him to manager and later to head 
buyer, and in 1935 gave him the 
responsibility of the Vermont 
Ave. store. 


CHARLES N. MARKLE 
Charles Noble Markle, who 
had been associated with the 


hardware trade most of his busi- 
ness life, died suddenly, Oct. 13, | 


| merged. 


his 85th birthday, in Houston, 
Texas. 
| Mr. Markle as a boy had gone 


to work for the Wyeth Hardware | 


| & Mfg. Co., of St. Joseph, Mo. 
He traveled for the Simmons 
Hardware Co., in Eastern Texas 
and later in Missouri river towns. 


He became head of the Simmons | 


sporting goods department. For | 


several years he was associated 
with F. W. Olin. 
| in Southwest steel circles for 30 
years before selling his interest 
in the Markle Steel Co., Houston, 
which he organized in 1920. He 
retired in 1941. 


WALTER A. RIDINGS 
Walter A. Ridings, president 
of the Porter-Cable Machine Co., 
1714 N. Salina St., Syracuse, 
N. Y., manufacturers of portable 


electric tools and equipment, 
died Oct. 16. 
R. E. POST 


R. E. Post, 69, veteran repre- 
sentative of Fairbanks, Morse & 
Co., 600 S. Michigan Ave., Chi- 
cago 5, who has for the past dec- 
ade been manager of the firm’s 
Washington, D. C. office, died 
after a month’s illness in a Wash- 
ington hospital, Nov. 13, 

Mr. Post was well known by a 


| host of friends in army, navy and 


civilian circles, and had a long 
and successful career with the 
E. & T. Fairbanks and Co. Start- 
ing with the scale organization 
he joined Fairbanks, Morse & Co., 
when the two organizations were 
He joined the latter 
company in 1923 and was for 
many years manager of its Balti- 
more branch later, gbecoming 
manager of the Washington, D. C. 
office. 








New England Iron & Hdwe. Association 


Conference and An 


An Area Conference and An.- | 
nual Banquet of the New England 
Iron and Hardware Association, 
in cooperation with the National 
Supply & Machinery Distributors’ 
Association, American Supply & 
Machinery Manufacturers’ Asso- 
ciation, American Steel Ware- 
house Association, and National 
Wholesale Hardware Association, 
will be held at the Copley Plaza, 
Boston, Tuesday, Jan. 14. 

The American Supply & Ma- 
chinery Manufacturers’ Associa- 
tion and the National Supply & | 
Machinery Distributors’ Associa- 
tion will hold morning, luncheon 
and afternoon meetings for mem- 
bers of these two associations 
only. 

The Shelf Hardware Group 





nual Banquet, Jan. 14 


will have a luncheon meeting, 
followed by an afternoon meeting 
with speakers, for members only. 
The New England Chapter of 
the American Steel Warehouse 
Association will hold a meeting 
for mémbers in the afternoon. 
The 54th annual banquet will 
be held at 7 o'clock, preceded 
by a cocktail hour. There will 
be a nationally known speaker. 





NEW STORE 
IN SAN PEDRO, CAL. 


Milo H. McCard and John C. 
King have published a certificate 
that they are conducting business 
under the firm name of Pacific 
Paint and Hardware, at 1211 
South Pacific Ave., San Pedro, 
Cal. 


He was active | 
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EGG BEATER 
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IMMEDIATE 
DELIVERY 


OVER ‘2 MILLION 
“'46 MODEL” BEATERS 
SOLD IN 8 MONTHS 





Yy . . . Proof of its 
4 Great Sales Appeal 


ONE HAND WIP proved a sensation when introduced 8 
months ago. NOW, the new ‘47 model has 3 GREAT IM- 
PROVEMENTS—firstly, the heavy concealed spring, pivoting 
on a metal bearing—secondly, the shortening of the ratchet— 
and thirdly, the elimination of the exposed spring. All these 
add up to a greatly increased power, much easier operation, 
and improved performance all around. 

This, coupled with new sales promotional plans, advertising 
mats, attractive counter display cards, etc., makes this ONE 
HAND WIP deal one of the most attractive in the industry. 
Write, wire, or phone for details on our attractive jobber, 
department store, and chain store deals. 


MANUFACTURED BY 
EAGLE PRECISION MFG. CORP. 


DiRECT MATIOMAL FACTORY . re a AGEncYyY 


DUBOFF & COMPANY 





206 LEXINGTON AVENUE, NEW YORK CITY 














(Washington Bureau 
of HARDWARE AGB) 
Business data, collected by 
OPA during the past four and 
one-half years, is now being as- 
sembled and is available, upon 
request, to trade associations, 
publications, chain store groups, 
individual firms, research firms 
and others. 
OPA’s Records Branch will 


continue to function until June 










OPA BUSINESS DATA 
AVAILABLE FOR RESALE 


30, 1947. The records will then 
be transferred to the National 
Archives as a part of the govern- 
ment’s permanent files. 

A partial inventory of the vast 
amount of statistical data ac- 
cumulated by OPA has been com- 
pleted and is available for in- 
spection. The inventory thus far 
completed covers primarily Na- 
tional Office records of the Price, 
Accounting and Rationing De- 


partments. A listing of statis- 
tical data in the Regional and 
District Offices is also underway. 

OPA has collected immense 
quantities of financial and oper- 
ating data of individual busi- 
nesses and industries in all lines 
of business. Summaries and an- 
alyses of these data have, in 
many cases, been made available 
for the first time. OPA’s Re- 
search Branch will tabulate and 
analyze material if requested to 
do so, and the agency expects to 
receive suggestions regarding sur- 
veys and analyses that might be 
made as business becomes more 
familiar with the primary data 
available. 





However, because of statutory 
restrictions on the disclosure out 
side OPA of information com 
sidered confidential, the release 
of information concerning ind- 
vidual companies is __ strictly 
limited. This means that the 
interests of representatives of 
industries or trade groups must, 
in general, be satisfied through 
additional tabulation or analysis 
by OPA, rather than by whole 
sale revelation of the basic dats 
concerning individual companies. 

Inquiries concerning this data 
should be directed to Mr. T. R. 
Schellenberg, Chief of the Ree 
ords Branch, OPA, Washingtoa 





25, D. C. 








RETURN MANILA HEMP 
TO PRIVATE TRADE 


The termination of import re- 
strictions on Manila hemp 
(abaca) effective immediately 
has been announced by the Ci- 
vilian Production Administra- 
tion. 

At the same time CPA an- 
nounced that it had canceled its 
directive to the Reconstruction 
Finance Corporation to purchase 
this fiber from the Philippine 
Islands except as necessary to 
complete outstanding commit- 
ments. Production of abaca on 
United States owned plantations 
in Central America, as well as 
public purchase of other hard 
fibers from Mexico, Portuguese 
Africa and Haiti, are being con- 
tinued, CPA added. 


strictions on abaca was accom- 
plished by removing it from List 
A of General Imports Order 
M-63. 

The CPA action returning 
Manila hemp to private trade 
does not indicate an end of the 
shortage of Manila fiber which 
has been acute since the Japan- 
ese invasion of the Philippine 
Islands. The total supply pres- 
ently available for export from 
this source is estimated at less 
than half the prewar rate of ap- 
proximately 400,000,000 pounds 
annually. For this reason do- 
mestic controls over the use of 
Manila fiber will remain in effect 
under Order M-84. Manila fiber 
is used in the manufacture of 
rope. 


Termination of the import re- | 


|imports of lead, effective No- 


chase program in the Philippines 
and the ending of import restric- 
tions were the result of negotia- 
tions initiated by the Philippine 
government to reestablish a free 
market in this commodity which 
represents one of the principal 
exports of the islands. 

Other hard fibers such as sisal 
and henequen are also in ex- 
tremely short supply and remain 
under M-63 import control, as 
well as domestic control under 
M-84. The Dutch East Indies, 
}one of the principal prewar 
sources of sisal, is not yet pro- 
ducing for export. Altogether 
the present and foreseeable do- 
mestic supply of all hard fibers 
is less than half the civilian de- 
mand. : 





LEAD IMPORTS FREED 
OF RESTRICTIONS 


Removal of all restrictions on 


vember 18, has been announced 
by the Civilian Production Ad- 
ministration. 

At the same time, CPA said 
that it was directing the Recon- 
struction Finance Corporation to 
terminate public purchase of lead 
from foreign sources except 
where necessary to fulfill com- 
mitments already made. These 
actions followed an agreement 
between the United Kingdom and 
the United States to terminate 
informal arrangements under 
which the two countries have 
been coordinating procurement 
of lead from foreign sources 


Discontinuance of public pur- 
chase of lead results from the 
elimination of price ceilings. 
While these price ceilings were 
in effect, private purchase of lead 
from foreign areas was not feasi- 
ble because of a substantial dif- 
ference between the world price 
and the controlled domestic price. 

Elimination of import controls 
on lead is being effected by 
amendment of the general import 
order, M-63. 

CPA said that while the lift- 
ing of controls on lead imports is 
expected to contribute to the 
restoration of normal trade in 
this commodity, lead will con- 
tinue to be in short supply for 
some time to come. Since early 
in the war the War Production 
Board and its successor agency, 
CPA, have found it necessary to 
regulate carefully the industrial 
use of lead. CPA’s action, ef- 
fective Monday, does not affect 
these domestic consumption con- 
trols. 

All privately imported lead 
will be subject to the 11/15th 
cents per pound tariff. Under 
he public purchase plan the RFC 
imported lead duty-free. 





TERMINATE FOREIGN 
CCPPER PURCHASES 


The government has terminated 
its public purchase program on 
foreign copper, effective imme- 
diately, the Civilian Production 
Administration has announced. 
This action was effected through 
a CPA order directing the Office 
of Metals Reserve, Reconstruc- 











Termination of the public pur- 


since January 1946, 


tion Finance Corporation to ter- 





minate public purchase of copper 
from foreign sources subject to 
the fulfillment of commitments 
already made. 

Public purchase of copper has 
been discontinued because of the 
elimination of OPA price ceil- 
ings, CPA said. The current 
four cent tariff on copper will ap- 
ply to private imports, it was 
pointed out. Copper imported 
by the Office of Metals Reserve 
has been entering the country 
duty free. 

CPA emphasized that the ter- 
mination of foreign copper pur- 
chases does not indicate any eas- 
ing in the present tight supply 
situation in copper. 

During the war practically all 
imported copper was purchased 
by the government. Following 
V-J Day, when the copper situa- 
tion was relatively easy, public 
purchase was terminated. It was 
resumed in the first quarter of 
1946, however, because of the in- 
adequacy of the domestic supply 
to meet domestic demands. 

The 1946 copper purchase pro- 
gram was established at approxi- 
mately 300,000 tons of which 
some 180,000 tons have been 
received to date. However, the 
largest deficits between domestic 
supply and demand have been 
met principally by withdrawals 
from government stocks. These 
have been reduced from 500,000 
tons at the beginning of 1946 to 
the current level of 160,000 tons. 
These stocks will continue to be 
allocated for the present by CPA 
to meet the urgent demands of 
industry. 
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Now is the time to team up with «= progressive 
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OU can sell Buckeye Aluminum Ware with 

confidence, because there are more than 
fifty years of engineering, craftsmanship, ex- 
periment behind the products that carry this 
Buckeye trademark. 


Our design department is constantly study- 
ing what American homemakers want in 
modern kitchen utensils. They develop and 
improve those features, and finally incor- 
porate them into Buckeye Ware. For example 
. . . “waterless” cookware with bevel seal 
cover and Buckeye patented vent . . . the 
specially designed Buckeye smokeless broiler- 
ette ... the Buckeye patented spreader on 
drip coffee makers. 



































You get new selling points, new appeals 
. +. your customers get just what they want 
in modern, time-saving cookware backed by 
a famous trademark that gives them the 
assurance of quality. 








Tre BUCKEYE 
ALUMINUM (CZ. 


WOOSTER, OHIO 








CHICAGO SALES OFFICE « 11-110 Merchandise Mart 





facturer and a complete, quality line. Buckeye’s got it. 


























* «+ « GILBERT IS 


% Making some alarm clocks to- 
day. Quantity and variety are 
still limited but prewar quality 
standards are being met or 


excelled. 


% Distributing those clocks fairly, 
with regular allocations against 
existing orders from established 
Gilbert distributors. 


%& Preparing to solicit new or 
additional business as soon as 
shipments against it will not 
adversely affect the delivery 
status of current obligations to 


customers with a prior claim. 


%& Constantly planning further 
improvements in quality, style 
and production volume to 
better serve both the estab- 
lished customers of today and 
the potential new customers of 
the future. 








THe Won. L. Gi_sBert Crock Corp. 


clock makers to the nation since 1807 


WINSTED, CONN. 
Laconia, N. H. 


551 Fitth Avensve 141 W. Jackson Bivd. * 
New York 17, N. Y. Chicago 4, iil, 
























PETER M. ELLINGSON, 
half owner of the Ellingson 
Hardware Co. of Edgerton, 
Wis., is 76 years of age and 
has been in the hardware busi- 
ness for half a century. Mr. 
Ellingson graduated from the 
University of Wisconsin Law 
School in June, 1896, and the 
following month entered the 
field of hardware. He has been 
a member of the Wisco Hard- 
ware Co. of Madison, Wis., for 
the past 20 years, has been a 
member of the board of di- 
rectors for approximately 10 
years and treasurer of the 
company for about six years. 
Mr. Ellingson’s outside inter- 





PETER M. ELLINGSON 














HARDWARE AGE 






















tor: 
of | 
sal 
reti 


his 





—_———_ 
Wereesees 


DEC! 




















INGSON 


———$—$_— 
peececccrsosses 


[E AGE 

















ests have been many. He has been a president of the local 
Kiwanis Club, president of the Edgerton Business Asso- 
ciation for several years, director in the local bank, chair- 
man of the board of trustees of the bank securities trust 
fund, a director of the Highway Trailer Co. for 10 years 
and vice-president of the same company for four years. 
This year he was a member of the Golden Jubilee Celebra- 
tion at the University of Wisconsin Law School. He likes 
the outdoors and says that hunting is his hobby. 


WILLIAM J. MERCER, 
known as “Billy” to his many 
friends, retired from active 
participation in the hardware 
business last summer after 
having spent 51 years in that 
field. Mr. Mercer received his 
introduction to hardware in 
1885 when he joined the forces 
of the Bindley Hardware Co., 
wholesale hardware distribu- 
tors, when Mr. Bindley retired 
from the business, Mr. Mercer 
transferred his allegiance to 
the Bernard Gloeckler Co. and 
after two years joined the 
forces of the Logan - Gregg 
Hardware Co., Pittsburgh, Pa., 
wholesale hardware distribu- 
tors, with whom he remained for 16 years. The balance 
of his hardware existence was spent with another whole- 
sale firm, L. H. Smith, Inc., also of Pittsburgh. Upon his 
retirement last June, he said that he was going to spend 
his time with his grandchildren. 





WILLIAM J. MERCER 


JAMES DOBBIE, of the build- 
ers’ hardware department of The 
Geo. Worthington Co., Cleveland, 
Ohio, wholesale hardware distribu- 
tors, completed a half century with 
that firm on April 1 last. He had 
spent practically the entire 50 
years in the same department. In 
recognition of his long service, Mr. 
Dobbie was tendered a testimonial 
dinner at the Hotel Statler, Cleve- 
land, on April 1 at which time H. 
E. Hulburd, president of the com- 
pany presented him with a certificate of membership in 
the Worthington Fifty Year Club and a cash gift from 
the firm. Mr. Hulburd is also a member of the Worthing- 
ton Fifty Year Club which has a membership of nine, 
six of whom are still in active service. 





JAMES DOBBIE 
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Acme} SHEAR & SCISSORS TIPS 
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Catch 
every other 


HOUSEWIFE 


Every other housewife in your neighborhood is a 
prospect for fine scissors and shears. 

Don’t take our word for it. Listen to one of the 
largest manufacturers of sewing thread: 

“A survey we made shows that 50% of America’s 
housewives make clothes at home. That means 
every other married woman is a prospect for 
materials and tools used in making, altering and 
mending clothes for themselves and their families.” 

These housewives need Dressmaking Shears 
. .. Sewing Scissors—and Acme makes them all. 

These women also need Kitchen Shears .. . 
Office Shears for their husbands... School Scissors 
for their children. Acme makes these, too. 

And, even more important to you, Acme makes 
satisfied customers—/friends for your store. 

Acme shears are quality shears 
and have been for 70 years. In- 
spection standards at Acme are 
high and they’re strictly en- 
forced. 35 finishing operations 
make Acme shears look better, 
sell better, work better. Acme 
shears keep on cutting smoothly 
—and we keep on doing our 
best to get them to you faster. 


ACME suear ¢o. 


BRIDGEPORT 1, CONNECTICUT 
Makers of 
ACME + EVERSHARP PURITAN 
WINDSOR + KLEENCUT + AMERICUT 





B Keep Your Eye o7 ACME/ 
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Hew’ the HARDWARE BUSINESS? 


December 5, 1946 


Hot rolled steel sheets — Conti- 
nental Steel Corp., as of Nov. 21, advanced 
its price of hot rolled steel sheets by $7.00 
per ton. 

o . . 

Galvanized sheets — 
Rolling Mill Co., has advanced prices on 
its galvanized sheets $13.00 per ton, as of 
Nov. 21, making its new price $94.00 per 


Newport 


ton 
. . . 

Ry Steel’s” position — As of 
Nov. 14, President Fairless, United Statgs 
Steel foun issued the following statement, 
which up to this writing has not been 
“United States Steel plans no 
general increase in steel prices at this time. 
however, that the future 


superseded. 


It is obvious, 
course of steel prices must of necessity de- 
pend on cost trends. Furemost among 
those factors which affect the cost of steel 
are wages and the cost of raw materials, 
among which are included coal, scrap, tin, 
lead, zinc, copper, palm oil and the cost of 
This state 
ment does not preclude the possibility 


purchased goods and services. 


that some adjustment in the selling price 
of certain steel products, which have been 
and are currently being sgld below cost, 
may become necessary. Adjustment of de- 
livered prices to reflect increase in the cost 
of transportation will be made as hereto- 
fore.” 
* * « 


Price adjustments begin — Now 
recognizing the consumer as its new “boss” 
of prices, industry still can hardly avoid 
mark-ups in some lines, usually adding, 
“They will be as reasonable as possible. 
We don’t want a consumer reaction.” In 
many lines, particularly household appli- 
ances, the lower priced grades had been 
“squeezed” by OPA, whose pricing rules 
either allowed a subnormal mark-up or 
forced an actual loss on each sale. These 
models may go up a bit to meet current 
conditions, but there will be more of them 
available. General Electric Co. has told 
dealers it is increasing prices of home ap- 
pliances, ranging from below 10 per cent 
to around 60 per cent. Among the in- 
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creases reported were: Home refrigerators, 
from $18.25 to $30; washing machines, 30 
to 35 per cent; electric clocks, under 10 
per cent; flat-plate type home ironers, 
$86.75; and electric dishwashers, 11 to 17 
per cent. Higher prices for electric ranges 
and water heaters are expected to follow. 
Westinghouse Electric Corp. announced 
price increases of 8 to 25 per cent on all 
types of electrical equipment. Fractional 
horse power motors, used to operate house- 
hold appliances, were raised an average of 
25 per cent, and integral motors of one or 
more horse power about 13 per cent. Other 
increases include 20 per cent on low vol- 
tage switch gear equipment and 8 per cent 
on distribution transformers. 
> > . 

Farm implements, tractors—In- 
ternational Harvester Co. announced a 9 
per cent general increase on farm imple 
ments and tractors. The company said this 
was based only on present “higher wage 
and materials costs,” Minneapolis, Moline 
Power Implement Co. raised prices on all 
farm equipment and tractors 10 per cent. 
Prices on industrial tractors were increased 
7 per cent and on industrial engines 5 per 
cent. 


s * > 
Heating equipment Williams 
Oil-O-Matic is raising some prices, lower- 
ing others, on heating equipment and parts. 
** @ 
Plate glass — Libbey-Owens-Ford 
Glass Co. and Pittsburgh Plate Glass Co. 
announced increases in plate glass prices 
of 10 to 15 per cent and 5 to 10 per cent, 
respectively, the first advance in 8 years, 
said Libbey. 


Radio sets — Emerson Radio & 
Phonograph Corp. announced increases for 
two small models, one from $21.60 to 
$25.00 and another from about $30 to 
$35. The company is not making increases 
on about 20 other models. Zenith radios 
will cost from 2 to 20 per cent more. 

> . o 


Mail boxes—Columbia Metal Box 
Co. advanced its apartment house mail 
boxes approximately ten per cent, effective 
Nov. 4. 
. o . 
Soap — Chemicals — Alcohol 
-Prices for bar and packaged soap ad- 
vanced approximately 50 per cent, manu- 
facturers saying that the cost of raw ma- 
terials had risen 125 per cent since the 
removal of controls. Pittsburgh Plate 
Giass Co. also announced an increase of 10 
per cent on its line of chemicals and re- 
lated products, effective Jan. 1. New 
prices on chlorine, caustic soda, soda ash 
and associated products will top recent 
ceilings by about 10 per cent. E. I. du 
Pont de Nemours & Co. has made some 
increases on viscose products, that appar- 
ently will spell rising rayon prices. 
. > > 


Alcohol—On Nov. 15, the price of 
industrial alcohol was advanced 28% cents 
a gallon by producers, as a result of an in- 
crease by the U. S. government of 26 cents 
to 75 cents a gallon on alcohol sold from 
its stockpile. At present, industrial distil- 
lers are taking as much as 80 per cent of 
their requirements from the government 
stockpile. Present prices by producers 
vary because of the type of alcohol and 
their own costs. U. S. Industrial Chemi- 
cals, Inc., has increased its price to 82 cents 
per gallon, while other producers raised 
theirs to 84 and 90 cents. 








ADVANCES 


Copper. Slab zinc. Scrap tin. Lead. Tack plate. Some farm implements, trac- 
tors. Some electrical appliances. Plate glass. Some radio sets. Some chemicals. 


Some heating equipment. 


One line mail boxes. Soap. Industrial alcohol. 


Some 


electric churns. Hot rolled sheets. Galvanized sheets. One line bare copper wire. 
One line magnet wire. Crude oil. Turpentine. Rolled zinc products. One line 


PRICES REAFFIRMED 
Some lines electric washers. One line hardwood flooring. Aluminum. One line 


storage batteries. 


tires. One line kitchen cabinets. 
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CHAMPION Fluorescent and Incandescent Lamps are made and dis- 
tributed on the basis of providing you with all the profit there is in 


this sure and steady volume item. 
CHAMPION Lamps have the quality to get you the repeat business. 


CHAMPION Lamps are easy to handle and to sell. No red tape or 
restrictions of any sort. 

CHAMPION Lamps make you the most money. Low cost production, 
low overhead and a clean-cut hardware wholesaler-to-retailer policy 


means maximum profit margin for you. 


ASK YOUR WHOLESALER FOR CHAMPION LAMPS 








Lynn, Massachusetts 


LAMP co 





A DIivVisSiOn OF CONSOLIDATE ELECTRIC 
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Profits will fly your way 
when you use the speed 
of AIR EXPRESS 


Business delays mean that overhead 
goes up, profits go down. When tools, 
replacement parts and critical materials 
are needed fast, when a customer wants 
an item that’s “fresh out” — specify 
delivery by Air Express. 

This speedy delivery service brings 
distant suppliers and warehouses mere 


hours from your door. So keep things 
moving by Air Express. This way, cus- 
tomers stay satisfied, profits stay up. 

The cost? Much less than you'd 
think. Rates have been slashed 22% 
since 1943—all the more reason why 
the nation’s business finds Air Express 
essential to profit-making. 


Specify Air Express-a Good Business Buy 


Shipments go everywhere at the speed of flight 
between principal U. S. towns and cities, with 





| RATES CUT 22% SINCE 1943 (U.S. A.) 












































: : : 4 air ‘Over 40 ibs 
cost including special pick-up and delivery.  |sues|?**|***|#™ #0 te | per 
Same-day delivery between many airport towns — ere 
4 nd iti “ F st . t ° il et d f 349 102 118 2.30 3 68 92ic 
a cities. astes air-rall service to an rom seo | 107] 142| 384| 614) 15.35¢ 
23,000 off-airline communities in the United voes | 1.17] 198] 768] 1228] 30.706 
States. Service direct by air to and from scores oe soe ee 

. ° —_ s or | ? | 
of foreign countries in the world’s best planes, nso | 10 asa] waa] ne ee 


giving the world’s best service. 
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INTERNATIONAL RATES ALSO REDUCED | 








ZSS 


GETS THERE FIRST 


Ask Today for the Time and Rate Schedule 
on Air Express. It contains illuminating facts 
to help you solve many a shipping problem. 
Air Express Division, Railway Express Agency, 
230 Park Avenue, New York 17, N.Y. Or ask 
for it at any Airline or Railway Express office. 





Phone AIR EXPRESS DIVISION, RAILWAY EXPRESS AGENCY 


Representing the AIRLINES of the United Stotes 





Tack-plate and tacks—Before its 
general collapse, OPA had authorized an 
increase of $6.50 per net ton on tack. 
quality plate, effective at all basing points, 
Its new price was 3.05 cents per pound, 
although OPA had been petitioned for a 
price of 3.20 cents per pound. Since the 
former figure was regarded insufficient, 
it seems quite likely now, that freed pric 
ing may go to the 3.20 level. A relatively 
small tonnage of tack-plate is produced, 
but it is important to the tack industry 
(whose prices may now be affected), and to 
such users as shoe and automobile up- 
holstery manufacturers. During the war 
years, production jumped to around 20,000 
tons from a prewar average of about 10,000 
to 11,000 tons. Only two producers are 
said to be making tack-plate now. 

as . * 


Kitchen cabinets—S. M. Weinthal, 
president, Walters Mfg. Co., Oakmont, Pa., 
has announced that the prices of its line 
of steel kitchen cabinets will not advance 
excepting in the event of “sharp and steep 
increases in our steel costs.” 


Churns—Alabama Mfg. Co., Birm- 
ingham, Ala., has announced price adjust- 
ments on Gem Dandy electric churns, 
effective Nov. 4. Recommended dealer 
prices are, Postwar Deluxe, white motor, 
switch in cord, $12.49 and Postwar Stand- 
ard, black motor, $11.02. On its Gem 
Dandy Duraglas jars recommended dealer 
prices are: 3 gal. Duraglas jar with cover 
and handle, $1.17 and on the 5 gal. size, 
$1.47. 


Structural shapes—Geneva Steel 
Co., Geneva, Utah, subsidiary of United 
States Steel Corp., has announced that as 
of Nov. 12, it has cstablished Geneva, Utah, 
as a basing point applying to its sales of 
standard structural shapes within the 
range of sizes, grades, finishes and specifi- 
cations currently produced at Geneva, 
Utah. The delivered price at Geneva, for 
standard structural shapes will be $2.525 
per 100 lbs. in carload lots. Delivered 
price to other destinations will be quoted 
upon request. Prices are subject to the 
seller’s current list of extras, standard con- 
dition of sale, and are subject to changes 
without notice. Shipments will be invoiced 
at prices and extras in effect at time of 


shipment. 
. . . 


Non-ferrous metals advance — 
On Nov. 12, the price of domestic copper 
was increased to 17% cents per pound, by 
the Kennecott Copper Corp. This was an 
advance of 3% cents a pound above the 
old and abolished OPA ceiling price. Both 
lead and zinc prices also were raised to 
10% cents per pound by leading producers. 
The American Zinc, Lead and Smelting 
Company raised its prices for prime west- 
ern slab zinc 1% cents, to 10% cents per 
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Z W/ Perfectly Timed for Holiday Gift Selling 


e° Perfectly Priced for the Big Beginners’ Market 


6 ee 
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“BEGINNERS’ LUCK” 
No. 81 X-acto Modelbuilder’s Basic Kit 














Contains X-acto No. 2 Knife — all-metal 
(X-acto uses no more substitute plastics! ), 
with firm-grip handle and vise-like collet 
construction which locks blades in so they 
can’t fold under. With 5 extra, scalpel- 
sharp, interchangeable blades; 1 3-inch 
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saw blade; 1 3-inch whittler’s blade. Plus 
1 X-acto block planer and 1 X-acto #41 
sander. In an attractive cardboard box, to 
retail complete for $2.50. 



































Every kid will love to get it. Every parent, 
uncle, friend, will be delighted to give it. 
Rush your order now, for prompt delivery, 
so you can cash in on the full Christmas 
gift season. Fair traded, of course, to 
protect your profits. 


OTHER CHRISTMAS SALES BOOSTERS — 


e 50 Christmas gift cards available to 
each X-acto dealer FREE. 


e FREE Christmas displays and news- 
paper mats. 








®@ Big-Time national advertising cam- 
paign in Life, Look, Collier’s and Sat- 
urday Evening Post, plus leading hobby 
and craft magazines. 


Me 


























. 7 c , 2 oe oe oe oe oe oe ee ee ee ee ee ee 4 

Complete line of knives and tools, selling singly Alfred Field & Co. ' 

and in sets, from 25c to $12.50. Mail the coupon 8 (Sole Distributors in the Hardware Field) r] 

today...hop on the X-acto profit sleigh! ; 93 Chambers Street, New York 7, N.Y. ; 

* 1 Please send me complete information on X-acto § 

§ Knives and Tools. i 

ee 3 ey 

4 i 

y NAME i 

i i 

KNIVES & TOOLS ADDRESS 

* I cITy & ZONE STATE . 

X-acto Crescent Products Co., Inc., 440 Fourth Ave., New York 16 4 | 

In Canada: Handicraft Tools, Ltd., Hermant Bldg., Toronto cn mn a a a a 
Reg. U.S. Pat. Off. 
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GUARANTEED 





SELL THE 


NATIONALLY ADVERTISED 


[AGNAGRIP 


Leading stores nationwide are 
re-ordering increasing quanti- 
ties of this amazing nationally 
advertised item—the only mag- 
netic knife and tool rack on the 
market today. Here’s the only 
rack that securely holds knives, 
scissors, cooking forks, screw 
drivers, wrenches and other odd 
shaped tools, heavy or light. 


Sales Representatives: JOHN H. GRAHAM & CO., INC., 
R. E. PHELON COMPANY, 199 Union Street, Springfield, Mass. 


Manufactured Only By: 


SEULS ON SIGHT , 









TO HOLD ITS MAGNETISM! 






Magnagrip gives you a multiple 
sale and a multiple profit. 
Heavily plated and white enam- 
eled, it’s easy to keep clean; 
adds to the beauty of any smart 
kitchen; can’t get out of order. 
Packed ¥% dozen in colorful 
display container as illustrated, 
individually boxed. Length 9 
inches. Retail $2.95 each. 


105 Duane Sc., N. Y. 8, N. Y. 
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pound. Following these advances, the pric 
of grade A tin recovered from scrap wa 
raised 18 cents to 70 cents per pound, Ney 
York. The government still has the ay 
thority to import both copper and lead 
and, if necessary, sell them domestically a 
less than the foreign purchase price. | 
cannot do this, however, with zinc. These 
price increases for copper, lead and zine 
may be expected to increase production 
sufficiently to break manufacturing bar. 
riers, and ultimately lead to lower prices 
for finished products, manufacturers feel 
However, it will be months before in 
creased lead production meets the demands 
of industries such as battery producers, 
The average automobile battery requires 
about 24 lbs. of lead, and large batteries 
for diesel engines use as much as 1,800 lbs, 
Zinc has been about as scarce as lead. 
Production in New Mexico and Mexico is 
expected to increase with the higher price. 
Its use is essential for dry-cell batteries, for 
galvanizing steel and iron, and for many 
other purposes. 

* * *@ ay 


Metals subsidies dropping—CPA 
officials have said that increases in market 
prices for copper, lead and zinc would 
automatically reduce government subsidies 
paid to mines for exceeding production 
quotas. The new market prices have re 
placed ceiling prices, for determining the 
amount of government subsidy that could 
be earned by a producer. Under the in- 
centive plan, producers have received vary- 
ing subsidies above the ceiling, for exceed- 
ing quotas, but not more than an amowat 
which would make the total revenue to the 
producer, including selling price and sub 
sidy, 28 cents per pound for copper, 15% 
cents per pound for lead, and 17% cents 
for zinc. Any rise in selling prices thus 
lessens the subsidy, and if prices shall rise 
above these maximums, subsidies would 
cease. 

* * o 


Metals price changes—Following 
the ending of price ceilings, mid-November 
found these changes in effect on the lead- 
ing non-ferrous metals. Electrolytic copper 
—(Connecticut) advanced from 14.37% to 
17.50 cents per pound. Pig Lead—(New 
York) advanced from 8.25 to 10.50 cents 
per pound. Prime Western Zinc—(E. St. 
Louis) advanced from 9.25 to 10.50 cents 
per pound. Grade A Tin—(New York) 
advanced from 52.00 to 70.00 cents per 
pound. 99% per cent Antimony—(Lare 
do) advanced from 14.50 to 23.50 cents 
per pound. With these advances the prices 
of metals in the domestic market were 
more fairly, but not yet fully, in line with 
“world” prices. Later, on Nov. 18, lead- 
ing companies raised lead 1.30 cents per 
pound further, to 11.80 cents, following the 
government’s decision to terminate its pre 
gram of purchasing all imported lead. At 
the new price, the quantity of lead im 
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HERE THEY ARE! 





MUFFIN PANS 
Six-muffin pan 7” x 10". One dozen to bundle. 
Six dozen make 100 pound shipment. Retails 


at $1 each. 


immediate Delivery — F. 0. B. Greenville, Texas — 2°/. — 10 Days— Net—30 Days 


MISSOUR| (—aRPEr +4 
KANSAS i: ri - 
OKLAHOMAS ' 


MERCHANDISE MART - OKLAHOMA CITY 2 


TEXAS 

















CORN STICK PANS 
Seven-stick pan 51,"x11". One dozen to 
bundle. Six dozen make 100 pound ship- 
ment. Retails at $1 each. 
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KNOW how they are used, A | 


and you'll sell her BOTH 


While she’s buying a Rubbermaid Bathtub 
Mat, show her the Rubbermaid Toilet Top 
Tray to match. Tell her how and where it’s used, 
what it’s used for. You'll write up two sales on 
one sales slip. 

The toilet top tray fits on the tank-top of any 
toilet, makes a safe and convenient place to set 
cosmetics and toilet articles without danger of 
breakage and accidents. 

The Lethend mat has suction cups that pre- 
vent slipping and falling in the tub. Both items 
are made in several matching colors to har- 
monize with bathroom color schemes. 

All Rubbermaid Houseware is molded from 
specially-compounded Wooster synthetic rub- 
ber that outlasts natural rubber 4 to 5 times. Is 
highly resistant to oil and grease, hot water, 
soap, and heat. Easy to keep clean. 


HOUSEWARE 

























Consult the Rubbermaid 
catalog and sales manual to 
know the many uses of Rub- 
bermaid Houseware. You'll 
find Rubbermaid a profitable 
line for you to push. It is 
backed with national adver- 
tising in the women’s maga- 
zines your customers read. 
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A "Big Four” 
making 


Profit 


History 


THE QUALITY QUARTET 


PATENT CEREALS COMPANY 


GENEVA, N. Y 














ported into the United States through pri- 
| vate sources is expected to increase ma- 








terially. The present rate of domestic pro- 
duction is inadequate to satisfy the cur- 
rent demand. On Nov. 20, Phelps Dodge 
Corp., announced a further increase of two 
cents in the price of electrolytic copper, to 
19% cents per pound, New York. This 
move closely followed the cessation of U. S. 
government copper buying, and it will nar- 
row the temporary competitive advantage 
which the domestic producers have had 
over foreign producers. No immediate 
hopes are held for a cut in copper tariffs. 


« * > 


Copper and brass products - 
Anaconda Wire & Cable Co., following its 
increase on domestic copper to 1944 cents, 
immediately lifted its copper wire prices by 
1.7 to 2.2 cents a pound. Bare wire was 
increased to 26,02 cents, up 2.2: weather- 
proof wire to 26.92, up 1.7, and magnet 
wire to 29.68, also up 2.2. American Brass 
Co. advanced its prices for copper products 
two cents per pound and made proportion- 
ate increases for brass, bronze, and othe: 


alloy products. 
* * 


Rolled zine products advance 
Following the Nov. 12 increase on slab zine, 
on the same date, some companies an- 
nounced that their prices on all rolled zinc 
products were advanced 1% cents. Lead- 
ing manufacturers of zinc dust also an- 
nounced an advance in price of 1% cents 
to the basis of 12.50 cents, delivered in car- 
loads. American Zinc, Lead & Smelting 
Co. raised by one cent per pound, in car- 
load lots, its price for zine oxide, lead- 
free, to a new price of 9 cents for Ameri- 
can processed oxide, and 11% cents for 
French processed. Zinc oxide is used in 
the rubber, paint, lacquer, enamel, ceramic, 
match and adhesive industries, among 


others. 


= * 2 


CPA metals controls—Still effec- 
tive, apparently, is the November 12 an- 
nouncement issued from Washington by 
CPA Administrator Small, to the effect that 
(1) all priority and allocation controls on 
the major non-ferrous metals continue fully 


| effective, (2) that no decontrol action is 


contemplated, and (3) that existing con- 
trols on imports and exports will remain in 
effect indefinitely. 
- * > 
Crude oil advances—Some pro- 
ducers have announced price increases 
ranging from 10 to 20 cents per barrel for 
crude oil purchased in Colorado, Wyoming, 
Kansas, Oklahoma, and Texas. Some other 
producers added 10 cents to crude oil 
prices from Arkansas, Louisiana, and Mis- 
sissippi. All these increases were made 
retroactive to Nov. 15. 
. * 7 
Turpentine and chemicals — 
Among price changes recently reported, 


was a 20 cent per gallon rise in turpentin 
at Savannah, Ga., in the first sales of this 
product since the lifting of OPA controk 
Bidding began at $1.10, and sales wep 
made at $1.25 a gallon. The Solvay Say 
subsidiary of Allied Chemical and Dy 
Corporation, the country’s leading produce 
of alkalis, has announced price increases ¢ 
10 to 20 cents per cwt. in caustics soda ané 
soda ash for 1947 delivery. Shortages ¢ 
soda ash, used in glass, have been blamed 
for curtailed production of bottles and other 
glass products. 

























* * . 








Aluminum unchanged — As ¢ 
Nov. 12, Aluminum Co. of America ind 
cated that metals price decontrol by OPA 
would have no immediate effect upon ale 
minum prices. They were decontrolled ix 
Nov., 1945. “Of course, higher cost factor 
might later necessitate some adjustments,” 
said the company. There is “some specv- 
lation” that aluminuum may be in an im 
proved competitive position in view of the 
advances in copper. 
















* > * 


Batteries — The Electric Storage 
Battery Co. has raised prices on batteries 
from 15 to 20 per cent, depending on siz, 
due, the company said, to the higher prices 
of lead. The demand for batteries is » 
great that they are being sold by dealers 
even before they are received, the com 
pany reports. Decontrol of lead was e- 
pected to result in increased production of 
batteries, but thus far it has not been re 
flected in the company’s plant operations, 

7° > * 

Proctor appliances — Effective 
Nov. 18, the list price of the Proctor mode 
975 Champion Iron will be $10.95, an in 
crease of 10 cents over the OPA approved 
price before decontrol, Joseph Tiers, # 
sistant general sales manager, Proctor Eke 
tric Co., Philadelphia, Pa., has annoumel 
The new Proctor pop-up toaster with “color 
guard” to be placed on the market shortly 
will have a list price of $17.95. Model 146 
will replace the model 1472 currently har 
ing a retail list of $18.00. The list, $1410 
Proctor Never-Lift model 9668 


remains unchanged. 


on the 


. * * 


Retain former prices — Prices 
Maytag and Automatic washing machines 
will remain unchanged for the present fol 
lowing their decontrol, company officials 
stated on Nov. 11. Fred Maytag, president 
of the Maytag Co., said his firm also 
urging dealers to adhere strictly to the 
recommended retail price. W. Neal Gal 
lagher, Automatic Washer Co. president. 
made a similar statement. Factories of 
both companies are said to be operating 
at peak production, within the limits of 
available materials and labor. 

: ” . 
Hardwood flooring—E. |. Bruce 


Co., hardwood flooring producer, said prices 
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SPRAY OR BRUSH + SELF-LEVELING - 
INTERIOR + EXTERIOR + QUICK-DRYING 
* UP TO 800 SQ. FT. PER GALLON - 
1 COAT COVERS MOST SURFACES ° 
RESISTS HEAT UP TO 600° F. 








116 West fIlinois St., Chicago 10, Illinois 
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BASEMENTS, 
FURNACES, PIPES 


Yes... Cres-Lite SYNCHROME Aluminum Paint is 
truly ‘The Paint of 1001 Uses’? 

It is a quick-drying, synthetic resin, oil paint, guar- 
anteed to contain only pure 325 mesh aluminum, and 
the highest quality grades of OIL, PIGMENT, and 
SYNTHETIC RESIN. 


One coat of SYNCHROME completely covers most 
surfaces with a chrome-like finish unsurpassed for its 
resistance to heat, moisture, fumes, weather and cor- 
rosion. Its high hiding power and durability make it 
the best protective coating for any interior or exterior 
surface. For complete details write for a free copy of 
“A Guide to Using Aluminum Paint’’. 


Manufactured by 


CRESCENT Bronze Powder Company 


1841 South Flower St., Los Angeles 15, California 











As New As 


Tomorrow! 


Set in a Brand New, eye-catching 
Orange & Black display of 
special design, the GREAT 
NECK Red-and-Black PLASTIC 
Handle Wood Chisel is as 
popular as ever! 





< Crear Neck » 


HANDLE 






UNBREAKABLE = 


C700’ 
CLTISE4 
a 






New Display of 


No. 22 Unbreakable Handle 
Wood Chisel 


Each Chisel is of scien- 


tifically tempered high grade 
alloy steel. 


Each Handle is of Red- 
and-Black Plastic that is 
% Unbreakable! 
% Shatterproofl 
¥& Splinterproof! 
%& Warp-proofl 


THE GREAT NECK 
SYMBOL OF QUAL 
ITY & SERVICE 








GREAT NECK SAW 
MANUFACTURERS, INC. 


| even 







will not be increased on its product at 


present. 
e424 2s 


Tires—On Nov. 11, Goodyear Tire 
& Rubber Co. announced that it expects to 
maintain the existing price level of tires, 
though price controls have been 
abolished. ee 


Rubber uses relaxed—On Nov. 
16, CPA further relaxed its specifications 
on rubber products, allowing the use of 
additional amounts of natural rubber, in 
the manufacture of a long list of goods. 
The change, CPA said, will require the 


| over-all use of about one per cent more 


| they wish 








MINEOLA, L. |. 





natural rubber than previously. CPA re- 
ported that consumption of rubber latex 
and certain qualities of crepe natural rub- 
ber “are still under rigid control because of 
extremely short supply, since these types 
have not yet returned to quantity produc- 
tion in the Far East.” The new rulings 
permit use of some natural rubber in 36 
types of products for the first time since 
war controls were instituted. It increases 
the amount of natural rubber to be used 
in 28 others, and permits manufacturers as 
high a percentage of butyl synthetic as 
in making 121 other items. 
Among new products now allowed some 
natural rubber are X-ray sheets; ear plugs, 
heater gaskets, hard rubber combs, airbrake 
and air-signal hose, refrigerator parts, heat- 
ing pad coverings and baby carriage top- 
ping. Some items in which additional 
natural rubber may be used are water 
meter parts, escalator hand rails, street 
sweeper belts, brake linings and blocks, 
clutch facings, all printing rubber preducts, 
and round transmission belting. Examples 
of products in which butyl may be used 
for the first time are all hose, flat trans- 
mission belting, industrial gloves, fly paper, 
rubber footwear, wringer rolls and pedal 
pads. -_ +s 


End Manila import restrictions 
—On Nov. 18,’ CPA announced an end 
to import restrictions on manila hemp, and 
discontinuance of government purchases of 
the fiber from the Philippines. CPA said 
that the action does not mean that the 
shortage of manila fiber is over, but that 
it resulted from negotiations initiated by 
the Philippine government “to re-establish 
a free-market.” Production of manila fiber 
en United States-owned plantations in Cen- 
tral America, as well as public purchases 
of other hard fibers from Mexico, Portu- 
guese Africa and Haiti are being con- 
tinued. CPA said that domestic controls 
on cordage fibers will remain in effect. 

** 

Radio output sets record — A 
new monthly record of 1,670,444 radios 
were built in October, and if the present 
rate of output continues, 1946 production 
will surpass that of any preceding year, the 
Radio Manufacturers Association has an- 


nounced. 
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Priority on house paint — CPA 
recently has added exterior house paint to 
the set-aside list for priority use in the 
veteran’s housing program. Its order ap 
plied to primers, undercoats, finish coats, 
and stucco and cement paints. Trim colors, 






































porch and deck paints and exterior enamels aah 
were excluded from the reserve order. aa 
> * . 

constru 

Warning to home builders — 4 Fo onths 
warning to home builders to adhere to favento 
FHA ceiling sales prices came from Earl probab 
W. Clark, an OPA regional administrator, will le 
Commenting that he had received com- proach 
plaints that some builders are changing § cpeven: 
specifications half-way through a job, then ean is 
insisting on a highér purchase price, Mr, market 
Clark reminded that the veterans’ emer J jand ¢ 
gency housing program prohibits charging shippec 
more than the FHA sale price “even for tion du 


additional work or equipment requested by 
the buyer.” 
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> * * 


Cooking stoves, ranges—Produe- 
tion of domestic cooking stoves and ranges 
in September amounted to 306,000 units, 
a decrease of six per cent from the 325,000 
produced in August, according to a report 
released by the Bureau of the Census. This 
decrease, which occurred in most types of 
stoves and ranges, was at least partially 
due to a smaller number of working days 
in September. Shipments also decreased 
in September, totaling 301,000 units, valued 
at $21,500,000, compared with shipments 
of 325,000 units, valued at $23,100,000 in 


August. In addition to the production of ers. 
stoves and ranges, 120,000 miscellaneous accoun 
cooking appliances were also produced in scrapp’ 
September. These include gas hot plates, purcha 
portable and drum ovens, needle valve it rule 
wer 1: 


stoves, and other small kerosene, gasoline 
and fuel oil stoves. Of the total number 
of domestic cooking stoves and ranges pre 
duced, gas ranges accounted for 49 per 
cent; electric ranges, 20 per cent; kew 
sene, gasoline and fuel oil stoves and 
ranges, 15 per cent; coal and wood ranges 
and cook stoves, 11 per cent; combination 
ranges, three per cent; and _ bungalow 
ranges, two per cent. 
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Domestic heating steves — Pro 


o 
the h 





duction of 365 thousand domestic heating were 
stoves in September was only 2 per cent figures 

lower than the August output in spite of land, 
the fact that there were fewer working Cleane 
days in September than in August, accord- ber fa 
ing to a report released by the Bureau of cleanet 
the Census. Shipments during September industs 
amounted to 392 thousand units, valued at in Sey 
$7.6 million, 3 per cent higher in quantity toppin, 
but 1 per cent lower in value than August. 1941, 1 
an eR by 10% 
Building materials—W. F. Ste — 
vens, CPA’s Chicago district manager, pre to 1,76 
dicts an early end to shortages of building Octobe 
materials now freed from government price seed 

controls. “With the exception of millwork, 
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ast soil pipe, and hardwood flooring, pro 
fuction ‘and supplies of building materials 
should be close to or equal to the demand 
by Jan. 1,” said Mr. Stevens. Scarcities of 
millwork, soil pipe, and flooring probably 
will be cleared up by March 1, he said. 
These opinions were based on the added 
incentive to production resulting from elim- 
ination of ceilings, and the fact that low 
construction activity, general in winter 
months, will permit producers to build up 
inventories. “Building material prices 
probably will rise temporarily, but they 
will level off as production begins to ap- 
proach or exceed the demand,” said Mr. 
Stevens. “No sensible American business 
man is going to price himself out of the 
market.” He commmented that lumber de- 
mand already is beginning to fall off. Mills 
shipped only 90 per cent of their produc- 
tion during October. Production of bricks 
is far ahead of demand. CPA still controls 
the allotment of a number of essential ma- 
terials, and their use for general consumer 
goods may be restricted in favor of the 
housing program. Among essential raw 
materials remaining under CPA _ jurisdic- 
tion are lead, zinc, tin, rubber, construction 
steels, certain chemicals, and burlap. Cop- 
per and sheet steel not required for hous- 
ing are free of its control, however. 
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Iso decreased Credit controls eased—On Nov. 
) units, valued 15, the Federal Reserve Board scrapped 
ith shipments most of its controls over installment buying 
$23,100,000 in and over the extension of credit by retail- 
production of ers. It lifted entirely its curbs over charge 


accounts and single repayment loans, While 
scrapping its regulations over installment 
purchases of 24 types of consumer goods, 
it ruled that credit restrictions be retained 


miscellaneous 
produced in 
is hot plates, 
needle valve 





ene, gasoline over 12 scarce items, namely: Automobiles, 
total number refrigerators, cooking stoves and ranges; 
d ranges pro- washing machines, ironers, dishwashers, air 
for 49 per nditioners, radios and phonographs; sew- 
cent; ker hg machines, vacuum cleaners, furniture, 
stoves and ind rugs. With the exception of these 12 
wood ranges items, lenders and borrowers, or sellers and 
combination buyers, will be free to work out their own 
d_ bungalow terms. 
~ * * 

Vacuum cleaners—aAll records of 
eves — Pro the household vacuum cleaner industry 
sstic heating were broken in October, according to 

2 per cent figures announced by C. G. Frantz, Cleve- 
in spite of land, Ohio, secretary-treasurer, Vacuum 
yer working Cleaner Manufacturers’ Association. Octo- 
rust, accord- ber factory sales of standard-size domestic 
» Bureau of cleaners totalled 259,153 units, beating the 
- September industry’s greatest pre-war month, 175,869 
s, valued at in September, 1941, by 47 per cent, and 
in quantity topping the comparison month of Oct., 
han August. 1941, final prewar year of full production, 
by 107 per cent. Sales for all 1941, the 
W. F. Ste industry's record prewar year, were passed 
ieee in the first 10 months of 1946, amounting 
of building to 1,763,505 against 1,670,129 for the year. 
é October sales compared to 216,219 in the 

ment price 2 
¢ millwork, preceding month and were 15 per cent 
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YOUR 
CUSTOMERS 
HAVE A 
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Your customers have read Pyrene 
ads every month, month after 
month, They appear regularly in 
Saturday Evening Post, Time, Bet- 
ter Homes & Gardens, House 
Beautiful, House & Garden, Path- 
finder, Parents’ Magazine and 
Country Gentleman as well as in 
industrial, technical and special- 
ized publications, These ads con- 
stantly impress them with the 
dangers and destructive power of 
fire and the value of protecting 
their homes and property with 
Pyrene— putting out fires before 
they spread and cause great dam- 
age. When you push Pyrene, a fa- 
miliar name, backed by national 
advertising, your sales will be 
quicker and easier, and you'll add 
prestige to your own store. 


WHY DON'T YOU 
CASH IN 
ON IT? 


Pyrene supports the dealer with 
attractive window displays and 
streamers, counter displays, book- 
lets. pamphlets and newspaper 
mats. Tie in your own advertising 
with Pyrene’s national campaign. 
And — important to you—Pyrene 
means more sales for you, not only 
in the initial sale but for refills 
later. Ask your jobber about Py- 
rene’s special offer, the No.4 Profit 
Kit; it’s a natural for increased 





Makers of Pyrene Tire Chains 


Syrene Manufacturing Compan) 


NEW JERSEY 


NEWARK 8 


oo 


Affiliated with the C-O-Two Fire Equipment Co 
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OP 
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_ WORLD'S 
- GREATEST 









BASEMENT 
BRACKET 


The basement bracket with 
the three patented ROP- 
LOC hooks is a tremendously 
fast seller for winter months. 
Easily installed to any base- 
ment beams...clothes lines 
are hung easily . .. without 
any slack. The best value on 
the market...a 98c retailer. 


olso... 


© ROP-LOC 4 Line Pole 
© ROP-LOC 3 Line Pole 
© ROP-LOC Clothes Props 


Have You Seen The New- 
est In Closet Clothes Bars 
—the patented Rop-Loc 
WARDO-BAR — write for 
full particulars. 


ROP-LOC 


PRODUCTS COMPANY 


1401 WEST 9th STREET 
CLEVELAND 13, OHIO 

























greater than 226,060 in August, second 
highest month this year. 
7 > * 

Oil burners—Factory shipments of 
oil burners totaled 55,713 during Septem- 
ber, according to a report released by the 
Bureau of the Census. Although there were 
fewer working days in September than in 
August, the number of oil burners shipped 
in September almost equalled those shipped 
in August. Shipments of oil burners dur- 
ing the first 9 months of the year continued 
to run far ahead of the corresponding 
periods of 1945 and 1944. The number of 
oil burners shipped during the first 9 
months of 1946 was 343,003 as compared 
with 106,422 and 53,239, respectively, for 
the same periods in 1945 and 1944. In 
September, residential type oil burners ac- 
counted for 94 per cent of the total while 
the remaining 6 per cent were commercial 


and industrial oil burners. 

oe . - 
Lumber—Production in Aug., 1946, 
amounted to 3,450,645,000 board feet, 


greatest production in any month since the 
beginnings of CPA’s (or its predecessors’) 
publication of figures. August was the 
eighth successive month to show an increase 
and the fourth in a row to exceed three 
billion board feet. This production is a 
9.0 per cent increase over July, 1946, and 
26.9 per cent more than Aug., 1945. Total 
production to date 1946, is 10.0 per cent 
more than for the same period of 1945. 


* > * 


Scooters — Hamilton Steel Prod- 
ucts, Inc., of Chicago, in the twelve-month 
period ended Nov. 1 manufactured and 
shipped 1,016,840 children’s scooters. 


Surplus property — Preliminary 
figures for surplus property disposal by all 
domestic agencies in October show that 
$558,035,000 in original cost surplus was 
disposed of, War Assets Administration re- 
ported recently. This figure makes October 
the fourth best disposal month on record 
with a gain of more than $100,000,000 over 
the previous month of September. October 
disposals, however, were still well below 
the June peak of $913,054,000. 


* - . 


Kitchen cabinets—Production of 
both steel and wood units is now about 50 
per cent greater than before the war be- 
cause of Civilian Production Administra- 
tion directives channeling steel to cabinet 
manufacturers and because of the large 
number of new manufacturers in the field, 
CPA said recently. Although cabinet out- 
put is not up to the goals of the housing 
program, it is keeping pace with the actual 
rate of home construction CPA officials esti- 
mated. 
+ > * 
Building contract decline — Declines 
in residential building were indicated in 
October on the basis of construction con- 







tracts awarded in the thirty-seven states 
east of the Rocky Mountains, it was me 
ported by F. W. Dodge Corp., New York 
City, a fact-finding organization for the 
construction industry. On the basis of re 
ports from its field staff, the Dodge corpo 
ration revealed that October contracts for 
home building totaled $235,068,000 against 
$293,831,000 in September. It was reported 
that 33,440 dwelling units are to be erected 
under provisions of October awards. In- 
creases in non-residential awards were re 
ported in October, the gains being espe 
cially pronounced in buildings used for 
manufacturing purposes. Total non-residen- 
tial building awards were $225,355,000 
against $169,627,000 in the preceding 
month. Total of all building contract 
awards in October was $573,206,000 against 
$619,857,000 in September. Pronounced 
gains earlier in the year brought the total 
for the first ten months to $6,528,699,000 
as compared with $2,598,531,000 in the 
corresponding 10 months of 1945. Twenty- 
three per cent of the dollar volume of all 
contracts awarded during the first 10 
months of this year was for projects classi- 
fied as publicly owned. 


* * a 


Retail sales—Sales of independent 
retailers were 24 per cent higher in Octo- 
ber, 1946, than in Oct., 1945, and increased 
Y per cent for October compared with Sep- 
tember of this year, according to an an- 
nouncement released by J. C. Capt, Direc- 
tor of the Census. These data are based 
upon reports from 28,503 retail merchants 
representing most kinds of business in’ the 


country. 
* + a 


September stove output — Pro 
duction of domestic cooking stoves, ranges 
and heating stoves dropped “mildly” in 
September, from August figures, the Bu- 
reau of the Census reports. Cooking stove 
and range production amounted to 306,000 
units, a dereacse of 6 per cent from Aw 
gust, but this was at least partially due to 
the smaller number of working days in 
September. This also was the Bureau's 
explanation for a 2 per cent drop in heat- 
ing stoves in Sptember, below the August 
output. Production of heating stoves 
amounted to 365,000 units, and shipments 
in September rose to 392,000 units, valued 
at $7,600,000, a 3 per cent gain in quantity 
but one per cent loss in value, compared 


with August. 
* > + 


Bedding—Significant in a recent 
interview reported, with J. P. Fanning, 
secretary and general manager, National 
Association of Bedding Manufacturers, was 
his statement that “removal of OPA ceil- 
ings will result in a new application by 
manufacturers, of initiative in styling their 
lines and in adding new features to their 
products.” Bedding products were stan- 
dardized and shipped to minimum specifi- 
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FULL OF PROFITS FOR THE DEALER! 
REGULAR SHIPMENTS NOW BEING MADE 


8 gauge line complete 


See our /16 fc 


Set packing for ali purposes 
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ALUMINUM 


.. IN HEAVY GAUGES THAT LAST FOR AGES! 


The New Super Stemcoware* is made of 10 gauge 
MIRROR FINISH aluminum. It's thick — strong — 
light — handsome — Heirloom aluminum that your 
customers will treasure as they do their grand- 
mother’s wedding finery. Its popular price 
makes for rapid turnover of these saucepans, fry- 
ing pans, chicken fryers, sauce pots, grillettes, 
double boilers, egg poachers, bun warmers, 
casserole dishes. They have heat-proof, graceful, 
molded plastic, easy to grasp handles. 


I. LEVY SONS ar: eo 


SOLE NATIONAL DISTRIBUTORS for STEMCO 


P. S. We are delivering a four-cup, plastic 
handle, egg poacher in our regular weight line. 

































Wow / 
A POWER PUMP 


For 
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PUMPS CISTERN TO-KITCHEN TS 











OPERATES with . GASOLINE 
or ELECTRIC MOTOR 


Wherever a pitcher spout pump is 
used, the Simer Paddle Pump will 
do it better. It irrigates gardens, 
pumps lubricating oil, fills stock 
tanks and silos, empties basements, 
fights fires, pumps shallow wells 
and cisterns—does any job where 
lift does not exceed 20 ft. Features: 
Elastic impeller usually outlasts 
bronze pump case... pump resists 
wear in sandy water . . . instant 
self-priming . . . runs either direc- 
tion ... no packing or stuffing box. 
4" and 1” sizes, 1750 RPM. Re- 
tails as low as $20 for pump, coup- 
ling and base (without motor). 
Write for literature. 
JEROME SIMER COMPANY 
422 Stinsee Besleverd 
Mineeepells 13, Minn 


g Ht 


cations under OPA ceilings. This was the 
result of difficulty in obtaining a satisfac- 
tory price ceiling from OPA for improved 
merchandise. As a result of removal of 
ceilings it is now predicted that “competi- 
tion will center on ingenuity rather than 
price.” This same result may quickly be 
seen in other lines, perhaps of greater in- 
terest to hardware men in general. Wel- 
come, if held to a reasonable extent, there 
is danger to the dealer in a sudden avail- 
ability of many new and finishes 
in his lines, which the war perforce stand- 
ardized and simplified, to an extent greatly 


“options” 

















PADDLE PUMP 








aiding and inventory control. 
This trend will bear watching, as new an- 


nouncements come from various industries. 


turnover 


af * * 


Large demand for “sleep prod- 
ucts” — Secretary Fanning reported that 
removal of OPA controls has resulted in 
increases in cost of supplies to bedding 
manufacturers, and these are 
scheduled to be passed along to consumers 
in the form of higher prices. If materials 
were readily available, he predicted, bed- 
ding manufacturers could quickly clear up 


increases 


their backlogs and keep up with current 
demand, because their productive capacity 
has increased to one and one-half times 
the pre-war peak. While total production 
of mattresses this year is equal to 1940, 


| output of innersprings is only 60 per cent 


of the pre-war year. A compensating 
factor, however, has been increased pro- 
Production 
of boxsprings amounted to 200 per cent of 
1940, bedsprings, 85 per cent: metal beds 
and cots, 120; and sofa beds and studio 
couches, 120 per cent. 


duction of cotton mattresses. 


Increased produc- 






tion of innerspring mattresses is very douly 
ful due to a shortage of cotton linten 
Production of sofa beds and boxspringg iy 
expected to reach the point shortly wher 
demand can be met. Bedspring produ 
tion will increase as the wire shortag 
decreases. 


























Amazing toy variety—A visit p 
the opening showings of toys in several 
department stores, reveals 
amazing variety, and many new and ip 
teresting offerings. Metals are back again, 
in tricycles, motion picture projectors, toy 
fire engines and electric trains which belch 
real smoke. But if the metal toy man 
facturers have gone “all out” to regain the 
market they lost during the war, plastics 
firms are just as determined to keep their 
advantages. 


leading city 





© * > 


Commodity index up—The whole 
sale commodity compiled by the 
Bureau of Labor Statistics, rose to 1358 
per cent of the 1926 average in the week 
ended Nov. 16, the first week following 
President Truman’s general decontrol ac 
tion. The index for that week compared 
with 106.3 in the corresponding 1945 week. 
Higher prices for some industrial raw ma- 
terials, coupled with firmness in agricul- 


index, 


tural prices, caused the latest strength 
shown by this index. 
- * +” 
September sales gains—aAs com- 


piled by the U, S. Department of Com- 
merce, sales by chain stores and mail-order 
houses in September totaled $1,715,000,000, 
an increase of 30 per cent over the same 
month last year. The total, however, was 
6 per cent lower than for August. As com 








They Can’t Overlook “Red Hot Sale Specials” 








Walz Hardware Co., Saginaw, Mich., has a table toward the rear of the store where 

odds and ends are shown occasionally as “Red Hot Sale Specials”. A sign carry- 

ing such copy and placed in a conspicuous spot usually attracts enough attention 
so that odd lot items are disposed of very quickly. 
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WIRE DISH 
DRAINER! 


Here’s a red hot item that will sell on sight. 
And the best part about it is that you can 
have all you want NOW to make many 
happy customers. 


@ Made of heavy steel wire 

@ All electric welded construction 

@ Bright nickel finish 

@ Size: 16%” x 13%” x 442” deep 
@ Separate compartment for silverware 
@ New design for more usable space 
@ Rack for cups, saucers, plates. 


Minimum Package 3 dozen 
Shipping Weight 60 Lbs 


F.O.B. East Hampton, Conn. 
$°7.80 per dozen 


SALES OFFICES 


New York, N. Y.—200 Sth Ave., Room #208 
Baltimore, Md.—205 Lombard Street 


Artistic WIRE 


PRODUCTS CO. Inc. 
East Hampton, Conn. 
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ECONOMICAL—QUICK—HEALTHFUL! 













TOP LINE’S 


NEW-REVOLUTIONARY 
CYLINDER-TYPE 
ROOM HEATER 




























ALSO AVAILABLE IN LIMITED QUANTITIES 












All Aluminum 







Improved Super-size 
1947 Model Lightweight 
Electric Automatic 
Churn Electric Iron 









30-Gallon 
All-White 
Electric 
Woter Heater 


















All-Metal 
Aitic Fan 
















TOP LINE 














Toys APPLIANCES 


TENNESSEE VALLEY 
ASSOCIATED MARKETERS 


GAMBILL BUILDING, NASHVILLE, TENNESSEE 
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AXES and HATCHETS 


The Collins Company, Collinsville, Conn 





recorded by stores selling principally dur- 
able goods, the department said. Sales of 
hardware, house furnishings, and automo- 
tive accessories stores increased approxi- 
mately 50 per cent, and sales by building 
material dealers, were up 8 per cent. Non- 
| durable goods stores showed an average 
| gain of 28 per cent over September, 1945, 
| with the largest increase—43 per cent—re- 
| orded by the general merchandise group. 
. . 7 


Building outlook for 1947—Esti 


pared to Sept., 1945, the largest gains were 


mates that 630,000 dwelling units will be 
built in the 37 states east of the Rockies 
in 1947, are made by Thomas S. Holden, 
president, F. W. Dodge Corp. His estimates 
assume that present priorities and alloca- 
tions of materials will be eliminated next 
year. This prediction would be a gain of 
35 per cent in number and 38 per cent in 
dollar volume from the anticipated 1946 
total. Decontrol of materials prices will 
stimulate increased output of many scarce 
items, Mr. Holden said, with new cost 
levels “lower than black market prices.” 


Remington-Peters Flat-Top Shell Crimp 
Invented to Eliminate ‘Blown’ Patterns 























These pictures show the progressive steps taken in the manufacture of Reming- 

ton Express and Peters High Velocity shotgun shells incorporating the new 

Flat-Top Crimp. The picture at the right shows how the crimp unfolds when 
the charge is exploded. 


O eliminate “blown” patterns. 

Remington Arms Co., offers Rem- 
ington Express and Peters High Veloci- 
ty long range loads which are now 
available in limited quantities in 12, 16. 
20 and 28 gages with the Remington 
and Peters New Flat-Top Crimp. This 
announcement, according to Remington 
Arms Co., Bridgeport. Conn., means 
that the average shotgun fan, through 
the use of these shells. is afforded a 


| better chance of making clean kills 
| from the duck blind and on upland 


game, as a result of increased shot pat- 
tern effectiveness at all hunting ranges. 

Before choke boring was invented, 
shotgun patterns were often very poor 
and very erratic. Constricting the bore 


| at the muzzle brought about a decided 
| improvement. 


Intensive research revealed that the 
fault lay not with the guns but with 
the shells themselves, says Remington. 
with the trouble traced to the shot wad. 
With the development of the new Flat 
Top Crimp this problem is said to have 
been solved. The closure of the new 
shell does away with the roll crimp and 
is claimed to allow an even and in- 
stantaneous opening of the shell with a 
clear field for the shot to travel un- 
hampered by any obstruction. The shell 
is sealed with a thin water-proofed 
paper disc, only three-thousandths of an 
inch thick, which breaks into segments 


adhering to the end of the shell body. 
The maker states that with the new 
Flat-Top Crimp shooters may expect 
100 per cent uniformity of pattern. 

From the 25-yard trap shooting line 
records show that 100 straight from this 
distance was accomplished only three 
times in the history of trapshooting, be- 
fore the advent of shells with the new 
crimp closure. Immediately following 
the pioneering of the new loads by 
Remington for trapshooting, a score of 
100 straight from 25 yards was made 
twice in one week by one shooter, ac- 
cording to the arms firm. 

Remington Express and Peters High 
Velocity shells with the new flat-top 
crimp are said to add five to ten yards 
to the shooter’s effective range. while 
elimination of “blown” patterns will 
further enhance his shooting ability. 





The new package designed for Rem- 
ington Express Shells made with 
the New Flat-Top Crimp. 


HARDWARE AGE 




















@&! 
























units will be 
the Rockies 
s S. Holden, 
His estimates 
_ and alloca- 
ninated next 
be a gain of 
} per cent in 
ipated 1946 
prices will 
many scarce 
h new cost 
ket prices.” 


np 
1S 








Reming- 
the new 
ids when 


hell body. 
| the new 
ay expect 
pattern. 

oting line 
| from this 
mly three 
voting, be- 
h the new 
following 
loads by 
a score of 
was made 
ooter, ac- 


ters High 
w flat-top 
ten yards 
ge, while 
erns_ will 
ibility. 





or Rem- 
le with 


ip. 


IE AGE 














COLDWELL tawn mower division __ iwwuren ny. 





DECEMBER 5, 1946 177 








we 





























When you handle the Coldwell 
line you're selling more than mow- 
ers. You're selling an established 
reputation, based on 79 years of 
manufacturing quality products. 
Customers everywhere know the 
Coldwell name . . . they know it’s 
their guarantee of quality perform- 


ance. 


You can recommend the Coldwell 


line because you know that Coldwell 
actively stands behind its products. 


Every Coldwell claim is made good 
... from factory to user. Find out 
now about the new Coldwell line, 


and our plans for the future. 
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New Yale Displays 


The Yale auxiliary lock window displays, 
lithographed in ten colors, features Yale’s 
new line of night-latches, emphasizing the 
new “one-arm” spring-latch. The girl on 


this display is the keynote illustration in 
all national promotion for these products. 
Although made from one large piece of 
die-cut and glued cardboard, this patented 
window display has three planes and 
shelves of two heights. Miniatures of it 
are furnished by Yale for store interiors. 
Yale & Towne’s Stamford Division, 200 
Henry St., Stamford, Conn 


Rubber Door Mat 


The new No. 1407 Door Mat of the 
Wooster Rubber Co., Wooster, Ohio, is 


available in black and brown and measures 


18 by 26 in. It has diamond-shaped design 
to catch and hold the dirt. The solid con- 
struction does not permit the dirt to fall 


178 


through onto the porch. Tapered edge 
reduces the hazard of tripping. Suggested 
to retail for $2.35 in eastern states and for 
$2.50 west of the Rocky Mountains. 


Plumbing Price List 


The Plumbing Products Co., 145 N. 
Washington St., Boston 14, Mass., which 
sells plumbing and heating specialties to 
wholesalers and hardware stores only, has 
issued a new price sheet applying to its 
Catalog No. 44. Prices have been set up 
in four quantity ranges: One to 11, 12 to 
49, 50 to 99 and 100 and over. 


Ekco Carving Sets 
For Holiday Trade 


Ekco Products Co., 1949 N. Cicero Ave., 
Chicago 39, has placed on the market two 
new carving sets, timed for the holiday 
trade. Each set consists of a nine inch 
high-are hollow ground knife, a sharpening 
steel and a carving fork packed in a fine 
wood chest. The blades are chrome vana- 
dium steel, the forks are stainless steel, and 
the sharpening steels incorporate a new 
style sharpening edge created especially 


~—- 


for use with hollow ground blades. One 
set features sterling silver handles with a 
concave handle design. It comes in a 
luxury-type ebony finished wood chest, 
lined with tarnish-proof burgundy cloth. 
4 nickel-silver presentation glate on the 
top of the chest cover provides space for 
the engraving of the owner's name. This 
set is suggested to sell for $36.00. The 
other set, here shown, features black Bake- 
lite handles. Fitted to shape the hand, the 
handles were created so that they will not 
slip or turn in the hand. This set is in- 
tended to retail for $15. 


Congoleum Develops 
New Display Fixture 


A new felt-base rug display unit has 
been announced by Congoleum-Nairn Inc., 
Kearny, N. J., on the new “Gold Seal” Rug 


Display Fixture, double-rolled rugs are dis- 
played horizontally, held by concave mete 
holders supported by two uprights. The 
device may be fastened to the wall or 
readily converted into a free standing rack. 
In this form it may also be used as the 
basis for window displays. 


Plastic Zipper Bags 


The Clarvan Corp., 712 W. Michigan St., 
Milwaukee 1, Wis., is making a new line of 
the fully transparent refrigerator and utility 
zipper bags. Available in a variety of 
practical sizes, these Plasticoid zipper bags 
are claimed to be waterproof, greaseproof, 
stainproof and mildewproof. Contents can 
be identified at a glance. Nylon stitched 
plastic and easy-sliding, rust-proof zippers. 
Claimed not to crack, peel or become brit- 
tle. Cleaned with a damp cloth. Avail- 
able as a set of three, envelope type with 


4 


Le rel 


zipper closure, or in a spacious Jumbo 
Gusset Bag for larger capacity and more 
general utility. 
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Meat CVC NEW 


DEALER SHOULD KNOW 
(Cd lene oeadghiows) 


There is no substitute for QUALITY—no substitute 
for tried-and-proven sources of supply. Take 
“VACULATOR”. Yes, it's beautifully styled and 
chock full of “buy appeal”. What 

is most important is the 
built-in quality and 
dependability that 

is the heritage of 

a SCVACULATOR. Made of 


jf 
the finest heat-resisting 


f 
, 4, 


J glass — PYREX brand — and 
every piece is so branded. 


Equipped with the time-tested 
"MAGIC SEAL” rubber bushing, 
and the revolutionary “DUTCH” 
Clothless Filter. For long-range 
security, feature— 


CHICAGO 6, paw 


pirkcn 


Clothless Filter 





FREE counter DISPENSER 


With each case of DUTCH Filters 
you receive this colorful sales- 
dynamo. Turns passer-bys into 
passer-BUYS!“DUTCH” fits ALL 
standard glass Coffee-makers. A 50c retailer that sells and sells! 


















ORDER NOW for PROMPT DELIVERY! 
STAINLESS STEEL 


SAUCE PANS + SAUCE POTS 
uy 



















WITH or 


WITHOUT COVERS 2-3-4 quorts 








| Truly one of our finest metal ware! Made of heavy gauge stainless steel and special 
| pluramelt. Choice of stainless steel handles, or panelyte handles. Ample supply for 
buyers who order now! 





WE ALSO HAVE AVAILABLE i 
ALL STAINLESS STEEL PRYING PANS 
(specie! pluremelt—heavy gauge). C @ of stainless steel handles 
or ponelyte handles 
Diemeters 8'/2"" - 10'/2"" 
LADLES 2-4-7-9 oz. © SKIMMERS © FORKS © CAKE TURNERS and SPATULAS 
plain or perforated © COCKTAIL and JULEP STRAINERS © RACKS © JIGGERS 
BUTTER-CHIPS © ASHTRAYS 














We invite you to visit our New York Showroom and see our exceptional line for home 













use, restaurant and hotel needs. 


W hile at the National Hardware Show, visit us at booth number 136 


OFFICE: 16 East S2nd Street — Phone: Plaza 3 
SHOWROOMS: Rooms 502-503, 1150 Broadway — ae Yor YORK CITY 
FACTORY: Freeport, N. Y. 








FREEPORT MACHINE WORKS, INC. 






































The wire of a thousand 
uses . . . specially proc- 
essed rod . . . cold drawn 
to exact size .. . furnished 
with smooth bright pol- 
ished surface. So diversi- 
fied are the uses of John- 
son's XLO Music Wire that 
it is furnished in a wide 
range of sizes—to meet 
every commercial need — 
003” to .200”. Attractive 
display boxes containing 
VY, tb., Ye bb., and 1 bb. 
(any desired quantity from 
Yq Ib. to carloads). 


JOHNSON STE EL Py & WIRE CO.INC. 
BESTER | MASSACHUSETTS 


7 AKRON f i AGO LOS ANGELES ’ ® 





WHATS NEW 


Jack Lifts 25 Tons 


A new “Simplex” Ball Bearing Bridge 
and Industrial Jack designed for heavy 
duty lifting, lowering and supporting has 
been introduced by Templeton, Kenly & 
Co.. 1020 S. Central Ave., Chicago 44, Il. 








“Simplex” No. 2522, has a capacity of 25 
tons and will lift a maximum height of 
10% inches, yet it weighs only 140 lbs. 
Lifts high or low work to full rated ca- 
pacity on corrugated top cap which is 22 
inches above ground level or on 10 inch 
square toe lift which is only 4% in. above 
ground level. Fully enclosed, dirt-proof 
ratchet and elevating mechanism are at 
top of jack instead of in base as in journal 
jacks. Chrome-molybdenum steel thrust 
bearings; heat-treated seamless alloy steel 
elevating sleeve, alloy steel lifting screw, 
forged alloy steel gears. 





Folding Electric Iron 


The “Handyhot” De Luxe Folding Iron 
of the Chicago Electric Mfg. Co., 6333 W. 
65th St., Chicago 38, is intended for travel- 
ing and light ironing at home. Weighs only 
two lbs. and folds into a fabric carrying 
case. Has a large cool handle, locked 
securely in an upright position, and full 
household size beveled sole plate. Equip- 
ped with 6-ft. detachable cord with minia- 
ture heater plug. 400 watts, 115 volts, A.C. 
and D.C. 
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Complete Shower Cabinet 


The “Stylite Shower Cabinet” has a 
rounded streamline design, finished in a 
black and white color combination, with 
all exposed fixtures chromium plated. Side- 
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walls and top frame are made of 20-gage 
bonderized steel, finished with baked-on 
paint enamel, inside and out. The inside 
surface is chemically treated to provide a 
safe, non-skid mat surface, and the surface 
of the entrance ledge is grooved to afford 


the kind you know about 
— the name Porter on every 
handle and behind that name, 
nearly 70 years of reputation 
building service. 








ao: of % firm footing. The drain and strainer are 
r -, of integral, eliminating any possibility of leak- _¢ 
md aad = age. The entire unit is easily erected with- . . 
se out bolts or screws. Drain and strainer '@) N OS '@) 
which = 22 are made for a two-inch inside caulked “ H. K. P ide i; B T N 49, MASS. 
ag 10 inch soil pipe—an advantage that lessens the —_ 
P= above cost of installation. The receptor is also 
» dirt-proof recessed underneath to allow suitable clear- 


ism are at 
s in journal 
steel thrust 
alloy steel 
ting screw, 


n 


aiding Iron 


ance. Fixtures furnished with the cabinet 
include receptor, supply valve, shower head 
and arm, soap dish, curtain rod, curtain 
hooks, white duck curtains and drain and 
strainer. Manufactured by the Sanymetal 
Products Co., Inc., 1705 Urbana Road, 
Cleveland 12, Ohio. 





Colored Glass Ashtrays 


Greater SALES VOLUME 


FROM A KNOWN SELLER 


WitCox 


WIRE ROPE SOCKETS 


WILCOX clinches the sale whenever there's 
a demand for Wire Rope Sockets. Customers 





»., 6333 W. The Leo Kaul Importing Agency, Inc.. ns 
| for travel- 333-335 S. Market St., Chicago, is distrib- know WILCOX for dependability, long life 
Veighs only uting a colorful ashtray. Between two and right price — makes sales easier. 
ic carrying convex glasses are pampas plumes in dif- 
lle, locked ferent colors, blue, pink, white and yellow. eWELDLESS ata wag Get at “ ee 
, and full The glasses are bound together by a brass DROP-FORGED marwnig: 3 snowy a ILCOX 
e. Equip- metal band. The tray is 4%4 inches in STEEL ets. Stock now—for more profit. 
rith minia- diameter, individually boxed and costs @ STRENGTH IN DEALERS: Order WILCOX Sock- 
volts, A.C. $4.80 per dozen. The firm has gift goods EXCESS OF ANY ets from your Jobber now. They're 
in a wide assortment, ranging in price from WIRE ROPE fast movers—not “sleepers”. Cash 
60 cents to $120.00 per doz. Illustrated WHICH CAN BE in on WILCOX’S steady repeat 
price lists sent on request. FITTED business. 
® GALVANIZED 
— Prompt Shipment from Stock 
Write for catalog 
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77 South Main St., 


WE PROTECT THE TRADE 


WITTEAWEN « GU. IM. 


Middletown, Conn. 
Specify WILCOX-CRITTENDEN 
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Aluminum Dinner Pail 


This dinner pail of aluminum has over 
lapping joints, and is claimed to be dust-, 
rust- and vermin-proof. Claimed to be 
easy to clean. Food is carried in bottom 
compartment, liquid in the top compart 


ment which also acts as a cover. On this 








































cover is a slip cup for use as a drinking 
cup. They are 8% in. long, 5% in. wide 
and 9 in. high overall. Has a heavy wire 
carrying handle and extra hole in ears for 
a shoulder strap. Packed 1 doz. per carton 
which weighs 21 Ibs. Suggested retail 
price $2.25. Penn Metal Ware Co., Wil- 
kes-Barre, Pa. 
































isH DR AINER 
(Cadmium Plated) 






" ight ox. 2 Ib. wir, : 
ea 139 x 42 a sii ul APProximote Weight, — rea 3 ge Sluminizeg 
With Extended basket for Silverware and Cups A 4 Ibs each. installation, 
i Vailab/ ° 
Heavy Wire Frame— Spot Welded hie © 3 Size; 
ity for 12 Plates wi 
gists Packed 24 to the Case 16) wided Loop. Ove, 
Axl» 6 Construcy, 
18 x 13 tone. 
BA 5 wi Ae SY ¢ 7a lnxe 
ee ROO $e, : 10x 5 8x13 x 6 
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WHATS NEW 


Kitchen Clock and Timer 


The new “Minitmaster” is Telechron’s 
combination self-starting electric clock and 
60-minute timer. It has a six foot cord 





‘Walkee-Bike’ Ad Service 


Establishment of a dealers’ mat and cut 
advertising service on its “Walkie-Bike,” 
is announced by Caldwell Industries, Inc., 
Kent. Ohio. The service makes a wide 
variety of advertising aids available to 
dealers without charge. 


Expansion Anchor 


S. A. Manufacturing, 11080 Gratiot 
Ave., Detroit, Mich., has announced a 
super-expansion anchor, of steel and cad- 
mium plated for long life. Maker claims 
it has holding power to exceed the strength 
of the screws used. Suggested for holding 
electrical, plumbing and bathroom fix- 
tures; carpeting on concrete or marble 
for awning equipment; 





and comes in a neat tailored case of 
molded plastic 7 in. high, 7% in. wide 
and 2% in. deep, which can be had in 
green, red, white or ivory. The 4% in. 
dial has black hour numerals and red timer 
numerals on a cream-white background. 
The bezel is buffed aluminum, the hands 
dark blue. The movement contains the 
standard, self-starting synchronous Tele- 
chron motor. Telechron, Inc.. Ashland, 
Mass. 


floors or stairs; 


sign supports and similar installations. 
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STRIES ... from raw material * 


PHILADELPHIA 24 PENNA to finished product 
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Try MIRACLE in your own home, your 
store, your car or truck and see for yourself 
that MIRACLE is not just another glue. 


See for yourself how it works on tile, glass, 
metal, brick, concrete, plastics, plaster. It sets 
quickly without heat or pressure and it’s 
waterproof. 


Convince yourself that MIRACLE ADHE- 
SIVE is ideal for homes, shops, factories, 
camps, boats, farms... that every housewife, 
home-owner, mason, glazier, plumber, boat- 
man, carpenter and mechanic is a natural pros- 
pect for this revolutionary bonding adhesive. 

Then you'll know why MIRACLE is differ- 
ent—why its market is practically unlimited 
—why people who have used it say, “I'll never 
be without a tube.” 
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tion. This product gives you generous profit . . . 


MIRACLE ADHESIVES CORPORATION 


and it’s fair traded. 


850 Clinton Avenue, Newark 8, N. J. 





‘Leon Block Hardware, 2500 E. 75th Street, 


Chicago, is selling 4 dozen packages of 


wer heels per month. 


All over the country progressive merchandisers are amazed at the high volume and quick turn- 


THE MUNISING PAPER COMPANY 
135 SO. LA SALLE ST.—CHICAGO 3, ILL. 
MAKERS OF DUO-DUSTIN SHEETS 


Gentlemen: Please send me 1 display box—24 tubes—at $3.60. Retail 


price $6.00—25¢ per tube. 


over of Silver-Sheets—the newest and neatest answer to the housewife’s oldest and messiest 
problem: polishing silver. Sales outstrip competition so far that some dealers simplify inventory 
by making Silver-Sheets the only silver polish they stock. Silver-Sheets 24-package carton is 


colorful, self-selling, self-dispensing—requiring little more push than a prominent counter posi- 
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GAS RANGE 
CONNECTORS 


a ae ‘ 
One tool only needed 


for installation. 


assure BETTER 
CONNECTIONS EASIER 


Superseal Connectors save time and 
materials ...are more compact and 
assure neat, flush-to-wall results . .. more 
than a half-million installations to date! 
The complete Superseal device is 
approved by Underwriters’ Laboratories 
as an appliance connection for all gases 


Superseal Connector is a 
complete assembly of special 
alloy aluminum tubing and 
Superseal fittings of premium 
grade malleable iron, the 
standard material for ga? 
fittings. 


Long 10° tapered coneof the 
fitting assures a permanent 
gas-tight seal . . . no shearing 
action when nut is tightened 
... tubing can be bent wher- 
ever desired . . . assembly can 
be used repeatedly without 
damage to tube or heavy hex 
fittings. 


é 


AVAILABLE NOW. Superseal Connec- 
tors are furnished in any combination of 
elbows, straight fittings or shut-off valves 
as required. The cost, with all these 
superior features, is no more than that of 
ordinary connectors. Write for catalog 
sheet giving complete description. Order 
from your wholesale distributor. 


SUPERSEAL DIVISION 
COLUMBIA MALLEABLE 


CASTINGS CORPORATION 
COLUMBIA, PA. 
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| claimed to withstand weathering. 
| inch letters. 


| numbers 


_WHATS NEW 


Selt-Wringing Sponge Mop 


This self-wringing mop has a sponge 
head of DuPont neoprene synthetic rubber 
which is claimed to be abrasion resistant 
and able to withstand grease better than 


natural rubber. Sponge is soft and close- | 
grained, yet tough, according to maker. | 
High | 
absorbency eliminates dripping and aids | 
in drying the floor after rinsing. The self- | 


Holds more than a pint of water. 


wringing device is operated by pulling a 
knob located at one end of the metal 
bracket. Mop may be used to clean sur- 
face dirt from pile rugs and when dry or 
slightly moistened it picks up dust, lint. 
dog hair, etc. 
W. 28th St., Minneapolis, Minn. 
for about $2.49. 


Luminous Plastic 
House Numbers 


luminous 
daylight 


plastic 
and 


“Perma-Glow” 
absorb 
cording to maker. Its luminous quality 


An assortment of 10 doz. in 


glassine envelopes costs dealer $12.00, and 


is to sell for $18. Reflecto Letters, Inc., 
411 E. 101st St., New York 29. 





SUPPLIES 





Made by Spartan Co., 1428 | 
To retail | 


house | 
glow at | 
night. No light or reflection necessary, ac- | 


Three | 


WLI AS | 





HELP A 
GOOD JOB 
STAY GOOD | 


S UNIVERSAL 


CLAY PRODUCTS CO. 


1535 EAST FIRST ST. 
SANDUSKY, OHIO 
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FLO - MASTER 
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The FLO-MASTER 


It Writes °¢ It Draws °¢ It Marks 
On Any Surface Anywhere 


VERY industry, every office, every store, every 

school, every farm, every home, every individual has 
countless uses for the “Cado” pocket FLO-MASTER 
Fountnbrush and CADO Inks. It writes, draws, 
marks on any sur- 
face. Dries instantly. 
All aluminum. Auto- 
matic valve control 
insures against leak< 
or flooding. You'll 
sell thousands. Write 
now for details and 
prices on the com- 
plete FLO-MASTER 
line. 





‘| CUSHMAN & DENISON MFG. CO. | 
4 135 West 23rd Street New York 11, N. Y. | | 





BOMMER 


SPRING HINGES and 


“KEILSON™ 


MAIL BOXES 


Bommer welcomes to its family of products the 
well known "KEILSON” line of Government ap- 
proved Mail Boxes. Since 1876 the manufac- 
turers of both BOMMER Spring Hinges and 
“"KEILSON” Mail Boxes separately were win- 
ning the approval of the trade. Now, fogether 
as Bommer Products they will endeavor to ren- 
der an ever wider service. 


BOMMER PRODUCTS ARE THE BEST. 
TRADE MARK 


BOMMER 


BOMMER SPRING HINGE CO. BROOKLYN 5, N. Y. 














CHICAGO SALES OFFICE: No. 180 N. WACKER DRIVE 
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DIAMOND POINT TESTED 


Reduce 
Materials-Handling 
Expense 


American Pressed-Steel Hand Trucks 
reduce materials-handling expense 
because they are stronger, lighter. 
better balanced and easier rolling. 
Pressed-Steel construction makes 
American Hand Trucks practically 
unbreakable—without making them 
heavy! Careful design gives them 
proper balance to relieve the trucker 
of most of the weight of the load! 
Anti-friction bearings and true-run- 
ning rubber tread wheels make 
them easier rolling, reduce trucker 
fatigue! 


Wherever hand trucks play a part 
in the movement or handling of ma- 
terials, it will pay to use American 
Pressed-Steel Hand Trucks. Write 
today for your copy of the Ameri- 
can Hand Truck Catalog. 


2306 JUNIATA STREET * PHILADELPHIA 29, PA. 
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EVERY PROUD 
HOME OWNER IS 
AN IMMEDIATE 
PROSPECT FOR A 


REFLECTO SIGN 


2 
















style E 
stoke 
style C.N\8¢ 


—Because it reflects the slightest ray 
of light, every home owner needs a 
Reflecto Sign for night and day iden- 
tification. 

There is more than 40% profit for 
you in this year round item. Order 
complete displays below. 





This Display Cabinet with 
119 234” Letters, 18 Assorted 


Panels, 12 stakes, style C 
and 14 Periods......Net 467.50 


This Display Cabinet 
with 50 234° Numer. 
als, 10 Assorted Pan- 
els and 10 
stakes, style 
C....Net $30 








For @ fast selling, profit line— 


REFLECTO LETTERS CO 





411 East 101st St: New York City 








WHATS NEW 





Thermostatic Alarm 


A new low cost, self-contained alarm 


| system, the “Detect-O-Larm,” is being made 


Inc., 2625 Hilton, 
A thermostatic switch 


by Turner Brothers, 
Ferndale 20, Mich. 





is powered by four dry-cell batteries, and 
it is claimed that no servicing is required 


| beyond the eventual replacement of the 
| batteries. The unit is intended as an alarm 


for showing a sharp increase in tempera- 
ture. As a fire alarm the unit is set at 
130 degrees F. for installation in any build- 
ing or area where fire might occur, such 
as barns, garages, basements, attics, storage 
bins, tourists cabins, trailer homes, etc. 
When adjusted to the proper temperature, 
the same unit may also be used in chick 
brooders to signal unsafe heat. As a fire 


| alarm, a thermostatic unit can be placed, 
| in any farm work building and wired 


directly to a bell in the farm dwelling unit, 
or to any additional points desired. De- 
tector is 1% by 2% by 6% inches, weighs 
2% lbs. Cabinet is constructed of heavy 
gage steel, finished in bright-red baked 
enamel. Thermostat is rust-proofed with 
pure silver, open-circuit contact points con- 


| nected in series with the four flashlight 


batteries. The unit 
Bell not included 


is priced at $4.95. 





_ Salt and Pepper Shakers 


Stelray Metal Products Corp., Shelton, 
Conn., is introducing a new salt and pepper 
shaker set made of solid aluminum, finished 
in attractive anodized colors in blue, green, 
red, silver, and gold clearly marked “Salt” 
and “Pepper.” Slots are used for the open- 
ings rather than holes. These provide a 
better way for pouring salt and are claimed 





not to clog. Top unscrews, permitting the 
shaker to be held in the hand for refilling, 
No corks are necessary. Packed in a blue 
gift box, to enhance the sale as a gift item, 


Christmas Tree Holder 


Madison Products Co., 3005 Detroit Ave., 
Toledo 10, Ohio, has an all-steel Christmas 
tree holder that will accommodate a tree 
up to 3 in. in the base. No screws or 
bolts. Painted red. Folds into compact 
package, long by 1% in. sq, 


12% in. 





Shipped 2 doz. to carton. To retail for 
about $1. Dealers’s price $7.20 per doz. 
Immediate delivery. 


Sun Lamp Ad Campaign 


Sperti, Inc., 424 E. 4th St., Cincinnati 12, 
Ohio, has launched what it claims to be 
the largest campaign ever made in the sun 


cine ES 


lamp field, with color page space in leading 
weekly magazines, local newspaper tie-in 
space, direct mail, and radio. The cam- 
paign is angled from the psychological 
“want” idea, not the “need” factor, on the 
premise that everyone “wants” to go to 
Florida or California during the “sun- 
stingy” winter months. 
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e Adequately rust-proofed | 
e 1000 key combinations | 
e Very nearly thief-proof | 


Wherever an exposed lock 
is used — garages, tool | 
boxes, gates —your | 
customers can depend on | 
the Sterling Rotary Lock | 
to keep possessions se- | 
cure. Dependable service | 
for a quarter of a cen- | 
tury. The lock is rust. | 
proof, and it won't chip, | 
scale or blister. Simply 

constructed with only four 

permanently joined parts 

—rotary shackle, locking | 
assembly and front and 
back plates. Available in 
two sizes—2'/," shackle to 
retail for 85¢; 134" shackle 
for 60¢; Chain I5¢. Ask 
your jobber, or write for 
information. 


yy ROTARY SHACKLE LOCK 


STERLING LOCK COMPANY 


1301 S: Third St., Minneapolis 4, Minn. 





| 
| 


| 
| 
| 
| 


|had even begun, this really old 
a-lifole)(-Macelarola am iZel-Mrs0) o) olbalale 


which enabled your kind of 
business to enjoy a PROFIT! 


AND WE'RE STILL GOING STRONG 
“There's +¢ Reasou™ 


ASK OUR WHOLESALE DISTRIBUTORS 








This Display Will Help 
You Sell— 


“V"-Belt 
PULLEYS 


The No. 50 Display 
Board provides an as- 
sortment of 24 pulleys 
in the 12 most popu- 
lar sizes ranging from 
11," up to 5” in 
diameter. 


Pulleys are for "A" 
section belts and 
come in !/2" and 54" 
bores. 


The Display Board is finished in RED, WHITE and 
BLUE, and has storage space in the back for addi- 
tional sizes. 





Ask Your Jobber 
or Write 


CHICAGO DIE CASTING MFG. CO. 
2507 W. Monroe St., Chicago 12, Ill. 











IN OUR 
4™H HALF-CENTURY 


PEXTO 


—_- SINCE 47 eeo 


Before many of the others 


imokeos B 








CKEIL 


KEY DUPLICATING MACHINE 
For cutting practically all types of keys 














No. 10—For hand power—can be belt driven 
WE ALSO MANUFACTURE 
NIGHT LATCHES 
KEILSON INQUIRER 


INC. 


NEW HAMPSHIRE 


KEY BLANKS 
ROTARY BOLT LOCKS 


KEIL LOCK CO., 


CHARLESTOWN ° 
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WALDEN 


WORCESTER 


MICROJUSTABLE 
WRENCH 


Designed and 
Engineered by 


STEVENS-WALDEN, inc. 


Drop Forged, Heat 
treated. STRONG 
WHERE STRENGTH 
IS NEEDED 


Adjusts snugly to any size nut by 
quick acting thumb screw. Ma- 
chined with Micrometer precision, 
Bright plated and highly polished 
This wrench is a prime necessity in 
every machine shop and garage. 
Made in seven sizes from a vest 
pocket size of 4 inches in length 
to the 18 inch large size. 





Send for Folder WALDEN j 


MICROJUSTABLE WORCESTER 


WHATS NEW 


Gouge and Chisel Set 


The new No. 77 “X-acto” Wood Carving 
Set contains six gouge and chisel blades, 
four standard “X-acto” straight and curved 
blades and two 3-in. blades together with 


| 
| 
| 


a handle in which all of these blades can 
fit and can be quickly interchanged. All 
blades are made of high carbon steel and 
ground to a keen edge, according to X-acto 
Crescent Products Co., Inc., 440 Fourth 
Ave., New York 16. The chisel and gouge 
blades have a architectural rib shaped into 
them, which extends far enough into the 
blade to prevent bending but not too far 
to interfere in any way with the cutting 
action. The set comes packaged with a 
| special wood block mount and a plastic 
Suggested retail price is $3.00. 





|; cover. 


Retractible Dog Leash 


“ReeLeash,” a new dog leash featuring | 
| a flexible stainless steel cable and a push | 


button reel action, is announced by the 
M. R. Grandon Co., 620 N. Doheny Drive, 
Los Augeles 46. Featherweight all metal 
reel fits in the palm of the hand and al- 
lows leash length to be controlled at the 
| touch of a button. Pocket or purse size, 
rustproof and odor-free. It fits in the 
palm of the hand with the thumb resting 
on the push button, the forefinger curved 


| around the reel above the cable nozzle, and 


the other fingers encircled below the nozzle. 


The built-in spring automatically draws in 
the slack cable and the pull of the dog 
| acts to reel out additional length. To lock 
| the leash at any desired length the thumb 














MEW YORK Piha. 


OUTPUT DISTRIBUTED THROUGH THE JOBBING TRADE EXCLUSIVELY 


Natien: 
Aluway 


No finer tribute could be our reward for an 
earnest endeavor to build a worthy product. 


The wide endorsement National Builders’ 
Hardware has received from architects, 
contractors and builders everywhere is o 
safe buying guide for those who appreci- 
ate the importance of selecting hardware 
that delivers long, dependable service. 
Designed right and built right to withstand 
hard use in every climate, this hardwore 
is well worthy of recog- 
nition. Specify National! 
The complete line em- 
braces practically every 
requirement for builders’ 
hardware. 


























STEVENS WALDEN, INC. 
468 SHREWSBURY STREET 
WORCESTER) MASSACHUSETTS 


| is simply lifted from the button. Packed in 
two-tone gift box. Suggested retail price 
| $4.95. 
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One Bit Takes the 
Place of Many Other Bits 


1 They cut smoother holes, more easily. The 
bit head has a spur. 

2 Smooth, milled threads on point give posi- 
tive pull, prevent clogging. 

3 The cutter is non-slip — from constant 
tension on clamp. 

& Edges are keener because of hand sharp- 


FORSTNER BITS Cut at Any 
Angle, Bore Any Arc of a Circle 


This bit has no center point, but is guided by its circular 
rim. This is the kind of tool for which pattern-makers, 
woodworking shops and home craftsmen are looking. Fur- 
nished in hand brace shanks from 4° to 2” and in machine 


shanks from \" to 3". 


THE CONNECTICUT VALLEY MFG. CO. 


CENTERBROOK 


CONNECTICUT 














TO THE 


CION 


MIDGET 
UTILITY PLANE 


In answer to popular demand, Knapp Foundry 
presents No. 525 — a light weight utility plane 
with a rustless aluminum frame. Somewhat 
larger than the “Midget” — the No. 525 is 
5%" long with a 1%” hardened steel blade — 
it offers a wide range of usefulness in the 
home and in the shop. Shipments from stock. 


JOBBER INQUIRIES INVITED 
Ask for Plane No. 525 


KNAPP FOUNDRY Co., Inc. 


CRUDE Bek apa cies, 7. iF 














— your assurance 
of satisfied customers... 


Oster — outstanding in the 
hair-cutting equipment field 
for more than 20 years — is 
famous for high standards of 
design and construction that 
really mean something in keep- 
ing your customers “sold.” 
Hand hair clippers for home 
and farm use are easy to op- 
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erate and keep their keen cut- 
ting edges throughout long 
life. Increasing importance of 
personal appearance creates a 
substantial demand for Oster 
Clippers. Stock and promote 
them to cash in. Order from 
your jobber. 














These Four Magnets 
Draw Willing Customers 


There’s no sales problem with Hoppe’s Gun 
Cleaning Products. Millions of shooters KNOW 
them and USE them. Furthermore they’re 


Widely Advertised 


That’s why Hoppe’s No. 9—Hoppe’s Gun Clean- 
ing Patches—Hoppe’s Lubricating Oil—Hoppe’s 
Gun Grease—and Hoppe’s Gun Cleaning Packs— 
are handled and sold by almost every Jobber in 
this Country. Ask YOUR Jobber about them NOW. 


FRANK A. HOPPE, INC. 


2314A NORTH 8th ST., PHILADELPHIA 33, PA. 

















This thread was cut 
with OSTER“BEST- 
OIL.” Note perfect 
condition. 


AN eee 


“BESTOIL” 
Cutting Oil 


Why use an inferior cutting oil 
when Oster "BESTOIL" costs no 
more? Protect your pipe and bolt 
threading dies ... do better, faster 
work with “BESTOIL". 

This high quality, sulphur base cut- 
ting oil absorbs and throws off heat 
faster! "BESTOIL" flows freely in 
any temperature. 

You get cleaner, more accurate 
threads on pipe and bolts with 
“BESTOIL". Guaranteed to give 
satisfaction. 

“BESTOIL" is sold in | pint, | quart 
and | gallon cans. Also in 5, 30, 
and 55 gallon drums. "Economize 
with the drum size." If your jobber 
can't supply you, write us. 


Mail This 


THE OSTER MANUFACTURING CO. 


2028 EAST 61st STREET 
CLEVELAND 3, OHIO 


O. K. Oster. Send more Information about 


“BESTOIL" cutting oll and tell me where | 
con buy it. 


My Nome 
Company 
Street 


City 
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WHATS NEW 


| Versatile Display Unit 


The new six-piece island display or back- 


| ground now being shipped to dealers by | 
| the Radio Division of Stewart-Warner | 
| Corp., 1826 Diversey Pkwy., Chicago, has | 


flexibility, versatility and utility. There are 


seven suggested arrangements using all or 
various of the six components. It may be 
used as a “deluxe” set-up permitting dis- 
play of six or more assorted radio sets or 
as a modest “peewee set-up” employing a 
single table-height unit for showing only 


| two or three table models. The six units 
| are shipped in one container. The right 


and left main units are lithographed in a 
grey, with red bands top and bottom. 


Paint Sales Aids 


To promote the sale of “Alumbrite” 


Aluminum Paints, Thompson & Co., Oak- | 
mont, Pa., is offering to the hardware and | 


paint trade, special deals which include 
free counter or window displays, counter 
merchandisers, window banners, newspaper 


mats and consumer folders with the pur- | 
chase of Alumbrite Aluminum Paints. The | 


“3 Alumbrite Aluminum Paints for 3 Uses” 
promotion is tied in with the Aluminum 
Co. of America “3 for 3” national advertis- 
ing campaign which stresses the importance 
of using the right aluminum paint for dif- 
ferent types of surfaces. 


Lamp Packages Redesigned 


The Westinghouse Lamp Division, 348 
Clearfield Ave., Bloomfield, N. J., has re- 


designed the packages for its entire line | 


of incandescent and fluorescent lamps, 


shifting from a vertical-type package to a | 


horizontal one and changing the color com- 


bination from black and orange to blue | 
| and orange. Shown is a collection of the 
| newly-designed containers. 


It's safest to 
standardize on 
Safety Belt Hooks 


Safest because: 


Hooks are rigidly 
held in accurate 
alignment by patented steel binder 
bara before, during and after applica- 
tion distributing tension uniformly 
across the belt, maximum traction and 
minimum wear. 


When applied, the 
binder bars lap over 
belt ends, prevent 
fraying, prevent hooks 
from pulling out, add 
te belt life. 


Safety Belt Hooks come in sizes for all 
belts, cost no more than ordinary belt 
hooks. Write for circular. 


SAFETY BELT-LACER COMPANY 


5390 N. Menard Ave. Chicago 30, U.S.A. 


Coal Stove 


QUICK SELLING NUMBER-ALWAYS IN DEMAND 


One size only, 18” long, stamped 
one piece construction.—24 gauge 
galvanized steel. Built for long 
use and easy handling. Rust re- 
sistant. 

Minimum Order 10 Gross 


Distributed Nationally 
By Leading Jobbers 


Se 
PENN 54) al Gent 


1825-39 N. Sth Street, ..ladelphia 22, Pa. 
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6 Dozen 
to a Carton 
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Order direct trom 
Dwiston 
GENERAL PAINTS Inc. 


45 VESEY ST. + NEW YORK 7,N.Y. 


















NOW'S THE TIME TO SELL 
FIREPLACE 
ACCESSORIES 


ELECTRIC 
FIRELOGS 


ANDIRONS 
RED BULBS 


ALUMINUM 
SPINNERS 







IMMEDIATE 
DELIVERIES 


Write Today for Catalog and Prices 


: Westchester 3rickate Products Co., Inc. 


1528 WILLIAMSBRIDGE RD., NEW YORK 61, N. Y. 








ASSURE LASTING BEAUTY with 


e, Lusho-Ware 


BUILT-IN 
BATHROOM 
FIXTURES 






Recessed soap dish with or without 
grab ber. Note soap dish tray may be 
removed for easy cleaning. 





kik 5/7 
These glistening recessed fixtures in white and 
colors are unsurpassed for modern design and 
sparkling beauty. And when it comes to easy in- 
stallation and service, Lustro-Ware is “tops” — no 
chipping, checking, or breaking like porcelain. 
Lustro-Ware always looks like new, since this 
material is resistant to stains, acids and alkalies. 
Write today for literature and prices. 


: Columlus 


The Lustro-Ware built-in line in- 
cludes soap dishes, paper holders, 

PLASTIC PRODUCTS, INC 
USA 















toothbrush and tumbler holders, 
towel bors and robe hooks. Screw 
fastened type also available. 







COLUMBUS, OHIO 

























| ts 
They Light Vt ©. . They Like Vt! 


Customers like this scientifically constructed wicking for its fast 
lighting and its clean, even burning 

In R/M’s Tri-Ply, the middle layer of crimped asbestos felt 
provides a multiplicity of oil passages to insure fast flow. This 
patented design insures complete vaporization and minimum 
carbonization. 

Tri-Ply has many advantages. The hard outer layer resists 
wear and tear. The soft inner layer makes burning uniform. 
The rippled construction permits wicks to be rolled without 
buckling. 

Stock widths of 7%”, 1”, 1%”, and 134” will service over 
90% of all wickless burners. Standard rolls come 6 feet per box, 
12 boxes to the carton. Also in cartons of 100 feet. 


Ask your jobber for this popular, fast-selling, post-war wick. 














5 FATSESIOS s 


| MANHATTAN | 
. MANHEIM 


ASBESTOS TEXTILE AND PACKING DIVISION 
. 


RAYBESTOS-MANHATTAN, INC. 


NORTH CHARLESTON, S. C 





PA 
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The Lest ate 
BETTER BRAND 


mouse and rat 


TRAPS 


@ METAL OR WOOD TRIGGER 
@ FOUR-WAY ACTION 
@ Ol. TEMPERED SPRINGS 


McGILL METAL Prooucts Co. 
Marengo, Iilinois 








-12558 
Sharon O cASTENERS 


LICENSE PLATE 


@ Includes Washer, Lockwasher and 
Wing Nut, '/44" special wide head bolt. 
Electro galvanized. All fasteners assem- 
bled. Packed 100 in display carton. 
Large profit at a small investment. 


Order from your jobber or direct 


Sharon Egat andl Screut Co 
\ 


BOSTON 10, MASS 





WHATS NEW 


‘Personna’ Paring Knives 


The new “Personna” counter display 
unit contains one-dozen high-quality paring 
knives, selling at $1 retail. This paring 


knife is the “baby” of a new line of cutlery | 


just released by Personna Blade Co., Inc., 
599 Madison Ave., New York, makers of 
Personna Precision razor blades. The knife 
is hollow-ground stainless steel, tempered 
to hold its edge. Handle is polished im- 
ported rosewood, one piece, precision fitted, 
with a nickel silver cap. Each knife is 
attractively packaged, both for product 
protection and eye-appeal. Carton folds 


back to make a colorful self-selling counter | 
} 


display. 


| Sponge Rubber Mop 


The “Vac-M-Mop,” a round sponge rub- 


| ber mop, made of Neoprene, is being dis- 
| tributed by Green-Penny Co., 1245 S. Olive 


St., Los Angeles. It utilizes the suction of 


| thousands of tiny rubber cells to lift dirt 


and dust from cracks and crevices. It can 
be used to dry mop or wet mop floors, 
shampoo or sweep rugs, scrub and wax 


linoleum and other similar surfaces, wash | 


walls and window screens and do many 
other tasks. 


ber, wood and cadmium plated metal. The 


rubber head may be replaced easily with | 
Because of its self wringing and | 
cleaning features, the hands do not get into | 
Its cylindrical shape enables. | 


a refill. 


the water. 
the user to clean easily in hard to reach 
places. 











Another Siadl Feature 


BEAUTY-SEAL PLATINGS 


ne! f underplatings seal pores of 
metal to prevent rust and tarnish. 
A heavy chromium deposit is then 
applied, assuring a brilliant finish 
of lasting beauty. Wiping oc- 
casionally with a soft cloth is all 
that is mecessary to retain the 
original brilliance. 
ASK YOUR JOBBER 





AMERICAN CABINET HARDWARE 
a oo oo oy own 


ROCKFORD ILitinos4rs 








It measures 10% in. cross the | 
back, weighs 2% lbs. and is made of rub- | 


HEAVY USAGE 
STRAIGHT 
SPRING 
BALANCE 


For use in factories, cot- 
ton fields, farms, ware- 
houses or wherever a 
rugged, heavy duty bal- 
ance of reliable accuracy 
is required. Dial is re- 
cessed for protection, 
graduations deep etched 
for durability and read- 
ability. Adjustment 
allows indicator to be 
set at zero to balance 
scoop or pan attached 
to hook. 


CAPACITIES 
100 ib. by 1 Ib. 
160 Ib. by 1 bb. 
200 ib. by 2 ibs. 


BSSsxsssssso 
} 


eeeneuen 


8% 


BSesas 


SEE YOUR JOBBER 
HANSON SCALE CO. 


525 N. Ada Street 
Chicago 22, Ili 
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Another 


Molded Plastic Fast Seller__/| 


—_er 


: oe eae 
COLORFUL SALT and PEPPER 
Modern! Practical! They sell on sight. Easy 
to fill-314” high, 2” base. In molded plastic 
products it’s Modglin for quality and_profit. 


Molded Plastic UTILITY CUP 


Bright colors to harmonize with 
bathroom or kitchen . . . of 
heavy molded plastic. 


ay ° 
YVpodglin Co. inc. 
MOLDED PLASTIC PRODUCTS 


“Known the World Quer™ 
\__3235 San Fernande Road - Los Angeles 41 + California | 


Ask 
Your 


Jobber 
or 
Wholesaler 














Make Patching and. 
Repair Work Easy 


with 


TEHR-GREEZE| 
FABRIC 
CEMENT 


White— Repairs all types of cloth, 
canvas and leather goods. A tough, 
versatile adhesive with thousands 
of uses in home, repair shop and 
farm. 


All-Purpose — Cements wood to 
wood, glass to glass, metal to 
metal, glass to metal and many 
other combinations. A clear trans- 
parent cement. 


Write for Trade Prices 


VAL-A COMPANY 


700 W. Root St. Chicago 9, Ill. 








| 





THE WORLD'S FASTEST SELLING CAN OPENER 


Vaughan's No. 170 
SAFETY ROLL JR. 


Over 50,000,000 Safety Roll Jr. Can 
Openers have been sold and we are 
pleased to be able to offer this popular 
number again. Sturdy and strong, all 
steel and retails at a low popular price. 


VAUGHAN NOVELTY MFG. CO. 


“Werid’s Largest Manufacturers of Can Openers and Bottle Openers 


32}1-28 CARROLL AVENUE 


CHICAGO 24, tkk., 


re Pa 











ONE-PIECE ALL-PLASTIC 
LADY'S & CHILD’S 


HANGERS 
15¢ and 25¢ 


Products of over 50 years’ experience 
and design skill, Acme Plastic Hangers 
are true “Glamour Girls." Lady's Han- 
gers in Sunny Amber, Coral, Sea Green, 
Azure Blue and Crystal and Child's 
Hangers in Baby Bive, Pretty Pink and 
Crystal are a store pride—not a depart- 
ment nuisancel 








Can Retail 
Profitably from 


Maximum Display 


with Minimum Space 


Step up Acme Hanger 
sales with this smart, 
chrome finished rack for 
the scintillating display of 
100 hangers. An asset to 
your counters, only 12” 
wide, 27” high on a 6” 
firm base. Prices on 
request. 

Stepping into the million-dol- 
lar business brackets, ACME 
Hangers are outstanding. 
Sold with the ACME MONEY- 
BACK GUARANTEE. immedi- 
ate Delivery—Prices on 
Request. 


cMfome PLASTIC HANGER CO., Inc. 


380 Throop Ave., Brooklyn 21, N. Y., MAin 2-0021 
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TAILORED CARE FOR 
TROUSERS AND SKIRTS 


Yew HOME VALET 


Trousers and skirts hang in full length, 
tailored storage. Creases and pleats 
last longer. Wrinkles disappear. Fewer 
pressings are needed. Good clothes 
can have no finer care. With patented 
equalizer bar garments simply slip in 
or out without adjustment of slides, 
clamps or other fasteners. Lightest sum- 
mer skirts and thickest tweed trousers 
hang equally securely. Saves clothes, 
time and space. Nickel plated steel. At 
men’s clothing, department and hard- 
ware stores. 


TABER, BUSHNELL & CO. 


Midland Bank Bidg. Minneapolis 1, Minn. 
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WHATS NEW 


‘Bruno’ Boring Bar Sets 


A new Bruno Boring Bar Set and Holder 
Kit is announced by Bruno Tools, Beverly 
Hills, Cal. The new kit, No. 650, consists 
of Adjustable Boring Bar Holder No. 600 





and Boring Bar Set No. 559, complete in 
a two-color picture box. The Adjustable 
Boring Bar Holder has a capacity of 3/16 
in. to % in. Its exclusive V-Channel grip 
is instantly adjustable and securely grips 
round, hex, square and out-of-shape bars 
as well as drills, reamers and chucks with- 
out the use of adaptors, bushings, or at- 
tachments, always holding bar or tool on 
exact center. The holder is of heavy duty, 
precision construction and is easily in- 
stalled on any 9 or 10 in. swing lathe. 
Centering height is 1 3/16 in. and bottom 
may be faced off for height adjustment. 
The “Bruno” Boring Bar Set No. 559 
comes in a plastic protective case and con- 


sists of %4 in., % in. and % in. boring 


bars, each with the “Bruno” Lever-Lock | 
grip which clamps the bit with equal pres- | 


sure along the entire holding channel and 
the full diameter of the bar. Thus the 
threading bit or boring bit may be securely 


gripped at the extreme end of the bar | 


without interfering set screws or bolts, per- 
mitting boring or threading to the bottom 
of a blind hole with full clearance. 





Small Precision Vise 


The “Bana” Bantam Vise, a precision | 


vise for craftsmen and production men, is 
the latest member of the rapidly expand- 
ing “Bana” line, of the Bana Co., 116 New 


Montgomery St., San Francisco. Of high 
| tensile strength alloys, with carbon steel | 


jaws and screw, it has a jaw width of 2% 
in. and a maximum expansion of 3 in. 
Boxed in two-color package, complete with 
two jaw attachments with which it will 
hold rigidly straight, angular or round sur- 
faced parts. Immediate delivery. 


shipping container. 












ints a Fila-lex 
Colorful 
BOWL COVERS 


EXTRA LARGE SIZES 
FIT.. MATCH YOUR NEW 


PYREX* 


PRODUCT 












If your 
gunn ee... Ss 
sence | CRLORENCE TEXTIL 
about this ~ io: 

profitable 
tie-in, write 


direct for 
samples. 








1178 $o. la Brea Ave. 
los Angeles 35, Calif. 











4 well as a line of proven 


Sug- | 
gested retail price is $3.49. Packed 12 toa | 


& Registered trade mark of Corning Glass Works 








Modern Methods 


Automatic equipment, pre- 
cision machines, production 
procedures ... all molded 
4 together produce Shelby 
1 products that give you and 
your customers top-service 


in their class. Modern 
methods make possible a 
complete Shelby line of 
conventional repair and re- 
placement hardware .. . as 


quality hinges and auto- 
matic checking hinges. 
Shelby Builders’ Hardware 
serves every purpose! 


Specify Shelby when you 
order Builders’ Hardware 











f from your Jobber. 
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A WLew HAND TRUCK £ 
WEIGHT-BALANCED= / 
LOW COST aaa 


Built for those who need a sturdy, low-cost hand truck 
which is “‘weight-balanced” for easier loading and 
moving. These features make it an outstanding buy: 





Tubular construction with easy- 3 
| grip safety handle — no dan- Arc-welded sections — 
greater rigidity and 


gerous protruding handles. 
strength. Red finish. 


Balanced so that load weight 
is distributed evenly — less 4) 


| strain on operator. Weighs 
only 20 Ibs Solid rubber, cushion- tread 
. wheels with bronze bushings. 


aaj pes: 


~ oy 


THE F. E. MYERS & BRO. CO, c y oa 





Dept. H-42, Ashland, Ohio é 4 
#2 4 


a 
& ? 
i 


we SELL BOTH 
Extra wide tow plate with ; AND 
DEALERS 


wheels placed to rear per- 
mits truck to stand upright. 


os Brea pa be A Order a sample or write for quantity prices. 
s 35, Calif. CENTRAL EQUIPMENT CORPORATION + TOLEDO 3, OHIO 














HEXAGONAL NETTING. 
The high standard of the 
industry. Multiple twist 
..-evenly woven...per- 








| 2 | 2. fectly straight selvage 
thods <x ’ ... heavily galvanized 
ae pre- i with gleaming fin- 
uction ev z ish. This popular 
molded product is readily 
Shelby , ‘ . , 
coon diced Ay a ih identified by the south tie. teh 
service “ famous eolorful P 
Aodern " ’ . rooster label. 
sible : 0 BLOW TORCHES 
ine oO . =. 
- ae 3 thr au Tanks are drawn from finest 
>roven net . ; quality heavy gauge cartridge brass. Cast 
aoe sf 5h bronze burners. The engineered precision 
aio <r fe ff and construction of C & L Blow Torches 
, f and Fire Pots assure top performance at all 
"yen 7 —-— times and long life. 
rdware 
5 F WRI GHT STEEL & Distributed through all leading jobbers. 
WIRE CO, 
CLAYTON & LAMBERT MFG. CO. 


WORCESTER * MASS. 1718 DIXIE HIGHWAY «+ LOUISVILLE 10, KENTUCKY 
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Two-Oven Range w, 
A two-oven, 6-surface unit model recently 

has been added to the Thermador electric 

range line. Equipped with two separate 


ing height, 36 in.; overall height, 49 in.; Aluminum Clothes-Pin 
floor area, 44% in. by 24 in.; and top sur- 


face, 44% by 21 in. Thermador Electrical 
Mfg. Co., 5119 District Blvd., Los Angeles 
22, Cal. 


























Stamped Garden Tool 


The “Steel City” Hand Garden Tool Set 
consists of a trowel, cultivator and trans- 
planter, made of one-piece, 18-gage steel. 
Tray comes in matching colors of the tools 
with the interior and handle finished in red 
and the exterior in alunminum paint. 





Beh & Co., 1150 Broadway, New York 
City, announce the distribution of the Kee 
“Priscilla” spring-grip Aluminum Clothes 


over-sized 18 in. ovens, it makes it possible 
to bake, broil or roast simultaneously two 





different foods at two different tempera . r cou 
tures. It contains not only six surface Pin. The clothes-pin contains an enclosed 

units (three, 2200 watts: three. 1300 spring which will not harm any type of helt 
watts), but two broilers. Each oven is fabric. Claimed not to split or fall apart. 
individually equipped with an oven light Covered with lacquer to prevent marking, WHA 
and non-tilt oven racks; and each has its and the manufacturer claims the pin is 

own temperature control, temperature indi rust-proof and strong enough to hold heavy 

cator and selector switch. Has a Telechron blankets in its grip despite severe winds. 1012 
automatic timer clock, Minute Minder, one It can also be used for hanging skirts, 

piece acid resisting top, rust-resisting white Packed one doz. to carton. Carton weighs trousers and lingerie on wire hangers. For 

porcelain enamel finish, all steel electric 38 lbs. Tray is 13 in. long, 6 in. wide. effective merchandising 12 clothes-pins are 

ally welded frame. Dimensions are: Cook Gary-Pioneer Steel Corp., Gary, Ind. clipped on a self-selling display card. 






BACK AGAIN! sie tted 
NEW---MODERN:* Super 


DRAIN PUMP 


* 
TEN TIMES . ° 
rs rowan * With st Five Big Features 
i The upper half of this “SUPER-FORCE” is the same design as 


the old style plunger. This design was right — but it was 
not carried far enough. 


@ From here down, “SUPER-FORCE” is NEW. 
This added 4 inches gives exactly the 
right amount of ADDITIONAL PRES- 


































3% Even the BELL-SHAPE of “SUPER- 
FORCE” adds to its power. The air, 
compressed in the top chamber, is 
forced into an even smaller space in the 
lower chamber. POWER is thereby multiplied, 
and in a matter of minutes any obstacle caus- 
ing stoppage is removed. 


4 Lower collar design gives non-slip feature. 


JOBBERS 5 Ten Year Guarantee. 


supports sales. Demonstrator 


WANTED 
SUPER-FORCE PUMPS are now 
counter-card and literature fur- P | PRODUCTS CO..INC. | 0 D U C T S C # | N | PRODUCTS CO..INC. | 
nished. Write or wire, today! 114 Ww. Hubbard St. - - Dept. H- Chicago 10, ti. 











available for immediate ship- 
ment. Liberal discounts. Na- 
tional tradepaper advertising 
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| IN EVERY  #i}% 
XMAS GIFT 


DISPLAY 


BERNARD 
PARALLEL ACTION 
PLIERS 


to millions of prospective purchasers. 
Keep BERNARDS prominently on the 


counter where our national advertising can 
help make profitable sales for you. 


WM. SCHOLLHORN COMPANY 
Quality Tools Since 1870” 
1012 CHAPEL STREET - NEW HAVEN 9, CONN. 


BERNARD 


$102—614” 


Here’s one of the finest postwar 

electrical appliances. It’s a high- 
profit, reasonably priced item that 
practically every one of your cus- 
tomers will want. Many uses — 
farms, homes, camps, etc. 


HOT WATER BY THE PAILFUL 


Easily operated — a pail of water 
hung on switch arm sets unit in 
operation... when pail is removed, 
switch shuts off automatically. 


ORDER DIRECT FROM™ 


THE NATIONAL IDEAL COMPANY 


TOLEDO 4, OHIO 
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It’s in the Ideal Price Range 
For That Holiday Gift... 


Get your share of the holiday traffic 
dollars by promoting this unique and 
attractive gift. Selling at retail for $5.95 
tc $16.95— Logan numbers are “right” 
for fast-moving Xmas gifts. Logan ad- 
vertises nationally. It’s up to you to 
DISPLAY and PROMOTE — for profit. 
Prompt shipment, right now! 


The patented PiANO 
HINGE {it’s spark- 
proof} is a big sales 
feature supplied ex- 
clusively by Logan. 


94% 


OF XMAS GIFTS 
ARE 
STAPLE ITEMS 





coCrUr Ty 


LOGAN CO, INC. 
740 Cabel St., Louisville 6, Ky. 


ae 
‘S* Guaranteed by > 
Good Housekeeping 
Nd J 


Sor 45 apyeunsto HSS 


FIRE 
SCREENS 


USALITE TELLS ITS STORY 


Strong-selling messages like 
this are appearing regularly 
in leading national maga- 
zines ... reaching over 9 
million prospects. 

Get your share of the 
profits from the increasing 
demand for USALITE 
Flashlights and Batteries. 
Remember, the USALITE 
trade-mark is the consum- 
er’s guarantee of quality and 
dependability...your assur- 
ance of repeat sales. Order 
from your jobber .. . today! 





Flashlights & Batteries 


“a” & “B" Batteries for Portable Radios 


UNITED STATES ELECTRIC MFG. CORP. Factory and 
Exec. Off.: New York 11, N.Y. Branch Off.: Chicago 7, Ii. 
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Serving the 
Retail 
Hardware Trade 
Since 1936 


Well known brands of 
hardware, electrical 
and plumbing supplies. 


Inquiries from 
Dealers invited 


CROWN 


HARDWARE CO. 


723 W. LAKE STREET 
CHICAGO, ILL. 














KEY BLANKS 


Made from the 
finest brass stock 


finish only. Care- 
fully selected for 
easy cutting and 
smooth finish. 
Accurate milling 
and correct di- 


blanks that fit 
perfectly. 





WRITE FOR FREE 
CATALOGUE AND 
ADDRESS OF NEAREST 
JOBBER 


Mfrd. by 


HUGO MANUFACTURING CO., INC. 


6470 Epworth Blvd., Detroit 10, Mich. 


SOLD ONLY THRU YOUR JOBBER 
SS 
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\ obtainable, nickel | 


| all contain Red Squill. 


mensions provide | 


WATS NEW 





Model Railroad Paints 





A. line of Model Railroad Paints is now 
being made by Testor Chemical Co., Rock- 
ford, Ill., manufacturer of other model 
craft finishing supplies such as Testor’s 
Model Airplane Cement, Dope, Sanding 
Sealer, Gloss Top-Coat, etc. These new 
lacquer-enamels give a finish in-between 
dull and glossy, described as “weathered 
glossy” because of its authentic, “used” 
appearance claimed to give complete one- 
coat coverage without the use of a primer. 
Can be applied by brush or spraying, and 
drys in two to three hours. In 13 colors: 
Concrete, Flat White, Roof Brown, Ca- 
boose Red, Reefer Orange, Coach Green, 
Tuscan Red, Pullman Green, Boxcar Red, 
Flat Black, Semi Gloss Black, Reefer Yel- 
low, and Aluminum, as well as Dull 
Varnish and Model Railroad Thinner. 


| Mouse and Ant Poisons 


bun warmer, 


J. T. Eaton & Co., Cortland, Ohio, has 
added “Mouse Seed” and “Ant Tablets” to 
“Rat Bait” and “Rat Paste” in its line of 
“Rough and Ready” products. The items 
The “Mouse Seed” 
has enough to kiJl rats if they eat it. 
“Mouse Seed” should be put in the pantry 
with left overs. Safe if accidentally eaten 
by humans. The “Ant Tablets” contain 
sodium arsenite. 


Electric Table Appliance 


The “Royal Master” Electric Table 
Broiler is a broiler, frying pan, cooker, and 
all-in-one. Cast aluminum 
top and tray. both highly polished at 


| strategic points with a simulated hammered 


finish. The trim is heat-resistant plastic. 
It is 20 in. long, 10% in. wide and 5% in. 








high. Complete with grilling platter, 
broiler rack, and approved cord set. It 
provides 3 heats: High, 1400 watts; 
medium, 850 watts; and low, 550 watts. It 
operates on 110-120 volts AC-DC. Packed 
one to a carton. The Model 225 retails at 
$18.85 including Federal excise tax. Royal 
Master Appliance Co., Marion, Ohio. 





Improved Valve Unit 
Rebuilds Old Faucets 


“Clevalve” is claimed to be a smooth- 
operating, non-corrosive valve unit that is 
easily installed in place of the old stem 
and washer in common faucets. It pro- 
vides a new stem, new threads, and a new 
metal-to-metal seat to eliminate scoring and 
the use of washers. The maker claims the 


precision-machined metal valve construc- 
tion eliminates faucet chatter and gives 
finger-touch control. It is said to be easily 
adjusted to different faucet body sizes. It 
can be installed in a few minutes using 
ordinary tools. A carton of one dozen 
forms a small, counter display when the 
die-cut cover is folded back as illustrated. 
Manufactured by Cleveland Valve Co., 
12000 Lorain Ave., Cleveland 11, Ohio. 
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“Good for the life of 





( _ STANDARD LOUVERS 


Any Averoae Building 





scientific Design be OC LJ WV E FR S ret. Appi. tor 


MANY EXCLUSIVE FEATURES—NONE BETTER ON THE MARKET 








SPECIAL Louvers _ 
For NEW Construction 
Nice job—Easy to instoll 











om 
Equipped 
with 
LUMITE 
Plastic 
Screen 


< 








STAIN PROOF 
Our complete fine includes ¢; 
over 30 Sizes and Type for 
every use. 


Arr-O-Line MANUFACTURERS—3062 -4th Ave. So., Minneapolis 8, Minn. 





RUST PROOF 


We also build Special 
Louvers for the industrial 
trade. 








in SALES 


and 


PROFITS! 





BACKED BY A NATIONAL 
ADVERTISING DRIVE TO 
STIMULATE YOUR SALES 


Your customers are being 
reached through a concen- 
trated advertising drive 
which is building even wider 
acceptance and demand for 
this world famous product. 
No other pulley products get 
such vigorous, persuasive ad- 
vertising support. Take full 


SETTING NEW HIGHS 





~ CONGRESS 3-COLOR 
DISPLAY CARD 


50 Pulley Assortment — 27 
popular sizes with diameters 
ranging from 1/4” to 5°—in- 
dividually packaged—attrac- 
tive 3 colored box with above 
free 3 color display card. Per- 
petual inventory card in- 





cluded. Complete assortment 
costs $15.00 ... your profit 
$11.40... gives 76% mark-up. 


advantage of this strong 
promotion by placing this 
live pulley display of * 

CONGRESS DRIVES in win- Still selling at March °41 
dow or on counter. prices through your jobber 





CONGRESS *tcr” DRIVES 


3750 E. OUTER DR. — DETROIT 12, MICH. 











WA ~ NE . — 


TRACKS 


INDUSTRIAL 
USE 
* 


HEAVY 
DUTY 


Can be furnished with Ball 
Bearing, Roller Bearing or 
Hyatt Roller Bearing Trolley 
for doors up to 1, Ibs.— 
2144-31” thick. 


WAGNER HANGERS 


also available for doors, up 
to 2,000 Ibs. 


WAGNER MFG. CO. 


Dept. HA-1246 
CEDAR FALLS, IOWA 














Sheiten 


vianes 


Precision Built for Craftsmen 
Open hearth steel cutters tempered and ground. Fine grey iron bodies, 
rugged construction, perfect balance. Easy, accurate adjustments. 
Quality construction that craftsmen recognize. 


SHELTON PLANE & TOOL MFG. CO., 


SHELTON, CONN. 
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Standardize on the FULL LINE 
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HOME 
CANWINC 


we Ton 


.. means 
Hardware 


Sales! 


Canning in tin cans saves time! 
Saves flavori Saves the product! 1946 Burpee 
Can Sealers and Burpee Pressure Canners 
ore being distributed to dealers on the most 
equitable basis possible. 


THE 






Order 
Today! 


Retails at 


~~ == 
PATENT APPLIED FOR 


CLOTHESLINE REEL 


New! Different! Better! 


At last!...a trouble-free, smooth- 
working appliance for putting-up 
or taking-down clothesline in a 
jiffy. Reel Tite has sales appeal 
and will make profits for you. 
Just what your customers are 
looking for! 
Order today. 
Write for full 
information, 
discounts, etc. 



















THE AUTO ARC-WELD MFG. CO. 


8005 Grand Ave. + Cleveland 4, Ohio 


WHATS NEW 


Quick-Adjusting Vise 








The Grand “Vise Master” announced by 
Grand Specialties Co., Grand Ave., & Troy 
St., Chicago 22, is a general utility speed 
vise. It closes instantly with push on free 
jaw and opens automatically by trigger re- 
lease on its spring action to 4% in. Equip- 
ped with “Double Bite” steel pipe jaws 
which are integral with the 
eliminate time required to adjust loose 
jaws to pipe or tubing. Revolves in full 
circle on base with double swivel, friction 
type, lock-up which fastens from both sides 
and holds the desired swivel position. Free 
jaw moves on triangular sliding member, 
the 40-deg. angle of which gives free 
approach to vise from the bottom and al- 


body to | 


lows filings and welding spatter to drop | 


through. 
Length closed is 13 in. Width 7% in. 
Height 744 in. Listed at $24.30. 


| Plastic Ironer Protector 





Tex-Knit Duraflex Plastic Ironer 


The 
Protector is for keeping electric rotary 


ironers clean. Water-repellent. Keeps 
dust, dirt, oil, etc., away from both ironer 
and ironer cover. Can itself be kept clean 
with a damp cloth. 
matic home ironers, and comes in semi- 


| transparent colors with color-contrasting 


binding.  Attractively packaged. Sug- 
gested to retail for $2.95. 


tile Mills Co., 2637-69 W. Polk St., Chi- 


cago 12, Ill. 








Latest News on 
RECONVERSION 
on page 158 





Weighs approximately 24 Ibs. | 


Fits most new auto- | 


Made by Tex- | 





The NEW 
SENSATIONAL 


Zip Pressure Plunger 
For Cleaning All Drains 





Guaranteed 
to Keep All 
Drains Open. 
A quick, 
profitable 
seller for 
Kitchen, 
Bath, 
Laundry 

& Basement 


RB 











Drains and All Industrial Traps. 
Easily Stored. Simple to Operate 
Users are delighted with it and rec- 
ommend it to others. More sales 
for you. 
LIST PRICE 
$1.38 Complete 


If your Jobber cannot supply you 
Order direct from us. 


SYMONDS and COMPANY 


1414 So. Michigan Ave., Chicago 5, lil. 




















If You Want 
What You Want 
When You Want It- 


Then place your “WANT AD” 
in the Classified Section of 
Hardware Age. Hardware Age 
will tell your “WANTS” to 
the greatest number of read- 
ers of any paper in the Hard- 
ware trade. It brings employ- 
er and employee, buyer and 
seller together — and gets re- 
sults for its classified as well 
as display advertisers. 


Hardware Age is not only 
widely, but thoroughly read. 
Address with copy and remit- 
tance — 


HARDWARE AGE 
Classified Opportunities Section 
100 East 42nd Street 
New Yerk City 
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COMBINATION SQUARE | 


The PARVA-GRAPH—8 tools in one—is a combina- 
tion Square, Protractor, Right Triangle, Ruler, Compass, 
French Curve, Mitre, Scribing Tool and Divider. Of 
tough, transparent plastic, it bends without breaking. 





© ARCHITECTS 

OW « antists © HOME CRAFTSMEN 
© CARPENTERS © MECHANICS 
© DRAFTSMEN @ STUDENTS 


Jobber inquiries invited 


PARUA PRODUCTS COMPANY 


WEST HAVEN, CONNECTICUT 










POWER 


oth Pla 


| “SPECIAL” 
atm = HEAVY 
pave DUTY 
iw POWER 
7 GRINDERS 


These sturdy, streamlined machines are equal to practically 
any kind of polishing and grinding work. Two heavy 
“Omire” bearings give smooth, quiet, trouble-free operation 
and oil cups provide an ample lubrication reservoir. Com- 
plete with guards and tool rests. Sizes range in weight from | 


5 lbs. to 25 Ibs. 
MAJESTIC SAW MANDRELS 


One piece, heavy cast journals, a 
with “Omite” bronze bearings, ¢-)h" 
permitting use of heavy loads 
and high speeds. A ground 
and polished steel shaft, turned 
and shouldered at both ends, has right and left hand threads. 


Comes in sizes 14”, 54” and %” saw bore. 
Write for descriptive literature of our entire line 


Majestic Tool Mfg. Co. 


CHICAGO 6, ILL. U.S.A. ff 


INA 


MAJESTIC TOOLS 
rw) —" 











120 N. JEFFERSON STREET 
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SOUTHINGTON 
SCREWS 


For Wood or Metal 


Southington Wood Screws, Drive 
Screws and Sheet Metal Screws 
have upheld their quality since. 
1867. All standard sizes with vari- 
ous styles of heads in the most 
called for types. Send for screw 
eatalog, also our catalog covering 
steel squares, tri-squares, bevels, 
etc. 








PHILLIPS RECESSED HEAD SCREWS 
FOR WOOD AND SHEET METAL 


\ 


Supply the in- 
creasing de- 
mand for these 
modern, time- 
saving screws. 


All standard 


Driver fits se- 
curely into ta- 
pered recess — 
will not slip 
out, or work to 





one side. sizes. 
THE SOUTHINGTON 
HDWE. MFG. CO. 


5, SOUTHINGTON, CONN. 5; 








INSURE YOUR BLADE SALES 
with this policy— 





ber today —for a complete stock 
of Trojan Saw Blades and 
Frames. Offer your trade only 
the best and at an interesting 


This policy can only mean in- 
creased sales and pyramiding 
re-sales of scroll, jig, jewelers 
and copying saw biades. 


Place your order with your job- _ price and profit. 
ACKERMANN, STEFFAN & CO. 
4534 | Palmer Street ° Chicago 39, Illinois 
Mow Vests seston & tanto W. Clete Shaw 
50 Git Chest 1270 Bush Street 407 Mettl Street 
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—On the Ball— 


Serving Dealers 
_exclusively 


* Write for the 
Lurie Flyer and be 
sure to visit us when 
in Chicago. 


She Dae , oo oe 
Company, ea 


552-54 W. Lake St. 
Chicago 6, Ill. 





WHATS NEW 


‘Kitchen Maid’ Cabinets 


One of the new “Kitchen Maid” sink 
units, styled to harmonize with modern 
kitchen appliances. Features of this one 
is a double sink, resilient linoleum top, 








bread cutting board, lid rack, sliding towel 
rack, cutlery drawer, flour and sugar 
drawer, bread drawer, and storage com- 
partments for pots, pans and cleaning sup- 
plies. Doors are of wood composition, and 
drawers are of heavy gage steel with wood 
fronts and hardwood guides and slides. 
Available as a built-in line of standard 
units for the custom planned kitchen or as 
single “package” units, completely finished 
and ready for use. Kitchen Maid Corp., 
Andrews, Ind. 











DRAKE 


SOLDERING IRONS 
SELL RAPIDLY 


win customer 


good wi i. / 
| — —_ 


No.701—100 watt DRAKE Solder 
ing Iron. Same type iron comes 
in 60 and 150 watt ratings. 





For over a quarter of a century— 
DRAKE Soldering Irons have been a 
quality product of precision manu- 
facture—keeping constant pace with 
progress. Widely advertised—they 
sell quickly and profitably. 


With industry rapidly 
reconverting to peace 
time production—there 
is a big market for 
Drake Soldering Irons. 
Remember — there is 
@ Drake Iron to meet 
every need and pur- 
pose. It will pay you 
to feature them. 









ASK YOUR JOBBER 


DRAKE ELECTRIC WORKS, INC. 


CHICAGO 123, tlt 








3656 LINCOLN AVE 








New Premier Sign 


A neon-fluorescent identification sign is 
being made available to dealers by the 
Premier Vacuum Cleaner Division of the 
General Electric Co., 1734 Ivanhoe Rd., 
Cleveland, Ohio. It is designed for effec- 
tive use in windews or anywhere in dealers’ 
stores. The name “Premier” is displayed 
in brilliant green neon tubing at the top. 
Cylinder-type and floor model Premier 
cleaners are reproduced in color on an 
illuminated background of silvered glass. 
Overall size is 30 in. wide, 12% in. high, 
5% in. deep. The ‘cost is $30 each, f.o.b. 


Cincinnati, Ohio. , 


Correct Answers to 
Test Your Hardware Sense 


(Questions on page 132) 

1—Answer. Weekly salary as follows: 
(a) $25; (6) $35; (c) $27.50; (d) $31.25. 

2—Answer. Some of the points about 
a screw driver are tip, blade, ferrule, 
handle and head. 

3—Answer. (a) Margin is 33 1/3 per 
cent of the selling price. (6) Mark-up is 
50 per cent of the cost of the goods. 
Experienced dealers prefer to think in 
terms of margin. 

4—Answer. Salesman should give cus- 
tomer a good reason why the store does 
not carry the item and should make a 
determined effort to find an article which 
will meet customers needs. 

5—Answer. (1) To sell merchandise; 
(2) to attract attention; (3) and to ad- 
| vertise the store. 





SPAR-TEX 


.... ANOTHER NAME FOR 


BETTER PAINTS 


THE SPAR-TEX COMPANY 
4309 THIRD AVE., NEW YORK 57, N.¥ 











TROY 
BEST 
Setar ~ 


FILE CARO—clens flee, tape and Glee quickly end 
HOG SCRAPERS—1 ingle or double ond 


TROY FILE WORKS 
Trey, Est. 1831 M. Y. 





























FOLDING 


CHAIRS 


Upholstered end 
Piela. Meny styles 
Folding Tables 
PROMPT SHIPMENT 


ADIRONDACK 


CHAIR COMPANY 


1142 BROADWAY 
NEW YORK 1, WN. Y. 














WOOD PARTS 


If it’s made of WOOD send your 
inquiries to us. We manufacture 
handles of every type, dowels, 
automatic turnings, and miscel- 
laneous wood items. 


Woed Products Divisiea 
MAINE INDUSTRIES COMPANY 
General Offices - Bangor, Maine 











Al sco 


LEATHER 
AND 
SADDLE SOAP 





For use on all leather except 


suede. 
CLEANS POLISHES 
SOFTENS PRESERVES 


Pocked in 6-0r., 12-02. & 5-Ib. Cons 


ASCO CHEMICAL CO. 











641 Lexington Ave., Brooklyn 21, N. Y. | 
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EASY TO USE — QUICKLY APPLIED 


DURAL waterproof cement for economically repalr- 
ing tips and tears in canvas and other fabrics— 
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RKS 
M. Y. 








iG 

IRS 
red end 
aay styles 


| Tables 
SHIPMENT 


DACK 


1MPANY 


ADWAY 
1, N.Y. 























DURAL CO., INC. ' 


clothing, upholstery, etc. Unequalled for thousand 
and one uses. Cement both ports—let dry—press 
together. Seams remain strong and waterproof when 
washed, boiled or ironed. Available in 2 oz., 4 o2., 
8 oz., quart and gallon sizes. 





MILWAUKEE 4, 
WISCONSIN 








Q 3) i ON: Year after year, 


what complete, balanced plant food 
continues to grow in sales . . . makes 
greater profits for aggressive garden 
supply dealers? 








Display VIGORO prominently! 


A PRODUCT OF SWIFT & COMPANY 
Plant Food Division @ Chicago 9, Illinois 







































; “Quality and 
Dependability 
maintained for 70 years 


Dealers can be confident that the name 
“Jackson” will continue to stand for 
dependability in both quality and as a 
source of supply. Seventy years of ex- 
perience in building this class of equip- 
ment is assurance that Jackson repu- 
tation will be maintained in the future 
as in the past. 





Effective service of Jackson products 
is the result of providing maximum 
strength in construction and in the use 
of materials best suited to the purposes 
intended. 


Get in touch with your nearest Wholesaler 


JACKSON MFG. CO. 
Harrisburg, Pa. 


Est. 1876 
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featuring... WOODRUFF KEYS 


PACKED FOR THE JOBBING TRADE 
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STANDARD HORSE NAIL CORPORATION 


MACHINE KEYS (ALL TYPES) TAPER PINS 
STRAIGHT PINS ¢ COTTER PINS °* 
——HORSE SHOE NAILS—— 
“KOOLHEAD” FOUNDRY CHILL NAILS 


NEW BRIGHTON, PA. 













MANUFACTURERS 
SINCE 1872 








KEEP WARM ! 
SAVE FUEL ¥ 


\ BETWEEN 


( pliable, plestic 
a gern ap " 
Easily an 
applied te windows, 
doors, baseboards. 
Stops expensive heat 
leoks. 
Just press into 
plece. Mortite does 
not shrink or crack. 
Keeps out dust and 

















Beautiful 
and other antional magazines and newspapers. 


Sales are growing for Mortite, in its 4th suc- 
an improved product now 
in new, transparent moisture-proof package. 


cessful yeor .. . 


ORDER THROUGH YOUR JOBBER 


4. W. MORTELL CO., 508 Burch St, Kenkakes, if. 


ARMSTRONG-BRAY 


Gear and Wheel Pullers 


Essential tools for the main- 
tenance and repair of ma- 
chinery, motors, engines and 
shafting. They remove gears, 
pulleys, sheaves, bearings, 
sleeves, etc., easily and 
quickly, without battering or 
breakage. STEELGRIP Rigid 
Arm pullers in standard and 
special ty pes CHAINGRIP 
Pullers, that reach-in con- 
siderable distance from the 
end of shaft; automotive pul- 
lers, etc 41 types and sizes. 


Write for Catalog 


ARMSTRONG-BRAY & CO. 


stHighwey. Chicego 3 $a 





| Builders’ Hardware Quiz Answers 


(Questions on page 130) 
CHAPTER 25—INTERMEDIATE COURSE 
Cupboard Hardware 


1. Exclude the hardware and state | 


in your bid that you have done so. 
2. That the locks be keyed alike or 
master keyed. 


3. That both door and drawer lock | 


are from the same manufacturer, and 
that they are of the same key class. 

4. Allow for the wastage because 
track comes in standard lengths. 

5. Desk slides, table leaf supports 
and braces. 


6. Not usually because the cost of | 
carrying a stock, in any way complete, | 


would be prohibitive. 
7. Check details carefully. 
8. Thickness of wood, width of stile. 
9. Yes—Placed at top and bottom of 
door they will keep doors from warping. 


CHAPTER 26—INTERMEDIATE COURSE 
Kitchen Cabinet Hardware 


l. Kitchen 
advertising done by various major elec- 
trical appliance and linoleum manu- 
facturers. 

2. Manufacturers of complete kitchen 
cabinets. 

3. An extremely large market. 

4. Unusually attractive display 
boards. 

5. Whether doors are offset orflush. 

6. Yes, matched kitchen cabinet 
hardware is becoming increasingly at- 
tractive. 

7. The introduction of color. 

8. By the furnishing of celluloid 


strips in many colors to fit the single | 
| metal stock. 


9. Plain hardware is always in good 
taste. 

10. The knobs must have a screw end, 
and are commonly called shutter knobs. 


CuHaptTerR 27—INTERMEDIATE COURSE 
Window Hardware 
l. The size, bearing, type face and 
kind of groove. 
2. Multiply the number of square 
feet of glass by 144 for double-strength 


| glass and by 2% for plate glass. 


3. By stating in the bid, “Please note 
this bid does not include the furnish- 
ing of any sash weights of lead.” 

4. Sash chain fixtures. 

5. The same as in the answer to 
question No. 2. 


6. The actual sash should be weighed | 


after glazing. 


7. Watch the width of the upper sash | 


rail to the glass. 
8. Ventilating sash locks. 
9. Sash pole sockets, sash pole and 


| sash pole hook. 


10. Round head, flat head and ad- 


| justable cup. 








Economical, Effective 
FIRE PROTECTION 
Sell the popular 
“FIRE-KILLER” 
Dry Chemical Extinguisher 
Retail 83 


For Autos—Homes—Farms—Shop« 
No Mechanism— 

No Servicing Required—No Danger 

Everybody a Prospective Customer 


FIRE-KILLER MFG. CO. 


127 N. Franklin St., Syracuse 1, N.Y. 























Templeton, Kenly & Co. 
Chicago (44) Il. 
Better, Safer Jacks Since 1899 








modernization and the | 


Luni 











THEY PULL—CLINCH—HOLD 
The outstanding fastener AB, ys repairing 
sree Sen NOW FROM YOUR JOSOER 


SUPERIOR FASTENER 
" Chicego (18), Ml. 














SPAR-TEX 


MAKERS OF BETTER 
PAINTS & ENAMELS 


THE SPARTEX CO., NEW YORK 57,1. ¥. 
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% Hardware dealers can create new EXTRA 
PROFITS from ready and waiting home modernize- 
tion jobs by ownlag and renting out this Lincoln 
Speed-O-Lite sander. Peeple giadly pay up to 
$5 per day in rentals alone. Besides you sell large 
amounts of supplies that are needed in any floor 
finishing or building modernization program. 


THE LINCOLN SPEED-O-LITE 
This famous rental sander has earned th ds upon th ds of dol- 
lars for hardware and paint dealers from coast to coast. The rental 
income that ranges up to $5 per day is only a starter. 


SPEED-O-LITE RENTAL SANDERS HELP YOU SELL SUPPLIES 
Figures complied by a sumber of your fellow dealers clearly indicate 
thet you can ADD SALES ef sandpaper, paints, varnishes, seal, tools, etc., 
averaging up to $10 per day to each and every Lincoln Speed-O-Lite 
rental customer. We urge you—write today for full detalis about the 
Speed-O-Lite Sander Rental business. 





Werid’s manufacturer of the most compicte line of floor malmtenance equipment. 


4 4, 
“TN 


CHORE 
GIRL 


“Pot Cleaner 
of the Nation” 


I’ve improved in appearance and effective- 
ness because of war-time experiences. As al- 
ways, I am being distributed only through 
regular jobber and wholesale channels. For 
your adequate supply get your orders in 
promptly to insure earliest delivery. 


METAL TEXTILE CORPORATION 
* ORANGE, N. J. 
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TITTLE SEEDS | 
THAT KILL MICE! 











—this 
customers—and use yourself t 
pene Tp Boe “A saucer and seed ~<s a 
4.” No baits, traps or muss. Mouse a 
pops cer and placed where mice appear joe - 
‘ob. Mice eat the kernels of the tiny, ——— a 
scanned seed—then they die. Clean. Easy. 
ae has given excellent results for over 
$0 years. Consistently ad- 
vertised in newspapers an 
magazines to 28 million Pen 
hating homes. Pays you $1. 
profit on a $2.00 invest- 
ment! Order now. 
If your wholesaler hasn’t 
Mouse SEED*, write Us, 
iving his name. 
a U. S$. Pat. Off.) 






















Wholesalers: Write - 14 PACKAGES: 


for complete information. Costs you $2.00 
W. G. REARDON Lasoraroniss, Inc. You sell for $3.50 
8 Mill St., Port Chester, N. Y. You make $1.50 

















New: oo? , --- Plastic Ends 
be" FLUORESCENT 


KITCHEN UNIT 


, _ WESTERN 


MODEL 2-20-K.P. 








The latest Vogue 
in Kitchen Lighting! 


Entirely new — quality built throughout, 
gleaming white baked enamel finish, with Polystrene 
Plastic ends, chrome trimmed, for better lighting and 
more beauty. Designed to improve the lighting of 
any kitchen—anywhere. Also ideally ee 
suited for use in stores, offices, and List Price 
display rooms. Model 2-20-K.P. uses 950 
2-20 watt fluorescent lamps. Wired —_ 
for 110 volts, 60 cycles, A.C. current. 

Individually pe fe 5 






F.0.B. Chicago 


Adapter or flush types. Also 3 Lamp type, Model 3-20 K.P. 
Sold only through recognized Hardware and Electrical Wholeselers 


ed i le 











3242 W. ROOSEVELT ROAD CHICAGO 24, ILL 
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. . . give strength of steel yet lightweight 
pliable convenience and features that can’t 
be beat. . . washable, adjustable and no 
knots to tie. 


Outdoor LONG LIFE CLOTHESLINES, avail- 
able in 50 and 100 foot lengths. LINGERIE 
CLOTHESLINES, complete with “no-drop” 
plastic clothespins, for perfect indoor hang- 
ing use... both in colorful, washable and 
durable BRAIDED PLASTIC. 


Get acquainted with the complete line 
of household and personal necessities 
fashioned from Braided Plastic to get your 
share of PROFITS IN PLASTIC. 


“ 


PFE-BERT ine. 


SAGINAW MICHIG! 








Coming Conventions and Events 


Corrected Each Issue According to Latest Data 


Ace Hardware Corp. convention and 
exhibit, Jan. 27-29, 1947, at the Hotel 
Sherman, Chicago. E. G. Lindquist, 1319 
S. Michigan Ave., Chicago 5, IIl., secretary. 

American Hardware Manufacturers 
Association, 92nd semi-annual convention 
meeting jointly with the 56th annual con- 
vention of the Southern Wholesale Hard- 
ware Association, April 14-17, 1947, at the 
Palm Beach Biltmore Hotel, Palm Beach, 
Fla. Charles F. Rockwell, 342 Madison 
Ave., New York City, is secretary-treasurer 
of the manufacturers’ association and T. W. 
McAllister, Orlando, Fla., is secretary of 
the wholesalers’ association. 

American Hardware Supply Co. con- 
vention and exhibit, Jan. 27-28, 1947, at 
company headquarters, 41-43 Terminal 
Way, South Side, Pittsburgh, Pa. William 
M. Stout, executive vice-president and 
general manager. 

Arkansas Retail Hardware and Im- 
plement Association annual convention 
and exhibit, Feb. 16-18 at the Lafayette 
Hotel, Little Rock. A. W. Porter, Lafay- 
ette Hotel, secretary. 

Bicycle Institute of America, Inc., 
winter meeting, Jan. 28-30, 1947, at the 
Hotel Commodore, New York City, Cecile 
Meehan, 122 E. 42 St., New York City, 
secretary. 

California Retail Hardware Associa- 
tion convention, Feb. 11-13, 1947, at Hotel 
Whitcomb, San Francisco. LeRoy Smith, 
417 Market St., Rm. 237, San Francisco 5, 
Cal., secretary. 

Coast-to-Coast Stores annual meeting 
Feb. 10-12, 1947, at the Nicollet Hotel, 
Minneapolis, Minn. 

Connecticut Hardware Association con- 
vention, Feb. 11-12, 1947, at the Hotel 
Bond, Hartford, Ned Russell, Harris Hard- 
ware, Southport, Conn., secretary. 

Florida Retail Hardware Assn. conven- 
tion in May, 1947, at Orlando, Fla. William 
W. Howell, Waycross, Ga., secretary. 

Franklin Hardware & Supply Co. 
annual dealers’ meeting, Feb. 4, 1947, 
probably at the company’s general offices 
and warehouses, 918-928 N. Delaware Ave., 
Philadelphia, Pa. 

Georgia Retail Hardware Assn. conven- 
tion in May, 1947, at Atlanta, Ga. Wil- 
liam W. Howell, Waycross, Ga., secretary. 

Housewares and Appliance Show, 
Feb. 9-12, 1947, at San Antonio, Tex. San 
Antonio Housewares and Appliance Show 
Committee maintains offices at 2200 Alamo 
National Building, San Antonio 5, Tex. 

Housewares Show, The, sponsored by 


| Mrs. Flo English, Hotel Pennsylvania, New 


York, Jan. 5-10, 1947, at the Atlantic City 
Auditorium, Atlantic City, N. J. 


Illinois Retail Hardware Association 
convention and exhibit, Feb. 24-26, 1947, 
at Hotel Sherman, Chicago. William F. 
Ewert, 1321 Merchandise Mart, Chicago 5, 
Ill, managing director. 

Indiana Retail Hardware Association 
convention and exhibit, Jan. 27-30, 1947, 
at Murat Temple, Indianapolis. G. F. 
Scheely, 333 No. Pennsylvania St., In- 
dianapolis 4, Ind., managing director. 


Iowa Retail Hardware Association con- 
vention and exhibit, Feb. 11-14, 1947, at 
Des Moines, Iowa. Exhibit at Coliseum. 
Philip R. Jacobson, Mason City, Iowa, 
secretary. 


Kentucky Hardware and Implement 
Association convention and exhibit, Jan. 
20-21, 1947, at the Kentucky Hotel, Louis- 
ville, Morris Jones, 501 Republic Bldg., 
Louisville 2, Ky., secretary. 

Michigan Retail Hardware Association 
convention and exhibit, Feb. 11-14, 1947, 
at Detroit. Sessions at Statler Hotel; ex- 
hibit at Convention Hall, Harold W. Schu- 
macher, 1112 Olds Tower Bldg., Lansing 
8, Mich., manager. 


Mid-West Toy and Housewares 
Trade Show, May 18-22, 1947, at Con- 
vention Hall, Detroit, Mich. Sponsored by 
William H. Pfau and his organization. 
Permanent headquarters of show, 240-44 
Convention Hall, 4484 Cass Ave., Detroit 1, 
Mich. 


Minnesota Retail Hardware Association 
convention and exhibit, Jan. 21-23, 1947, 
at the Minneapolis Auditorium, C. J. Chris- 
topher, Nicollet at 24th, Minneapolis 4, 
Minn., manager. 

Missouri Retail Hardware Association 
convention and exhibit, March 11-13, 1947, 
at Hotel Jefferson, St. Louis. Louis C. 
Kreh, 323-324 Wainwright Bldg., St. Louis 
1, Mo., secretary. 

Mountain States Hardware and Imple- 
ment Association convention, Jan. 9-10, 
1947, at the Cosmopolitan Hotel, Denver. 
John T. Bartlett, 637 Pine St., Boulder, 
Colo., secretary. 


National Housewares Show, April 
27-May 2, 1947, at Convention Hall, Phila- 
delphia, Pa. Exhibit sponsored by the 
National Housewares Manufacturers Asso- 
ciation, 1402 Merchandise Mart, Chicago. 
A. W. Buddenberg, executive secretary. The 
association is a new group formed by the 
merger of The Housewares Manufacturers 
Association of Chicago and the New York 
Housewares Manufacturers Association. 


National Retail Hardware Associa- 
tion 48th annual Congress, June 16-19, 
1947, at the Hotel Statles, Cleveland, Ohio. 
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Greatest Garden Seed 


te oe pee 
bh Si Off r E I Mi d ! 


Self-Selling Counter Display Box 
with Extra Large Full Color Packets 
75c Value to Retail for 10c! 


100% MARK-UP—COSTS YOU 5¢ 


Backed by Full-Color National Advertising in American Home, 
Better Homes & Gardens, House & Garden, House Beocutiful, 
Flower Grower, Country Gentleman, Metropolitan Newspapers, 
etc. 
Not Ordinary Packets—extra large size, with beautiful natural color 
pictures 4!/2 x 6 in., printed with sales copy to make every customer 
want several packets. (Cost 5¢, you sell for 10¢.) 
Not Ordinary Seeds—Burpee's Big Zinnias and Burpee's Big Mari- 
golds, the finest selections and best colors, exclusive Burpee introduc- 
tions, each packet a real 75¢ value for 10¢! Easy to grow anywhere. 
Di Box C ete with 100 $ Packets 
SPECIAL! 60 Zienla, 40 | arigolds, sent "poepeld for $5.00 Ea. 
TERMS—60 days net, or less 2% cash discount for payment within 
10 days from date of invoice to those with established credit. 
This compact, 
Gittins ‘Seine dea Order from this Ad, or Write for More mae 
ee 


vend specie! promotions in vores: ~=©§ WW, Atlee Burpee Co. c,owers 


space—ideol for Island selling and special promotions in various 
Philadelphia 32, Pa. - Sanford, Florida - Clinton, lowa 












locations, as well as in the garden seed department. When 
packets are sold, throw away box and open a fresh one. 
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Precision quality line guides and rod tips of bright nickel. Silver (hard) 
soldered joint, strong and durable. Rings burnished with steel balls to 
harden metal . . . smooth bearing surface. 


GUIDES 


xa 


TIPS 


@O——) 





No. 1 No. 3 No. 5 = Si — stg 
%"" 1.D. y," 1D. “LD. a. Mies 
%" 0.0. %" 0.0. ie 0.D. %a" 0.0. %" 0.0. 


Tube diameter 1,“ 
Retail 25¢ each or $2.50 doz. Retail 30¢ each or $3.50 doz. 


IMMEDIATE DELIVERIES DELIVERIES SOON 
Other sizes guides and tips in production. 
JOBBERS—Place orders now for prompt delivery. 
DEALERS—Contact your jobber or write us for information. 


ROYAL ENGINEERING CO., 1333 Folsom St., San Francisco 3, Calif. 


















shape, or size. Large stocks are 
available at eleven convenient 
plants. Ask for a Ryerson Stock 


List—your guide to quick ship- 
ment of steel. 


Principal Products include: 


Bors * Plates * Sheets * Structurals 

intend 4-Way Floer Plate * Mechanical Tubing 

Boiler Tubes * Hi-Bond Reinforcing Bars 

Allegheny Stainless * Alloy Steels * Tool 

Steel * Bobbitt Metal * Wire * Choin 
Bolts * Rivets, Etc. 


JOSEPH T. RYERSON & SON, Inc. 


Steel-Service Plants ef: 
CHICAGO, MILWAUKEE, DETROIT, ST. LOUIS, 
PHILADELPHIA, CLEVELAND, PITTSBURGH, 
CINCINNATI, BUFFALO, NEW YORK, BOSTON 





“lattice Gard 
The Practical 
good-looking 
Beacon for 
Fixed 
ol tiilels 


TAN TU 


EMBURY 


WARNING 
LANTERNS 


thre yh 


EMBURY MFG. CO., WARSAW, N. Y 





Rivers Peterson, 333 No. Pennsylvania St., 
Indianapolis, Ind., managing director. 

Nebraska Retail Hardware Association 
convention and exhibit, Feb. 25-27, 1947, 
at Omaha, Exhibit at the City Auditorium; 
convention headquarters at Paxton Hotel. 
C. A. McCoy, 325 Insurance Bldg., Lincoln 
8, Neb., secretary. 

New England Hardware Dealers’ As- 
sociation convention and exhibit, Feb. 20- 
22, 1947, at Hotel Statler, Boston, Mass. 
Russell R. Mueller, 185 Dartmouth St., 
Boston 16, Mass., secretary. 

New England Housewares Show, Feb. 
10-14, 1947, at the Parker House, Boston. 
Sponsored by the Housewares Club of New 
England. 

New York State Retail Hardware As- 
sociation, annual convention and trade 
show. Headquarters at Seneca Hotel, ex- 
hibit at Convention Hall, Rochester, N. Y., 
Feb. 4-6, 1947, N. H. Kiley, 508 Hills Bldg., 
Syracuse, N. Y. secretary. 

North Coast Retail Hardware Associa- 
tion convention, Feb. 2-3, 1947, at New 
Washington Hotel, Seattle, Wash., D. D. 
Stewart, 714 American Building, Seattle 4, 
Wash., secretary. 

North Dakota Retail Hardware Asso- 
ciation convention and exhibit, March 25- 
27, 1947, at the Municipal World War 
Memorial Bldg., Bismarck. Miss Clarine 
Sherwood, 21 Clifford Bldg., Grand Forks, 
N. D., secretary. 

Northern Wholesale Hardware Co., 
Inc., convention and exhibit, Feb. 23-25, 
1947, at the company’s office and ware- 
house, 805 N. W. Glisan St., Portland, Ore. 

Ohio Hardware Association convention 
and exhibit, Feb. 4-7, 1947, at the Cleveland 
Public Auditorium, Cleveland. Sessions 
and exhibit at Auditorium; 
headquarters at Hotel Cleveland. John B. 
Conklin, 175 So. High St., Columbus 15, 
Ohio, secretary. 

Oklahoma Hardware and Implement 
Association convention and exhibit, Feb. 
4-6, 1947, at the Municipal Auditorium, 
Oklahoma City. R. K. Thomas, 711 Wright 
Bldg., Oklahoma City, Okla., secretary. 

Pacific Northwest Gift, Toy and 
Housewares Show, Feb. 23-27, 1947, at 
the Olympic and New Washington Hotels 
and the Terminal Sales Bldg., Seattle, 
Wash. Sponsored by the Western Merchan- 
dise Exhibitors Association, 323 Geary St., 
San Francisco 2. 

Panhandle Hardware and Implement 
Association convention, Feb. 10-11, 1947, 
at the Herring Hotel, Amarillo,Tex. Mrs. 
C. L. Thompson, Canyon, Tex., secretary. 

Pennsylvania and Atlantic Seaboard 
Hardware Association convention and ex- 
hibit, Feb. 10-13, 1947; at the Wm. Penn 
Hotel, Pittsburgh. W. Glenn Pearce, 400 
N. Broad St., Philadelphia 30, Pa., secre- 
tary. 

South Dakota Retail Hardware Asso- 
ciation convention and exhibit, March 18- 
20, 1947, at the Coliseum, Sioux Falls. 


convention 


Earl Erlandson, Cottonwood, S. D., secre- 
tary. 

Southern California Retail Hardware 
Association convention and exhibit, Feb. 
18-20, 1947, at Long Beach. Sessions at 
Hilton Hotel; exhibit at Municipal Audi- 
torium. A. C. Kammeier, 112 W. Ninth 
St., Los Angeles 15, Cal., secretary. 

Southern Wholesale Hardware Asso- 
ciation, 56th annual convention meeting 
jointly with the 92nd semi-annual conven- 
tion of the American Hardware Manufac- 
turers Association, April 14-17, 1947, at the 
Palm Beach Biltmore Hotel, Palm Beach, 
Fla. T. W. McAllister, Orlando, Fla., is 
secretary of the wholesalers’ association and 
Charles F. Rockwell, 342 Madison Ave., 
New York City, is secretary-treasurer of 
the manufacturers’ association. 

Tennessee Retail Hardware Association 
convention at the Andrew Jackson Hotel, 
Nashville, Feb. 24-25, 1947. Morris Jones, 
501 Republic Bldg., Louisville 2, Ky., sec- 
retary. 

Texas Hardware and Implement Asso- 
ciation convention and exhibit, Jan. 28-30, 
1947, at Houston. Sessions at the Rice 
Hotel. Exhibit at the Municipal Audi- 
torium. Ray M. Souder, 814-15 Texas Bank 
Bldg., Dallas 2, Tex., secretary. 

Triple Mill Supply convention, May 
11-14, 1947, at the Hotel Traymore, Atlan- 
tic City, N. J., will be headquarters for 
American Supply & Machinery Manufac- 
turers’ Association, Inc. The National Sup- 
ply & Machinery Distributors’ Association 
and the Southern Supply & Machinery Dis- 
tributors’ Association. R. Kennedy Han- 
son, 1108 Clark Bldg., Pittsburgh 22, Pa., 
is general manager of the American asso- 
ciation; Henry R. Rinehart, 505 Arch St., 
Philadelphia 6, Pa., is secretary-treasurer 
of the National association. E. L. Pugh, 
Volunteer Bldg., Atlanta 3, Ga., is secre- 
tary-treasurer of the Southern association. 

Virginia Retail Hardware Association 
convention Feb. 24-26, 1947, at the John 
Marshall Hotel, Richmond. G. T. Omo- 
hundro, Jr., Scotsville, Va., secretary- 
treasurer. 

Western Gift, Toy and Housewares 
Show, week of Feb. 9-13, 1947, at the Civic 
Auditorium, San Francisco, Calif. Spon- 
sored by the Western Merchandise Exhibi- 
tors Association, 323 Geary St., San Fran- 
cisco 2. 

Western Retail Implement and Hard- 
ware Assn. convention and exhibit, Jan. 
28-31, 1947 Municipal Auditorium, Kansas 
City, Mo. Frank H. Spink, 322 Scarrit 
Bldg., Kansas City 6, Mo., secretary-trea- 
surer. 

Western Winter Mart, Feb. 3-8, 1947, 
at the Merchandise Mart, San Francisco, 
Calif. Frank K. Runyan, Mart president. 

Wisconsin Retail Hardware Association 
convention and exhibit, Feb. 4-6, 1947, at 
the Auditorium, Milwaukee. H. A. Lewis, 
Stevens Point, Wis., secretary. 
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PRODUCTS 


Sure-Fire Repeat Sales for 
Hardware Dealers Everywhere 


Dependable Nourse Oils, Greases, Farm Lubricants 
and Household Specialties have been tested and 
proved for forty years. The slogan, ‘‘Business is 
Good,’’ and the trademark of the ‘“‘Nourseman”’ 
will mean real profits for you. Order from your 
Hardware Jobber. If he can’t supply you, order 
direct. Billing will be made through the jobber 


you specify. 








Nourse Neatslene Harness Oil 
A special formula harness oil 
with guaranteed rat and mouse 
repellent qualities. 


Neatsfoot Oil 
Red Label D.D.T. Spray 
Knok ‘Em Kold Fly Killer 


A Pyrethrum base cattle and live- 
stock spray. Kills flies on contact. 


Powdered Insecticide Contain- 
ing D.D.T. 


Crystal Spray Window Cleaner 
Rosewood Furniture Polish 
Ruby Red Floor Dressing 
Nourse Home Lubricant 


Every item in the Nourse 
Line is backed by the 
“Nourse Ironclad Guaran- 
tee.” Buy any size can or 
bottle of any Nourse pred- 
uct and use half of it. If not 
perfectly satisfied return 
the unused half and your 
money will be refunded. 
— @ — 
FREE 

Complete catalog of 
Nourse lubricants and 


Petroleum Specialties. 
Write for your copy. 








White Cream Separator Oil 














DECEMBER 5, 1946 


Windmill Oil 
Washing Machine Oil 


fSusines 


d Stock Dip 
is Goo Medicated Hog Joy Oil 


NOURSE OIL COMPANY 


oe oo ae oe - 2 £2 























* Circulators 
* Gas Heaters 



















62 years of Peerless research in the Science of 
Heating and its allied problems of Engineering, 
Design, Styling and Finish has resulted in To- 
day’s outstanding Quality Heating Equipment. 


We have not and will not permit scarcities of 
Quality Materials to tempt us to compromise 
these long established high Quality Standards. 


It is our determination to steadfastly adhere 
to our enviable policy of Top Quality Gas 
Equipment, rather than produce a phenomenal 
volume to satisfy current demands with the 
inevitable sacrifice of Quality. 


Remember . . Peerless First on the Heat Parade. 


SINCE 1984. 









MANUFACTURING CORPORATION 


INCORPORATED 
LOUISVILLE 10, KENTUCKY 









* MARSHALLTOWN TROWELS * 


MARSHALLTOWN TROWEL COMPANY * MARSHALLTOWN, IOWA 



































HOLD-E-ZEE 


AUTOMATIC GRIP SCREWDRIVERS 


Hold-E-Zees do the job better, faster. 
They excel wherever screwdrivers 
are used. Gripper instantly released 
by spring action, sliding up out of 
way when not in use. Highest quality 
materials throughout. 


UPSON BROS., Inc. 
84 Exchange St. 
Rochester 4, N.Y 






ORDER 
THRU 
YOUR 
JOBBER 





NOW! Prompt Shipments of Quality 


lroning Board Covers 
Popularly Priced 


Elastic Ironing Board Covers 

Drawstring Ironing Board Covers 

froning Board Pads and Sets 

to fit standard 54” boards. 

Also—Shoe Bags—Laundry Bags. 
What are your requirements? 
Mention your jobber’s name. 


Jobbers please send for our 
printed price list catalog. 


GIBRALTER HOUSEHOLD 
PRODUCTS CO.., Inc. 
660 First Ave., New York 16, N. Y. 
















SELLS OW S7ey4 


PERFECTION floating WASHER 





<= 

Washer profits go up with Per- 
fection floating Washers. Engineered = 
te eliminate friction and prolong 
washer life. Perfect water seal is 
assured. The floating washer stops 


sToPS PROFITS faucet drip...ends water waste. 

WASHER Available in %", %”" and \%” 

TROUBLES 10 sizes. Order through wholesale 
C hardware jobbers. 











Valves...Ground 
Key Work... 
and the Duck-Bill 


No-Tone Ballcock 


ROCKFORD BRASS WORKS 
ROCKFORD, ne? es oe 














| LEECH PRODUCTS CO., Box 243-C, Hutchinson, Kansas 


FLUID CEMEN 
REG. U, S. PATENT OFFICE 1932 


If you want a fast selling cement, buy LEECH. Repeat 
sales are good. It’s a profit builder. We believe this 
cement has more all-round uses than any other on the 
market. Attractively packed and carded in sales producing 
——— margin for both retailer and jobber. For 
profit building sales, add LEECH to your line. Drop post 
card for prices. 








FULLER TOOL CO 


BRONX 59, New Y 











HARDWARE AGE 









IDAZAZN GE ae HALL | 


for Safety . Economy - Good Service — BH WELDED AND WELDLESS 
THE CLEVELAND CHAIN & MFG. CO. _ CLEVELAND, OHIO aa 5) 


—MILL s ROSE— | | An Outstanding Ashtray Seller 


4721Z V H 
GUN BRUSHES ond RODS ee ee eee 
CHa 









































; colored. 

11% inches high, weight 18 lbs. to the doz. 
Packed 1/6 doz. in carton, as they can be 
; sold singly or in pairs. 

| $18.00 per doz. pieces. 

: May be had in ¥/2 doz. lots, if desired. 






































Send for our complete set Z of illustrated price-lists 
showing a tremendous assortment of GIFT GOODS. 
Price Lists available to any hardware dealer on 
request. 

Combination Gun Cleaning Reds for Rifles. Foote 

Bhet Que yty Sy - Nandie. a. "pelated. Gua Cleaning 333 & 335 Z 

Brushes Revetvers, Shet a ime Pheapher Breare, Oat 

Bristle or Myton, 1.9. O00 FaeenanEeE = South Market St. 

Chicago 6, Ill. 





The MILL-ROSE Companye 1987 East 59th Street © Cleveland 3 





























SWING:A:Way 


Reg. U. 8S. Pat. Off 


CAN OPENER 


$925 










SLAYMAKER 


800 and 900 Padlocks 


Rugged, rust-proof, Zamak case. 
Genuine Pin Tumbler mechanism. 


No. 800 —1}4" 
No. 900 —17%" 


SLAYMAKER LOCK CO., LANCASTER, PA. 
Paramount in Padlocks Throughout the World 







Size across case: } 











SEE OUR EXHIBIT N.S.G.A. SHOW, NEW YORK 
NOW AVAILABLE! 








os os HUNTING & FISHING These are 5” Biades 
AIDACO BRAND— SHEATH KNIVES = a ae 


Drep Knob, Polish- 
ed 


Case— Hardened 
Steel. Each Knife 
y-omes in Leather 





ci / 





Per Do 
fe. 58E—same r shove, mo Saw Back... ..........ccececces $15.00 Per Dez. 
G5SE—eame as SSE, with Groove. .............66 qeccces $16.80 Per Dez. 
ue. S58E Car. OPENER—SAW BAGH. .cccccccccocccccscecs $16.80 Per Doz. 





No. AC — Saw Blade Cuts Metal & Wood. 
4%” Biade, Has Safety Catch—Knife Closed 
6”—Open 15%”. All Black to prevent rust. 
$30.00 Per Doz. We also carry a complete 
























fepeat line of Pocket Knives, Hunting Knives and 

» this Surf Fishing Equipment. Write Dept. HA 

2 the for Catalog. 

— BERNARD GOLDWEBER 

gust 1133 BROADWAY, NEW YORK 10, WN. Y. 

| Mfr. & Mfrs. Representative © Phone WAtkins 9-0608 
ROLLER DERBY SKATE CO. ‘% cash discount. Check with order. Net 10, dare te 

Senses 4533 Payne Ave., Cleveland 3 i 





FOR BEST SERVICE ON THESE STEADY SELLERS, ALWAYS DEPEND ON«s-s 


Pe Si } 
Iurnbuchles Lie 


650 West Lake Street Chicago 6, Illinois 





THE FINEST HARDWARE—CORRECTLY DESIGNED TO GIVE GREATEST STRENGTH 
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THE 


IoAVLIns te ROPE 


YOU CAN TRUST 


PLYMOUTH, MASSACHUSETTS 














guBL-A PRECISION Oigp =| gy MARSHALL “CHIP-AwaY” 
| ICE CHIPPER SHAVER 


Finished in eye-catching red enamel, = 6““CHIP-AWAY™ with ease and speed. A “FIRST” 
P ‘ F , for homes, hotels, restaurants, night clubs, bars, 
here’s an oil can built to last—seamless y ete. A New Style ICE CHIPPER with the added 
steel spout, cold drawn and swaged, feature to SHAVE the ice into fine pieces for 
resilient steel bottom, electrically welded. | : cocktails, etc. Sure Grip Handle for comfort. 


Several Sizes—Flexible Spout Optional Made of cold finished steel. Handle: Choice of %” 
, hexagon steel 3%” long, or lacquer-dipped maple 
Canadian Agent: | wood, 3%” long, %” diam. Zinc plated metal. Overall 
15 Wellwood Ave., Toronto, Ontario 3 length 6 ins. —1%” wide. IMMEDIATE DELIVERY 
Export Office: 90 Broad St., N.Y., N.Y. —Order Today! Jobber Inquiries invited. We also 

manufacture Steel Handle and Wood Handle Ice 


Picks. 


THE ATLAS-ANSONIA COMPANY 7 MARSHALL MFG. CO. 


STILES LANE, NORTH HAVEN, CONN., U.S.A 3266 Elston Ave. e Chicago 18, Ill. 


























For 


BUILDERS HARDWARE 


Ask Your Jobber to See 
Our Complete Line 


ra HARDWARE . 
We CORPORATION Vistribulors 


Brooklyn 5, N. Y. 








14 NO. Sth ST., PHILADELPHIA 5, PA 


al “= 
: i | 
“Woon "MAYES LEVE ¥ imum 


AND ALUMINU M 
a MAYES GUARANTEES ACCURACY, SERVICE 1 
R DEALER *AND DURABILITY: 


Roous MAYES BROS.TOOL MANUFACTURING CO..Inc. PoetAustin Mich.” 




















omens Age Takes Your Sales jin To Over 30, 300 Guliceiibees 


There's no waste circulation — your Help Wanted, Ac- filty-word, set solid, classified sales message under any of 
these headings for five dollars; or a Position Wanted ad at 


counts Wanted, Sales Representatives Wanted and Business 
Opportunities advertisements go straight to the hardware a Special Rate of only two dollars. Send check op money 
trade—the very class you want to reach. You can run a order (only) to 


HARDWARE AGE, Classified Opportunities Dept., 100 East 42nd St., New York 17, M. Y. 
HARDWARE AGE 
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WAY" 
VER 


A “FIRST” 
‘lubs, bars, 
the added 
pieces for 
nfort. 


oice of %” 
yjped maple 
tal. Overall 
IELIVERY 
l. We also 
Handle Ice 


>. 














STAMPS for 
Hard Surfaces 


Now ready for use on tough | 

marking jobs everywhere 

in busy American industry, 

these new hand-made Mil- 

lers Falls tool-steel stamps 

have special tempered faces 

to stand up where ordinary 

stamps would fail, and 

tempered heads to prevent 

mushrooming or fracturing. Character sizes from 1/20” 
to 4%”, letters and figures. Sharp, clear, legible impres- 
sions. Packed in well-made wooden box. Write for details. 


MILLERS FALLS COMPANY 
GREENFIELD - - MASSACHUSETTS 














Anderson's “e. Equipment 


MH, 
S-Con-O Elechric | S*o-founts 
es “ 
‘ BROODERS 
Low priced, build good will, 
yield excellent profits. 
Send Trial Order for Several Boz. 
“E-CON-O” Sr. 
Snemony 92 
Many features of high-priced 
brooders. Circular heating cle- 
Fiber canopy 32x32 in. Gal- ment, thermostatic centrol, fi- 
vanized metal legs, socket ber canopy 46x46 in. Galvanized 


and cord. metal legs, cord and plug. 
ORDER FROM THIS AD - - REGULAR DISCOUNTS 


SS 
SNe 
Save time and labor; jar ex- 
tends beyond base keeping 
water clean; safe for medicine 
No. M1 — 12 in 2 pkgs., 
Ibs. 


“E-CON-O” Jr. 
ad CHICKS $300 


UST FOR ONLY 
Operates on light bulb. 
(not furrushed) 


No. 569 an Jar) a St 
36 per carton, wt. 35 














ANDERSON BOX COMPANY — es © 








IMPORTED 


SPRING 
CLOTHESPINS 


FULL SIZE 
SMOOTH 
FINISH 


af 


STRONG SPRING 
ATTRACTIVE 
MULTICOLORED 


3 DOZEN PACKET 
PROMPT SHIPMENT 


from wareh se sf k 


INTERNATIONAL EXPORTERS CORP. 


332 SO. MICHIGAN AVENUE @ CHICAGO 4 


- NEWELL poor CLOSERS - - 


| 





r No. 006-A ZEPHYR 


For a low-priced closer, 
the 006-A has all the 
features of higher-priced 
closers. A really proved 
fast seller 


VARNISH co. 


st. PETERSBURG 7, 


No 008 AIR-FLO 


Ideal for combination 
screen and storm doors 
and light inside doors. 
Each one in individual 
carton. 


STOP 


we BEST SELLERS + » Poste: 


@ No i DOOR sTOP 
sf 


No. 001 Door Stop prevents damage 
when doors are forced open beyond 


mal Finish is bright cadmium 


No. 010 E-ZE Latch renders periect 
perlormance when used with a 
door closer Full instructions, with 


FLORIDA 


positive IN ACTION 
TED P. 
EASY To INSTALL 


No. 014 OIL-FLO 


This latest addition to the 
Newell line operates in an 
oil bath. Smoothest oper- 
ating closer yet presented. 





REMOVES 





Accept No Substitutes 
STOVOIL 


Guarantees Satisfaction 


THE BEST SINCE 1916 


SUPERIOR LABORATORIES - 


Grand Rapids 4, Mich. 











'HANDLE-TIGHT CLAMP 


AVAILABLE NOW TO 
MINUTE MOP USERS! 


© Simple, ingenious Devite! «+ one Attached by 
w ou 


Xe 
MINUTE MOP (0. 


Anyene! « Allows 


6 boxes in 


is &. 23 rd, St. 
CHICAGO 16 


ILt 





BATHROOM AND KITCHEN ACCESSORIES 
TO MAKE THE PASSER-BUY 


Vile *** 
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the 


GREAT 
SOUTHWEST 


MANUFACTURERS AND WHOLESALERS... Write 
today for details concerning the Southwest's 
FIRST post-war Housewares & Appliance Show 

. to be held in 


SAN ANTONIO 
FEBRUARY 9-10-11-12 


BUYERS representing the leading retail stores through- 
out the prosperous Southwestern area turn to 
SAN ANTONIO as their Market City. An ex- 
tensive advertising campaign is being conducted 
for the purpose of bringing a record buyer at- 
tendance to San Antonio for this big market 
event. 


ALL EXHIBITS will be shown in one central location 

. San Antonio's beautiful Municipal Audito- 

rium .. . located within convenient walking dis- 
tance of all leading hotels. 


RESERVATIONS 
EXHIBITORS AND BUYERS are urged to make res- 


ervations early to avoid disappointment in ob- 
taining display space and hotel accommodations. 
Mark SAN ANTONIO . .. February 9-10-11-12 
on your calendar as a must and write for your 
reservation at once. 


Direct all correspondence fo: 


2200 ALAMO NATIONAL BLDG. 
SAN ANTONIO (5), TEXAS 


AMERICA’S LEADING 
MATTING SPECIALISTS 


now offer 
RADICALLY NEW IDEAS IN 
STAIR TREADS AND DOOR MATS! 


Double-Duty 
Stair Treads 
Protect the step sgainst feet 


trafic and the riser against 
kicking and seuffing. 





Hi-Quality Rubber 
Stair Treads and Runners 


Lightweight 9” x 18°. Heavyweight 
o =x 18" x %" and & x 24" «& %". 





Scraper Rubber 
Door Mats 





COLORED RUBBER STAIR TREADS 
9218" Red © Brown 





Black Diamond 

Extra Heavy Duty 

Molded Rubber 
Door Mats 


A fine utility mat fer use tn 
ie 8 Ge ont came 





Squeegee Rubber Link Door Mats 


This popular mat remeves the dirt, moisture and grime fro 
it at the doer. Non-slip surface 
on sides. Ne exposed metal parts. 


14"" te 22%"" = . 23%"" 3 .} ee 
18" x 284" 20%"* x 34" 23%" s wou," 
Approximate Retail Price on the 14° x 22/4" $1.84 





“WALRUS IIIDE” Roll-Rubber Matting 


As fay Rp Faby Ey tf Sy 
beautiful top surface which leeks like finest quality biack walrus hide leether. 
36” wide, Ye” thick, in rolls of approximately 5@ yards, pilus or minus 10%. 








Write Teday for Free Catalog Sheets and Prices 


American Mat Corporation 


1731 ADAMS ST. TOLEDO 2, OHIO 














HARDWARE AGE 
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eased with her Gem Dandy 
r many hours of 


holesome but- 


She will be so happy and pl 


Electric Butter Churn. It will - he 
hard work, yet you will have all the 4 i si 

nd delicious, healthful buttermux y 
vd n you flip the switch 
Needs no attention. 
5% more butter 
easily cleaned. 


Drudgery goes out of the window whe 


ic Churn. 
Gem Dandy Electric 
<A in about 15 minutes. Produces 1 


i Sanitary, 

ae hicnetl eel eathesiaatc users. 
from drudgery- Give her a Gem — 
Sold by most hardware be a 
ly dealers. If you can’t find a Gem Dan Seen 
ate ALABAMA MANUFACTURING co P 


or Birmingham -, 


Give her freedom 
Electric Churn. 


SiR i 
g\FT THAT ENDS wEARY HOURS OF pRupGeRY 






5 ithe ae, 


SPECIAL FEATURES: 


Scientifically designed, ye nl 
speed, long-life motor ..-@ - 
inum base, shaft and adjusta | 
dasher. Acid resisting yee 
supports, cord and plug. De “ae 
model has convenient switc a 
cord. Operating cost about 

per month -- - guaranteed. 


Electric Churn is 
to fit any jar oF 
gals. Gem Dandy 
made especially 
Dandy Elec- 
Id separately - 
$1.75. 5-gal. 


Gem Dandy 
adjustable 
crock up to6- 
Duraglas jars, 
for use with Gem 

ric Churn, are 8° 
Prices 3-gal. about 


about $2.25. 

DELUXE MODEL STANDARD MODEL 
without jor without jor 

$18.19 $15.04 

















BIG NATIONAL PROMOTION 
FOR YOUR 


CHRISTMAS SALES 


Right at the time when the women folks are 
deciding what the men folks will give them 
for Christmas . . . this big, two-color Gem 
Dandy advertisement in Farm Journal and 
The Progressive Farmer will be seen in 3% 
million prosperous farm and rural homes, It's 
packed with powerful human interest appeal, 
and it features the ideal gift for farm wives 
and mothers—a Gem Dandy Electric Churn. 


Make this a Gem Dandy Christmas season. 
Display Gem Dandy Electric Churns in ac- 
tual operation with the Gem Dandy Duraglas 
jars filled four-fifths with water. Clip the ad- 
vertisement on this page and place it above and 
behind this display. Order reprints from your 
distributor and mail to all farm and rural cus- 
tomers in early December. If you haven't got 
a big stock of Gem Dandy Electric Churns, 
better order rush shipment from your distri- 
butor today! Names of nearest distributors 
will be gladly furnished on request. 


Deluxe Model Retail Price $18.19. 
Recommended Dealer's Cost $11.83. 


Standard Model Retail Price $15.04. 
Recommended De~ler’s Cost $10.03. 


Gem Dandy Electric Churns are adjustable 
to fit any crock or jar up to 6gals.Gem Dandy 
Duraglas milk jar (illustrated) madeespecially 
for use with Gem Dandy Electric Churn, is 
sold separately. 3-gal. retails for about $1.75, 
5-gal. about $2.25. Order from your distribu- 
tor. 


ALABAMA MANUFACTURING CO. 
. Birmingham 3, Alabama 


BEST WISHES FOR A 
GEM DANDY CHRISTMAS 








DEMONSTRATOR 
DISPLAY KIT 


Cast hie 


This “‘silent’”’ Demonstrator 
makes Sales for You 


Powerful National Advertising tells your customers about 
Sweet-Aire, the fast-acting air deodorant for home and office. 
Your Free DEMONSTRATOR DISPLAY KIT will demon- 
strate it, right in your own store! 





THE KIT CONTAINS: 


1. Two Demonstrator Botties—| 
each Sweet-Aire fragrance 
(Cedar Pine and Oriental), 
and one Atomizer. Sweet-Aire 

“sells itself’’ when customers 
con pick up o bottle and spray 
it. 


2. Counter Display Cards make 
our Sweet-Aire display color- 
. informative. 





3. Dealer Envelope Inserts. Place 4. Newspaper Ad Mats. We pay 
on counter or send with state- half the cost of newspaper 
ments. Your name imprinted. ads you run. 


Your first order entitles you to this 
FREE DEMONSTRATOR Display Kit 


When you place your FIRST order, get a “Dealer's Rowest 
Card” from Jobber Salesman. Fill in and send to us. 

ship Demonstrator-Display Kit direct. Jf you have a. 
Sweet-Aire, and did not fill in Request Card, ask your 
Jobber Salesman for one, or ase the coupon below. 






Cash in on This 
NATIONAL ADVERTISING 
62,182,373 readers will see Sweet- 
Aire National advertising. 
SWEET-AIRE RETAIL PRICES 
Fair-traded where permitted. 


4-02. bottle  60¢ 16-07. bottle $1.75 As 
8-oz. bottle $1.00 Atomizer SS 


Atomizer carton-packed and sold 
separately. Fits 4 and 8-oz. bottles. 


MILLER PROTECTO PRODUCTS CO., KALAMAZOO 41, MICH. 


Fe SCeee eee See eeeeeeeeeeeeeeeeaeennaanuauay 














& Miller Protecto Products Company, Kai 41, Michigan. 

: Please send me Free Demonstrator-Dispiay Kit. | ordered Sweet-Aire 
. CO a ES a 

; frem (Jobber's name) hes lie — 

. Your neme ____ a aoe 

; Street Address _ Ce ee 

> I te ae Zone ee 

i 
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DOE CE GOOD NEWS 


TU CMIELGRMOA FLOOD 








Bs 
End 0 Pe st ..- helps control 
all 3 major types of garden pests! 
a 










chewing insects * sucking 


insects * fungus diseases 


@ End o Pest, made by the makers of 
Vigoro, is an insecticide and fungicide that 
will have immediate acceptance by your 
customers. It is the result of testing under 
actual gardening con- 
ditions. End o Pest 
offers the quick, easy 
solution to plant insect 
and fungus disease 
problems. Order now and 
display it with Vigoro ... 
feature End o Pest in your 
spring catalogue . - en- 
oy increased profits from 
the extra sales. Comes 
ready to use in the handy 
new dust gun package; 
cartridge refills. Also in the 
Ismail sifter-top package for 
house plants and the large 
economy package. 


|-\--- AWD----------------- 
| ‘For Lawns... End o Weed 


new, improved weed-killer dooms 
weeds to certain death... roots and all! 








1—A thriving @ Here is a weed-killer you can recom- 
parent mend to your customers with complete 
by weakened confidence. End o Weed kills over fifty 
ee oak different weeds once and for all. . . tops, 
Endo Weed. roots and stems. End o Weed is simple 

to apply. Any type spraying equipment 


will do. And here is another important 








2—A ftew point to tell your customers. End o 
days tater > a 
when dande- Weed is economical . . . 8 ounces treat 
lion starts to 2000 square feet of 

| die, feed the 


lawn area. Order 
your supply today. 
Tell your custom- 
ers about End o 


End o Weed! , . 
Baadelies Weed when they 


lawn area 
Vigero. 





@one.. order Vigoro and 
grass begins 
to thrive watch it sell. 





SWIFT & COMPANY 
Plant Food Division @ U. S. Yards, Chicago 9, Mil. 





HARDWARE AGE 
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{ts easier... safer... 
with Safety Side Rest! 





COVERS MORE IRONING 
at every stroke. The soleplate is 
15.7% larger, 28% longer, than 
the average of five other leading 
irons. New shape reaches hard- 
to-get-at places with either end. 
Button Bevel Edge is slanted all 
around so any part slips easily 
under buttons. 





THE SURFACE THAT 
the fabric is part of the Tru-Heat 
Control, the most accurate known 
type of iron heat regulator. What 
wonderful protection for delicate 
modern fabrics! 


IRONS 






RIGHT HEAT FOR EVERY 
FABRIC. Tru-Heat Fabric Selec- 
tor has both fabric and tempera- 
ture markings. Follows recom- 
mendations of Good Housekeep- 
ing Institute. 





* ie ” cea 

IT’S RIGHT IN WEIGHT. Accur- 
ately controlled heat does the 
ironing... not weight or pressure. 
Weighs only 334 pounds... the 
right weight for easy, efficient 
ironing. 


DECEMBEF 5, 1946 





IT TAKES 15% LESS ENERGY to roll 
the new General Mills Tru-Heat Iron over 
on its low Safety Side Rest than to lift an 
iron up onto a heel rest or separate stand. 
Safer, too. There’s less chance of the iron 
falling because it’s actually 87°% more 
stable than one that sticks up on a heel 


The iron sponsored by 


Beth Crocken 





NOW BEING DISTRIBUTED IN: 
Minnesota, Nebraska, the Dakotas, 
Wisconsin, Iowa, Michigan, Indiana, 
Ohio, Montana, Wyoming, Utah, 
Colorado, New Mexico, and parts of 
Idaho, Illinois, Kentucky, West 
Virginia and Pennsylvania. 


GENERAL MILLS, INC., HOME APPLIANCE DEPT., MINNEAPOLIS 13, MINN. 


Copyright 1946, General Mills, Inc. 






- 
et ee 


rest. This is only one of the major ironing 
improvements women like about the new 
General Mills Tru-Heat Iron. They’re read- 
ing about it in hundreds of large newspaper 
ads... hearing about it on General Mills’ 
famous Radio Hour wherever distribution 
is under way ...and they’re buying! 


Betty Crocker 
is @ 
trade name of 
General Mills 
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CHOICE 


WITH THOUSANDS OF 
POWER MOWER USERS 


s 


S oundly engineered, precision-built, care- 
fully tested, time proved for performance 
and value — the Cooper “Klipper” continues to 
rate first choice with many thousands of Power 
Mower users who are willing to wait until their 
new “Klipper” is available. 


The demand for the “Klipper” is still greater 
than the supply, although we are producing as 
fast as we can with the limited supply of ma- 
terials available to us. Distribution is being 
made as rapidly and equitably as possible 
and full production is booked thru most of 1947. 
When additional orders can be accepted, deal- 
ers will be notified in all the leading business 
papers. We deeply appreciate the patience of 
our many dealers and are happy in the thought 
of better days ahead. 













When customers become “shoppers” the Coop- 
er “Klipper” will still be the popular choice. 





COOPER MANUFACTURING CO. 


409-411SOUTH FIRST AVENUE 


MARSHALLTOWN . IOWA 


218 


3 | sizes, 13% and 17% inch di- 
=) | ameter. 
y Trumbull T-100 Electric 


Roo oe 
Se 











| 








EV 
T Premier Porcelain-Enam- POuLr ERY 
| eled Pose with coppered ye RY RAISER 
grills—used for water, medi- PR 
cine, milk or mash.’ Best- OSPEcr 
Selling Poultry Waterer and 
Feeder! Available in two 


Water Warmer. An im- 
mersion-type heater that is 
safe to use — automatically 
maintains about 50° tempera- 
ture in open pans and vessels. 


Premier FV-3 All Brass No, 29— Premier automatic Elcc- 
Float Valve. Automatic- tric Fountain Heater—Works with 
ally provides a continuous any type waterer—never overheats 
flow of water at all times — —fully automatic. Put under flock 





Positively Guaranteed! fountains helps boost egg production. 


Full dealer discounts allowed on all these items. 
ORDER DIRECT FROM 








¥ || The NATIONAL IDEAL COMPANY 


TOLEDO 4, OHIO 











When You Are Looking 


For a Certain Product 


and only the trade-name is known— 
look in the General Directory Section 
of the “WHO MAKES IT?” Number 
of HARDWARE AGE for that par- 
ticular trade-name. You will find it 
listed alphabetically under the prod- 
uct heading of the item in question. 





There alongside the trade-name you 
will find the name of the manufac- 
turer who makes it. The address of 
the maker will also appear with the 
firm name arranged aphabetically in 
the same list. 


Keep this Merchandise Directory 
Number where you can reach it 
quickly whenever you need help in 
buying hardware products. 


HARDWARE AGE 


| 100 E. 42nd Street, New York 17, N. Y. 
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ELECTRIC 
ma" FANS 


LASTING QUALITY INCREASES 
CUSTOMERS’ SATISFACTION! 


A complete understanding of the refine- 





itomatic Elcc- ; * ¥ 

naire with my he ba ments in design and construction proves 
ut under flock “3 —_ that Le John electric fans are unusual 
16s production, | ag » 4 ee in quality and unique in styling! 


PANY ; : ‘ q 2 Delivery Available on Non-oscillating 
* a Model 901 (9-in.) and Model 101 (10-in.) 


—_— | ie , Lg JOBBERS AND DISTRIBUTORS! 
4 Read Le John’s “Inside Story” .. . 





s, \ \ ie 
ving ae 4 4 Special induction type heavy duty fan 
st motor, quiet, no vibration, non-radio in- 
terfering. Large zinc die-cast motor hous- 
ing assures continuous “cool run” motor 
operation. Four-leaf aluminum blades, 
perfectly balanced, carefully shaped. 
Spot welded guard provides full protec- 
tion. Zine dig-cast fan base, heavily — 
styled. ins eady,. seeure. ax ; 
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te tall £ te 2 








N. Y. 
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WATERLESS 
HAND 
CLEANER 


removes 





GREASE, GRIME, PAINT, WITHOUT WATER! 


FREE! GENTLE — not injurious to skin 


KEEPS HANDS SOFT — fortified with 
Lanolin and Vegetable Oils 


QUICK ACTING — Guaranteed satisfaction 


ena > oh de eee ee ee ee ears 


} TUDOR CHEMICAL SPECIALTIES, INC. 
TRY IT 1 Dept. HA, Tudor Bldg. 

} 229 W. 179th St., New York 53, N. Y. ! 
YOURSELF! | Send me a Free Sample of Quickee 
NOW in our | I 
own beliding to Name i 
beep up with Boyer se 1 
ever increas- | Address..... = ‘i 
Ing demand ' I 

§ SEP ascdicnccicns Serer os 1G 

| ——— ee — ee ee ee ee ee ee eee eee —_ oneal 








B 
STEADY SELLER! 
Idea 


ONE 
All popular finishes — 
made of steel, aluminum, 
brass and bronze. Cast or 
stamped handles. List 


BORE La teh 
price $10.56 per doz. 
Easily installed on Storm, Screen, Attic, Basement, Brooder 
House, Cabin, Cottage, Apartment and Garage service doors 


THESE FEATURES MAKE 
REPEAT SALES FOR YOU! 


Easy installation . 
insert 6 screws 
Trouble-Free . . . positive locking 
Automatic Push-Pull action 

Adjustable . . . fits 1'/g" to 134" doors 
Strong handles—will not bend 


Sold Only Through Hardware Distributors 
“Satisfaction Guaranteed" 


. « just bore one |" hole and 










ST. PAUL,MINN. 
250 EAST Sth STREET 


Manufacturers of Builders Hardware Specialities, such as Ideal 
Screen Door Latches, Barn Door Latches, Storm Sash Adjusters, 
Screen Door Hinges, Casement Sash Friction Stays and Other 
Popular items. 




















It’s good business to keep a carton of Weldwood 
Glue within customers’ easy reach. For this glue is 
a mighty profitable item ... preferred by hobbyists, 
handymen and skilled cabinet makers. 


Weldwood Glue offers tremendous strength, fast 


setting, and easy mixing . . . selling points which 
keep customers coming back again and again. 


a Packed in convenient-sized cans that retail for 10¢, 
—— Mey = 25¢, 50¢, $1.00 and up. If your jobber cannot give 
 Weldwood | you prices and complete information, write to 


United States Plywood Corporation, Industrial 
mm Adhesives Division, Dept. 307, 55 West 44th St., 
ma New York 18, N. Y. 


WELDWOOD 


PLASTIC RESIN 


S WATERPROOF GLUE 


HARDWARE AGE 





























te 


hic 
tic 


TI 
the 


In 


DA 


DE 


LER! 
atch 


Brooder 
ice doors 


le and 


FREET 


as Ideal 
idjusters, 
nd Other 











W eldwood 
this glue is 
hobbyists, 


rength, fast 
ints) which 
gain. 

tail for 10¢, 
annot give 
, write to 


[industrial 
t 44th St., 


»D 
LUE 


E AGE 








Everyone wants 
the Dazey family 
for Christmas 


That's why it’s Profitable 
to put these famous Kitchen Helps 
in Your Store’s Gift Parade 


You'll be amazed at the way these Dazey products 
turn over during the holiday season. Their colorful 
packages quickly attract gift buyers. They'll be No. 1 
spot on your store’s gift parade. Don’t wait! Order 
your supply of these famous Dazey products now. 





The Super Juicer—Here's a colorful gift item to 
highlight your displays. The beautifully colored plas- 
tic of the Super Juicer catches the gift buyer's eye. 
And it's easy to sell at $3.25. 





The Dazey Churn—New. Streamlined. House- 
wives will welcome its quicker churning action and 
the new type 4-leaf clover jar that’s easier to clean. 
In one and two gallon sizes. 


. 
“> a 


_ 





The Dazey Triple Ice Crusher—Just the gift for 
men...and women snap it up when they see its spar- 
kling gift carton. It turns over quickly in white en- 
amel at $5.95 or chrome and enamel at $7.95. 





The Dazey DeLuxe Can Opener—Famous for 
20 years, and in its attractive metal foil carton, it'll 
be a bigger hit than ever as a gift item. In white en- 
amel and chrome trim it sells for $3.25. In cadmium 
finish popularly priced at $2.25. Senior model $1.79. 


DAZEY |e 


Products 





64 


DAZEY CORPORATION - ST. LOUIS 7, MO. 
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Simplify Your Stock Taking with the 
HARDWARE AGE WHITE INVENTORY SHEETS 





Actual size of sheets 9% by !2 inches over all; ing area 
8! by I1'/ inches. Sheets printed on both sides 
white bond paper, with 28 entry lines on each side. PRICE $! 


fer 200 sheets (400 pages) plus 25¢ mailing charge. 














You cam make your annual inventory taking an easier, surer 
job by using the HARDWARE ACE WHITE INVENTORY 
SHEETS which 1,000 leading retail hardware dealers helped 
as design. 


From the many suggestions received this sheet was designed 


ee ees 


$ 25¢ mailing charge. As these sheets are printed on both sides 

i of good white bend paper, this means yeu really get 400 pages 

é of inventory record sheets. Each side of the sheet has room 

; for 28 items. Your $1.25 investment provides inventory space 
} for 11,200 items. 

: During the past years, thousands of retail hardware dealer: 

and wholesalers have used millions of HARDWARE AGF 

Inventory Sheets because they found them simple, convenient 

and handy to use. The WHITE INVENTORY SHEETS are 





to sel] at a new low price—200 sheets for only $1, plus a ' 






















































the best ever—they are even more simple, more convenient and 
easier to use. Our entire effort was directed toward making 
your annual inventory taking an easier and surer undertaking. 


These WHITE INVENTORY SHEETS will fit the HARD- 
WARE AGE Inventory Sheet Binders which are used by thou 
sands of dealers who reorder their Inventory Sheets from us 
year in and year out. 


Due to the exceptional low price at which these sheets are 
sold and which applies to the United States and its possessions 
only, please have your money order or check accompany your 
order. 


Make your inventory taking this year easier and surer with 
these WHITE INVENTORY SHEETS. Use the coupon below 
to order your supply today. 


euguesuaceccasuceceucesoosesaece ee Fe Se itawenetcntinadvdbacconcscsenenee 
HARDWARE AGE vit 
‘a 100 East 42nd Street, New York 17, N. Y. 
St Gentlemen: 
2 Here is my $... . Please send me.......... hundred white HARDWARE AGE Inventory Sheets (200 for $1.00 plus 25¢ meiling 
| charge). Also send me .. Binders {50¢ each). Send these to me by return mail. 
‘ Bs Rak br5e os sn cacecenaeeetesgaaekpepeaes tera NOR REEAG SBOP Moe MME he to A~ a s De ee oaeee 7 
4 PT lid ay rn. a bP AS Op ae Cae ith Zaina sce Roe CITY EE cats ak ote bs 
j 222 HARDWARE AGE 
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We'll be seeing you 
... At the Atlantic City 
Housewares Show, Janu- 
ary 5th to 10th, Booths 215, 
217, 219, 221. 

... At our splendid new 
Chicago showrooms, 11- 
101, 11-102, 11-102A, Mer- 
chandise Mart. 


DECEMBER 5, 1946 





Even with the world’s largest 
hamper plant—even with pro- 
duction greater than the rest of 
the industry combined . . . we 
can’t keep up with the demand 
for Pearl-Wick Self-Ventilating 


Hampers! 


Your customers want Pearl- 
Wick; so do you. We’re doing 
our utmost to “catch up” —and 
hope to, soon. Meanwhile, our 
constant thanks for your pa- 
tience and understanding of 
shortages that still plague us. 





PEARL-WICh 


/ 
SELF-VENTILATING 


Pearl-Wick Corp., Astoria, L. L, N. Y. 
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Help Wanted, Accounts Wanted 
Business Opportunities 
Representatives Wanted, etc. 

Set solid, maximum, 50 words....... $5.00 
Each additional word......... 10 

Positions Wanted 


(Special Rate) set solid, maximum, 
GP GED cc kcdanddedecsicocvcase $2.00 
Each additional word......... -05 


Allow Seven Words for Keyed Address 
or Your Address 





*BOXED DISPLAY RATES 
$8.00 Per Column Inch 











Cuts or special borders not allowed. 
“DISCOUNTS FOR BOXED DISPLAY ADS 
5% discount for 4 or more insertions. 

No Agency Commission allowed on Classified 
Advertising. 
REMITTANCE MUST ACCOMPANY ORDER 
Send check or money order, 
not currency or stamps. 


Samples of Merchandise, Literature, Catalogs, 
etc., will not be forwarded to box number 
advertisers unless accompanied by sufficient 
postage for remailing. 

HARDWARE AGE is published every other 
Thursday. Classified forms close 15 days 
previous to date of publication. 


Address your correspondence and replies to 


HARDWARE AGE 


Classified Opportunities Dept. 
100 East 42nd St., New York 17, N. Y. 




















a 





CATALOGUE MAN WANTED: PERMA- 


derhill Clinch & Co., 
28th Street, New York, N. Y. 


NENT POSITION in Well Established Whole 


42nd St., New York 17, N. Y. 


Hardware Firm in Middle West. Address 


care of ews Acz, 100 East 


| I 





r 


WANTED — EXPERIENCED HARDWARE | 


MAN IN METROPOLITAN DISTRICT. Good | 
at Figures in Office of Long Established Hard- | 
ware Firm as Price Clerk. 
for the right person. State experience and salary 


Box K-837, care of Hampware Ace, 100 East 
42nd St., 


[Sales Representatives Wanted | 


oO 


SALESMAN 
n Staten Island and Jersey Shore. 


MU-5-9507. 


SALESMAN, EXPERIENCED IN HARD. | 
Help Wanted ae WARE TO CALL ON HARDWARE STORES 
Address Un- 
Established 1856, 110 E. 





BRITISH COLUMBIA, CANADA. FORMER 
HARDWARE MERCHANT DESIRES AGEN.- 
CY to represent manufacturer as their distributor 
for British Columbia, write 3660 Creery Ave., 
Hollyburn P. O., Vancouver, B. C. 





TOOL SALESMEN TO SELL A COMPLETE 
INE OF HARD FIBRE TOOL BOXES, as a 
sideline on a commission basis. All territories 
pen. State territory covered and lines now car. 
ied. Address Box K-891, care of Harpware 
| Ace, 100 East 42nd St., 


New York 17, N. Y¥ 








Permanent Position 
Best of references required. Address | 


New York 17, N. Y. 








SALESMEN WANTED 


BY NATIONALLY KNOWN PLUMBING AND 
HEATING SPECIALTY JOBBER ON COMMISSION 
BASIS IN FOLLOWING STATES: 

Indiana, Illinois, Michigan, Kansas, Missouri, Texas, 
New York and New England States, Wisconsin, 
Pennsylvania, Kentucky, Tennessee, Mississippi, Ala- 
bama, Georgia. 

Address Box K-887, care of HARDWARE AGE 
100 East 42nd St., New York 17, N. Y. 











Experienced, protected territories. Irons, 
toasters, fans, hot plates, broilers, heaters, 
accessories, flashlights. 

Address Box K-882, care of HARDWARE AGE 





APPLIANCE SALESMAN 





WANTED 


100 East 42nd St., New York 17, N. Y. 











SALESMEN WANTED 


By Large Manufacturer and Distributor Pres- 
ently Calling on Store Fixture Manufactur- 
ers, Hardware Dealers, Restaurants and Ho- 
tel Equipment Supply Houses and Architects 
to Handle Fast Selling Miscellaneous Hard- 
ware and Allied Lines. State experience and 


territory. 
Address Bex K- care of pAsowans f= 
100 East 42nd New York 17, 








Old 





SALES REPRESENTATIVES 


Paint Brushes has Opening for Manufacturers’ 
Agents calling om Hardware, Paint and Lumber 
Dealers in Massachusetts, Rhode Island, Con 
necticut, Maine, Nebraska, Oklahoma and Iowa 
Commission basis 

Address Box K-886, care of HARDWARE AGE 








WANTED: SALESMAN WHO WILL CALL 
ON HARDWARE, NOVELTY AND CHAIN 
STORES TO SELL OUR LINE OF FOUR 
IMPROVED HANDY GARDEN TOOLS FOR 
LIGHT GARDENING. State experience, ive 
reference, mention territory coverage. Address 
Florida Improved Garden Tools Co., Box 966, 
Deland, Florida. 








till ilable for 
SPO RTUNITIES Wah caliber maniac: 


OPPORTUNITIES turers’ representatives 
now servici hardware and paint store job- 
bing trade. "Pighest quality silver chrome finish 
with ms _ records. Well advertised and 
pr Give < lete details. 

Address Bex K-824, care of Hardware Age 

100 East 42nd St., New York 17, N. Y. 

















REPRESENTATIVES WANTED 


EASTERN MANUFACTURER SEEKS MANUFAC- 
TURERS’ REPRESENTATIVES FOR LINE OF 
QUALITY ALUMINUM PAINT. MANY EXCEL- 
LENT TERRITORIES OPEN. WE ARE INTER- 
ESTED IN APPLICANTS CAPABLE OF DOING A 
FIRST-CLASS SELLING JOB. 
Address Box K-892, care of HARDWARE AGE 
100 East 42nd St., New York 17, N. Y. 








Established Manufacturer of High-Grade 


100 East 42nd St.. New York 17, N. Y. 











SALESMEN 


ONE OF THE LARGEST WHOLESALE COM- 
PANIES ON THE EASTERN SEABOARD HAS 
OPENING FOR SEVERAL EXPERIENCED TOY 
AND SPORTING GOODS SALESMEN. GIVE FULL 
PARTICULARS IN FIRST REPLY. DRAWING 
ACCOUNT AGAINST COMMISSION. 
Address Box K-895, care of HARDWARE AGE 
100 East 42nd St.. New York 17, N. Y. 














DISTRIBUTORS AND 


SALES REPRESENTATIVES 
WANTED FOR ALL TERRITORIES BY MANU- 
FACTURER OF ALUMINUM COOKWARE AND 
OTHER KITCHENWARE ITEMS, SELLING TO 
HARDWARE CHAINS, DEALERS AND DEPART- 
MENT STORES, GIFT AND FURNITURE STORES. 
GOOD OPPORTUNITY TO EARN LARGE INCOME. 


NORTHWEST STEEL PRODUCTS CO. 
2746 N. ELSTON AVE. CHICAGO 47, ILL. 














Sideline Salesmen Wanted! 


We offer prompt shipments on 


MEDICINE CABINETS. 
MOP WRINGERS, DRYERS, LAMPS, TOASTERS, 
KITCHEN 
RUGS, SMOKERS, 
SHOVELS, HIGH CHAIRS, IRONING BOARDS, 
KNIVES AND 
ANDIRONS, 

WIRE, BREADBOXES, LIGHTING FIXTURES, 
CURTAIN RODS, 


CLOTHS. 
The WALTER S. KRAUS CO. || 
WOODSIDE NEW YORK 


HAMPERS, CASTERS, 


BROILERS, 
WASTE BASKETS, 


MIRRORS, 
SNOW 


STOOLS, 


FORKS, 
VENTILATORS 


FOLDING CHAIRS, 
LAWN TABLES, 


ROLLING PINS, DISH 








WANTED 


SALESMAN — DISTRIBUTOR 


for old line of Garden and Household Pest 
Control products. Expansion program per- 
mits allotment of several new territories, 
on exclusive basis, to high-class, responsible 
salesmen who will carry moderate initial 
and fill-in stock. Items sell from 25¢ to 
$1.00. Substantial annual income easily pos- 
sible. Write 


STANLEY INDUSTRIES 
13415 24th Avenue South 
SEATTLE 88, WASH. 





SALESMEN WANTED 
NATIONAL MANUFACTURER 
ALUMINUM HOUSEWARES 


One of America’s low cost manufacturers 
is reorganizing entire sales force all ter- 
ritories. This is wonderful opportunity 
for aggressive salesmen used to earning 
big money. We have been shipping large 
volume to leading Hardware and House- 
hold Jobbers, Chains, Dept. Stores, Pre- 
mium Buyers. Accounts will be turned 
over to our men. Outline briefly expe- 
rience. Executive will interview appli- 
cants soon. 
Write Box K-894, care of HARDWARE AGE 
100 East 42nd St., New York 17, N. Y. 
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Classified Opportunities Section... 




















SIDE LINE SALESMAN WANTED. 


Calling 


on Hardware, Electrical, Houseturnishing Jobbing 
Trade, for Fast Selling Line of Switch Plate 
Wall Shields. Address Box 31, Station X, New 


York 54, N. Y. Dept. H. 





DISTRIBUTORSHIP FOR QUALITY 
PRODUCTS DESIRED—Hardware 
Building Supply Trade in Virginia, Washington, 
D. C. and Maryland. The “United” Supply 
Company: Office—306 Victor Building, Washing- 
ton 1, D. C., Warehouse—4202-4204—37th St., 
Brentwood, Maryland. 





SALES REPRESENTATIVE. A PROFIT- 
ABLE ELECTRICAL SIDELINE FOR MEN 
calling on Retail Hardware and Appliance Stores. 
A proven seller in the Midwest. Never sold in 
the East. Territories open in New York, New 
England, New Jersey and Pennsylvania. Protected 
territory on a commission basis. State lines car- 
ried and territory desired. Robert W. Culbert 
and Associates, 220 South Park Street, Hastings, 
Michigan. 








SALESMEN, WANTED BY LARGE WELL 
ESTABLISHED NEW YORK WHOLESALE 
HARDWARE HOUSE to cover retail hardware 
trade in Eastern Fennsylvania, Maryland, Dis- 
trict of Columbia, Connecticut, Massachusetts, 
Maine, New Hampshire, Vermont and Central 
New York State on 5% Commission Basis, no 
objection to non-conflicting side lines, write Chas. 
a Inc., 149 Chambers St., New York, 








SOUTHEASTERN STATES 
Manufacturer’s Agents. Established 
1926. Staff of 6 men. Cover trade 4 
times yearly. Commission basis. In- 
quiries invited. 

McCUTCHEN-SIMPSON, INC. 

9822 N. E. 2nd Avenue Miami 38, Florida 











Pietetintion—-Poesent and Postwar 
bi Aggressive 





Selling Agents 
ANCO CORPORATION. Pittsburgh, Pe 
Branch Offices 
Wow York . Phitadeiphis - Detroit - Chicage - Clevetand - Lovisvitie 


Sous A. elasses of jobbers We will carry the 
or you can bill direct 





or eee fer further infermatien and references 








YOUR EXPORT 
BUSINESS 


when entrusted to BETTERBY merely takes 
the shape of additional domestic sales trans- 
actions. You are relieved of all details and 
worries. BETTERBY'S resident representa- 
tives abroad promote your sales and its staff 
of expertly trained export personnel compe 
tently hand) all correspondence and 1 
and other documents for shipments all over the 
world. BETTERBY also eliminates your credit 
risks by paying for all goods in New York. 


BETTERBY — Exporters 


230 FIFTH AVENUE NEW YORK 1, N. Y. 














Store and | 





MANUFACTURERS LINES WANTED FOR 





Eastern Pennsylvania, Southern New Jersey, Del- 
aware, and Maryland, sold to Jobbers, Chain and 
Department Store Trade only Fifteen years’ 
sales experience. References. Reply to Box 422, 
Ardmore, Pa. 





MR. MANUFACTURER. WE DISTRIBUTE 
DIRECT FROM YOUR FACTORY TO HARD- 
WARE DEALERS. Issue monthly circulars. A 


quick, inexpensive method to increase sales under 
your .trade mark or private brand, liquidate un- 
balanced inventory or try out new items. You 

voice us, we carry the accounts Address 
Fran dele Company, 549 W. Randolph St., Chi- 
cago 6, Illinois. 





WELL-ESTABLISHED MANUFACTURER’S 
REPRESENTATIVE calling on Industrial and 
Mill Supply Trades would like Line of Bolts, 
Nuts and Screws, also Kindred Lines for the 
five New England States. Well acquainted with 
buyers of Ferrous, Non-Ferrous and Stainless 
Steel, Fastenings, etc. Address Box K-847, care ot 
ae Acz, 100 East 42nd St., New York 
17, ° ° 





ATTENTION MANUFACTURERS. Well 
Established Manufacturers’ Representatives with 
New York Show Room, offering a special service 
to exporters, desires lines on an exclusive basis 
to the export trade. Merchandise that can be 
delivered within reasonable time preferred. Com- 
pensation, commission only. No drawing account. 
Address Box K-881, care of Harpware AGgz, 
100 East 42nd St., New York 17, N. ¥. 








LONG Hage FLORIDA 
wH ALE HOUS 


LES H —— 

ADDITIONAL LINE 
Wholesale Distributing House in tet Serving the 
Florida Hardware and Locksmith Trade Desires an 
Additional Line of Staple Merchandise. We have an 
efficient office and stock room force and an e perienced 
hardware salesman who has covered this trade over 20 
years. A consignment or direct shipment provosition 
is preferred. Established 20 years in Miami. 

A. M. COLLOT SUPPLIES 

221 N. W. 8th Avenue, Miami 36, Florida 














A YOUNG ENERGETIC MAN DESIRES 
TO REPRESENT A REPUTABLE FIRM in 
the Detroit Area on an exclusive contract basis. 


Chains, Dept. Stores and In- 
Age 35, 2 years college, and 
experience. Write Box 
100 East 42nd St., 


Selling to Jobbers, 
dustrial Accounts. 
15 years of industrial 
K-878, care of HarpwarE AGe, 
New York 17, N. Y. 





LINES WANTED FOR NEW ENGLAND 
AND NEW YORK STATE By Experienced 
Sales Organization. Well Acquainted with Hard- 
ware, Automotive, Electric Supply Jobbers and 
Chains. Boston Showroom and Warehouse. Dun 
and BN rated. Address Perkins Sales 
Co., 610 Newbury St., Boston 15, Mass. 


EXPERIENCED SALESMAN, VETERAN, 
DESIRES TO REPRESENT ESTABLISHED 
MANUFACTURER in New England States. 
Have following with hardware, houseware and 
automotive jobbers, distributors, chain and depart- 
ment stores throughout New England. Experi- 
enced in sales promotion. Address Box K-885, 
care of Harpware Ace, 100 East 42nd St., New 
York 17, N. Y. 


ATTENTION MANUFACTURERS. I 
COVER CLEVELAND, OHIO, AND THE 
BALANCE OF CUYAHOGA COUNTY. If you 
are a reliable manufacturer of good quality mer- 
chandise, I invite your correspondence. Maybe a 
mutually profitable sales agreement can be ar- 
ranged between us. What have you to offer me? 
L. Robert Wittrock, 8510 Linwood Ave., Cleve- 
land 3, Ohio. 





PACIFIC COAST 


Manufacturers Representative, covering 11 
Western States, with Young, Aggressive Men 
of experience residing in their respective terri- 
wishes Lines of Merit which will sell to 





tories, 
Hardware, Electrical, Variety Store, Drug, 
Jewelry and Gift Jobbers and Dent. Stores. 


Address Box K-888, care of HARDWARE AGE 
100 East 42nd St., New York 17, N. Y. 








PLUMBING - - - HARDWARE 
LINES WANTED BY THE SOUTHWEST'S LIVEST 
MANUFACTURER'S AGENTS. WE COVER AR- 
KANSAS, TEXAS, OKLAHOMA AND LOUISI- 
ANA WITH 8 TOP FLIGHT SALESMEN. 

Address Box K-871, care of HARDWARE AGE, 

100 East 42nd Street, New York 17, N. Y. 








DOMESTIC AND FOREIGN 
SALES PROMOTION ORGANIZATION 


With Eftensive Personal Acquaintanceship among 
Machine Tool, Hardware and Appliance Buyers, 
Dealers and Agents Here and Abroad, desires to 
Enlarge Its Lines by Including Several Machine Tools 
and Hardware Specialties of Proven Performance. 


SPOENTGEN SUPPLY COMPANY 
712 Market Place Madison 3, Wisconsin 

















Small Hand Tools 
Construction Tools 
Gardening Tools 

Builders Hardware 
Plumbing Hardware 

Nuts, Screws, Bolts, Nails 
Locks, Hinges, Key Blanks 





YOU MAY NEED THE FUTURE EXPORT MARKET 
NOW IS THE TIME TO PREPARE! 


Aggressive exporting firm will discuss with manufacturers of 


our sound merchandising program for developing their foreign markets 


Address BOX K880, CARE OF HARDWARE AGE 
100 East 42nd St., New York 17, N. Y. 


Household Appliances 
Electric Appliances 
Electric Refrigerators 
Stainless Steel Kitchenware 
Aluminum Kitchenware 
Enamelware 

Kerosene Stoves 








(Classified Opportunities continued on page 226) 


DECEMBER 5, 1946 


225 





; 
4 
: 





sd te aie. 





SO tebe ed 


wis lll edynadie 


“tye Resta easy «4 


a a3 dec Base 
i na, 








Classified Opportunities Section .. . 











| Accounts Wanted 


MANUFACTURERS AGENTS DESIRE 
LINE FOR NEW JERSEY, Contacting Lumber 
Yards, Hardware Dealers, Mill Supply Houses 
12 years in territory. Aggressive coverage. Com- 
mission basis. Will carry stock. Address Box 
K-883, care of Hanpware Acre, 100 East 42nd St., 
New York 17, N. Y¥ 





WANTED BY FACTORY REPRESENTA 
TIVE QUALITY HARDWARE LINE for 
Dealers in Texas and Oklahoma to supplement 
one I have sold for eleven years to the sam« 
trade. Commission basis. Present line on allot 
ment. Address Box K-875, care of Harpwarr 
Ace, 100 East 42nd Street, New York 17, N. Y 








EXPERIENCED AND 
SUCCESSFUL SALESMEN 


Covering New England will negotiate as dis- 
tributors for item sold through hardware out- 
lets, lumber yards, or building supply dealers. 


Ad@ress Geox K-864, care of HARDWARE AGE 
100 East 42nd St., New York 17, NW. Y. 








EXPORT SALES 


Distribution in Northern India and Other Coun 
tries is offered to Manufacturers of Hardware, 
Furniture Fittings, Cutlery, Housefurnishings 
and Appliances We attend to all export re 
quirements and pay cash in New York on nsual 
domestic terms. 





Address Box K-893, care of HARDWARE AGE 
100 East 42nd St.. New York 17. N. Y. 











ATTENTION 
MANUFACTURERS ! 


Live-wire selling organization with 
showrooms at 200 ith Ave. traveling & 
men, interested in contacting manufac- 
turers of Electrical, Hardware & House- 
ware items. Guarantee thorough Loca! 
or National coverage of your products. 
Jobber and Chain Store Specialists. We 





have the experience, contacts and 
“know-how,” with a record of sales 
successes, 

MACK 8. SALZMAN CO., INC. 


200 Sth Ave. New York 10, N. Y. 











MANUFACTURERS! 


NATIONAL SALES AND 
PROMOTION OF YOUR PRODUCT 
PROVEN PERFORMANCE 
OUR 27 MEN GIVE YOU INTENSIVE COv- 
ERAGE OF THE JOBBER, DEPARTMENT 
AND CHAIN STORES IN THE HARDWARE, 
HOUSEWARE, AUTOMOTIVE AND ALLIED 
FIELDS IN THE UNITED STATES AND CAN- 
ADA. IMMEDIATE SALES TO A READY 
MADE MARKET. 


ASQUITH ASSOCIATES 
NATIONAL SALES AGENTS 
131 STATE ST. BOSTON 9, MASS. 





| England, 
| tucky 
| Exclusive Quality 





ESTABLISHED MANUFACTURERS’ REP 
RESENTATIVES WILL GIVE MANUFAC 
TURER COMPLETE COVERAGE of Products 
with Merit in State of California. Address Box 
K-877, care of Haapware Ace, 100 East 42nd 
St., New York 17, N. Y 


EXPORTER— WELL EQUIPPED AND 
KNOWN AMONG LATIN AMERICAN COUN. 
TRIES AND EUROPE for over fifteen years 
with more than two hundred accounts will handle 
your lines on an exclusive basis or distribute your 
merchandise. References on request. Apply 
Spies Gonzalez, 434 Broadway, ew York 13. 


MANUFACTURERS AGENCY NOW REP 
RESENTING NATIONALLY KNOWN LINES 
with complete coverage of New York State, New 
Pennsylvania, Ohio, West Virginia, Ken 
and Tennessee desires a Few Additional 
Lines on commission basis for 
department and retail stores and chain 
Preferably photographic, hardware, 
tovs and small electrical appli- 
Harold R. Rich & Associates, 
Rochester, N. VY 


jobber, 
distribution. 
sporting goods, 
ances. Address 
P. O. Box 901, 





REPRESENTATION 


Want good hardware or appliance line 

sold through hardware and electrical 

wholesalers and jobbers. Excellent repre- 

— of Texas, Oklahoma, Ar- 
and Louisi 











BOX 5933, DALLAS 2, TEXAS 








REPRESENTATION IN MEXICO 
FACTORY AGENT VERY WELL KNOWN TO 
HARDWARE WHOLESALERS IN MEXICO CITY 
AND THE WHOLE REPUBLIC OF MEXICO 
WANTS TO REPRESENT ADDITIONAL FIRST 
CLASS LINES. SMALL TOOLS, BUILDERS’ 
HARDWARE. AUTOMOTIVE HARDWARE, 
KITCHENWARE, CUTLERY, ETC. HIGHEST 
REFERENCES. 

Write Box K-889. care of HARDWARE AGE 








100 East 42nd Street, New York 17. N. Y. 








THE LEADING BELGIAN 
DEPARTMENT STORE 


AU BON MARCHE 


BRUSSELS, BELGIUM, AND ELISABETH. 
VILLE, BELGIAN CONGO, IS INTERESTED 
IN ALL ITEMS SOLD IN DEPARTMENT 
STORES, AND PARTICULARLY SMALL 
TOOLS, ELECTRIC ACCESSORIES AND 
APPLIANCES, INSECTICIDES, BUILDER'S 
HARDWARE, SMALL WARES, ETC. 


SUBMIT ALL OFFERS TO THEIR EXCLU- 
SIVE PURCHASING AGENTS IN THE 
UNITED STATES AND CANADA. 


BETTERBY 


230 FIFTH AVE. e NEW YORK 1, N. Y. 











[ Positions Wanted | 


EXFORT MANAGER, experienced, aggressive, 
jesires position with manufacturer wishing to 
establish export department. Salary $70.00. Ad- 
dress Box K-896, care of Harpware Acg, 100 
East 42nd St., New York 17, N. Y. 








EXPERIENCED YOUNG SALESMAN AT 
YOUR SERVICE. Want Good Line to sell on 
West Coast. Will be glad to exchange references. 
[ am a go-getter, ambitious and have car. What 
have you? Address Milton R. Field, 794 S&S. 


| Central Avenue, Los Angeles 21, Calif. 


| implements ; 





CATALOGUE, SALES AND PURCHASING 
EXPERIENCE 16 years with small manufacturer 
wood and metal products well known to national 
hardware wholesalers and mill supply trade. Back- 
ground includes costs-to-sales price experience, 
inside and outside selling, wartime purchasing, 
co-ordination of shop and sales. This advertiser 
seeks connection with small manufacturer New 
England or Atlantic Seaboard. Further details 
upon request. Address Box K-876, care of Harp- 
ware Acr, 100 East 42nd St., New York 17. 
x. 


150,000 SHEETS of #1 FLINT 
SAND FAPER, IN FIRST CLASS CONDI- 
TION. The sheets are 9 x 11, packed six to a 
sealed envelope. In lots of 10,000 sheets, the 
price is $6.00 per thousand. Manufacturers Sales 
& ae Co., 5005 Euclid Avenue, Cleveland 
3, Ohio. 











FOR SALE. 





HARDWARE SALES $140,000 YEAR. OHIO 
FARMING CENTER; old established; complete 
tine hardware, electric appliance, farm supplies— 
sheet metal shop; radio repairs; 
well known lines; brick building: 
basement-warehouse: $40,000 
$75.000 with prop- 


franchise many 
10,000 sauare feet; 


stock. Health compels sale: 
“rty; can double sales. Address Apple Company. 
Brokers, 1836 Euclid Avenue, Cleveland, Ohio. 








FOR SALE 


MIAMI, FLORIDA—RETAIL HARDWARS BUSI- 
SHED 25 YRS. BY PRESENT 


Sales Now $20,000.00 Monthly. Can be 
New But 





term lease. wy . 
location. $80,000.00 Cash. 
Address Box core of HARDWARE AGE 


K-854, 
100 East 42nd St., New York (7, M. Y. 











MANUFACTURERS BUSINESS 


FOR SALE 
Old Established Insecticide Business located in Ohio 
| | has plenty of good live accounts. Profit record is 
excellent. A very attractive proposition. Cam be 
moved or kept in present location. Owner wishes to 


retire. 
K-879, care of sy a — 


Address Box 
100 East 42nd St., New York 17, N 











FOR SALE 


OWING TO AGE I! WILL SACRIFICE MY 
HARDWARE STORE SHEET METAL BUSI- 
NESS, STOCK AND REAL ESTATE BUSI- 
NESS OF 55 YEARS STANDING IN FINE 
CITY, NEW YORK STATE FOR $16,000. SIT- 
UATED ON MAIN STREET WITH REAR 
ENTRANCE FROM SIDE STREET. AN OP- 
PORTUNITY OF A LIFE TIME FOR ANY 
ONE WISHING TO ENGAGE IN SHEET 
METAL PLUMBING, ELECTRIC APPLI- 
ANCE, ETC. SUBSTANTIAL BUILDING 
WITH LIVING ROOMS OVER HEAD. 


Reply Box K-800, care of HARDWARE AGE 
100 East 42nd St., New York 17, W. Y. 
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Your wholesaler knows that you need 
MORE Brass Lawn Hose Goods than 
you have received this past season. 
Your wholesaler wants to help you doa 
better job of taking care of your demands 
this coming season. 


Far-sighted wholesalers have therefore cooperated 
with Sherman, to provide you with these new Con- 
venience Packages, containing basic stocks of 
today's finest Brass Hose Fittings, factory packed 
for quick, dependable delivery to your store. 


These Convenience Packages contain only the most 
popular, fastest selling items in the Sherman line. 
We are concentrating production on these items, 
and packing them by assembly line methods. Your 
wholesaler, in turn, can handle the distribution of 
these packages with the greatest speed, because 
he does not have to unpack and repack the goods. 


Be prepared for the coming season's heavy demands 
for Brass Hose Goods. Get the facts from your 
wholesaler NOW about Sherman Convenience 
Packages, and place your order immediately for a 
supply of these packages. 


H. B. Sherman Manufacturing Co. 
Battle Creek, Michigan 


Sheu 
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Nozzle 










“Gold Label” 
Nozzle 
‘ “Long-Grip" 
Q Coupling 
“Tulip” Mender 


Sprinkler 


Corrugated Coupling 





NW Brass 
Clamp 


Washer 
Clip Sprinkler 


“Lokeside” Jr. 
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INDEPENDENT 
LOCK COMPANY 


FITCHBURG . MASSACHUSETTS 
FOR THE BEST IN 


Security Hardware 











THE W. BINGHAM COMPANY OF CLEVELAND SAYS— 


every hardware store that 

puts Strip-—Seal in the window, 

uses a Strip-—Seal streamer, and 
displays Strip-Seal on the counter, 
sells twice as much as expected. 


Are you cashing in on 
cold weather with Strip—Seal? 


Write for free displays 
and streamers today! 


TREMICO QUALITY PRODUCTS 





FOR HOMES AND FARMS 
o Manufacturing Co.. 8701 Kinsman Rd., Cleveland 





Fooleatta: 


Oo 
DELIVERY AT ONCE 


@ Imitation Leather @ Rubber Valve Bladders 
@ Shipped Inflated 


$13.20 DZ.—Junior Size $18.00 DZ.—Full Size 
Inflating Needles...............72¢ a dozen | 


BAY STATE SPORTS 


88 BROAD STREET ° BOSTON 10, MASS. 











| Devdeon Je Adwertiseun 





Bana Co., The ; 

Barnes Mfg. Co. 

Bay State Sports 
Berkshire Paint Co. 
Bethlehem Stee! Co. 

Bird & Son, Inc. 

Bommer Spring Hinge Co. 
Boss Mfg. Co. 
Brown-McLaren Mfg. Co. 
Buckeye Aluminum Co. 





Genuine DOMES 2° SILENCE 


(- SQFTLY- SMOOTHLY 


SAVE FURNITURE 
WL & FLOORS-CREATE QUIET 


+) 2) ae 


Ask your Jobber el ee 


DOMES of SILENCE Inc 35 P 
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Ackermann-Steffan & Co. 20! 
Acme Plastic Hanger wane. 193 
Acme Shear Co. ‘ 161 
Adirondack Chair Co. 202 
Air Express Division ... 64 
Alabama Mfg. Co. , 215 
Allen & Co., F. C. $ 14, 15 
Allen & Co., S. L. . 30 
Allen Mfg. Co., Hartford, Conn... 64 | 
Allied Hardware Corp. 212 
| Aluminum Company of America... 77 | 
Aluminum Cooking Utensil Co. 71 
Aluminum Industries, Inc. .... 6! 
| American Cabinet Hdwe. Corp.../92 
American Chain & Cable Co. . % 
———— Cord & Webbing Co., 
nc. ixnsbeae chelated 
American Floor Surfacing Ma- 
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American Mat Corp. .214 
American Pulley Co. Se 185 
American Steel & Wire Co 57 
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Arr-O-Line Mfg. Co. 199 
Art-Tex Paint Varnish Co. 213 
Artistic Wire Products Co., Inc....175 
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Autoyre Co., The 213 
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& 
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E 

| Eagle "ere 137 


Eagle Precision Mfg. Co. 157 
| Edison General Electric Appliance 
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Federal Tool Corp .... 
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Fire-Killer Mfg. Co. 
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Ee eer reer ree 210 
6 

G-M Laboratories, Inc. .......... 1% 

Garrett Co., Inc., Geo. K. ....... is 


General Consumer Products Inc. .143 
General Electric Co., Lamp Divi- 
SO ere 131 
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General Motors Corp 
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ibson Good Tools, inc........... 204 
Gilbert Clock Co., William L.....160 
Gillette Safety Razor Co. ......... 77 
Goldweber, Bernard ............. ” 


Gray & Dudley Co. . 
Great Lakes Varnish Works, Inc.. iat 
— Neck Saw Manufacturers, 
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7 eS SE “er 62 
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H 
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Hessel, fac., Joha ............... 148 
Hazard Insulated Wire Works... 21 
TS erro 179 
Hobart Mfg. Ge. <.. palvigen 141 
Hoppe, Frank A. BE REP Ee 189 
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Horrocks-Ibbotson Co. ........... 32 
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Huenefeld Co., The .............. 232 
. A Serre eer 198 
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Independent Lock Co. ..........- 228 
International Exporters Corp. .... 213 
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Buffalo Bolt Co.  , 
Burgess Battery Co. .. 58 
Burpee Can Sealer Co. . 200 
Burpee Co., W. Atlee .. 207 
Bushman Saw Division 134 
Cc 
Camillus Cutlery Co. a 15! 
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Carvanite Products ...............144 
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Columbian Rope Co. 43 
Columbus Plastic Products, Inc...19! 
Committee on Steel Pipe Research 49 
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Cooper Mfg. Co. ...218 
Corbin Screw Div. 125 
Crescent Bronze Powder Co. 169 
Crown Hardware Co. 198 
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Dunbar Glass Corp. ....... a 
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Jackson Mfg. Co. .... a 
Johnson Steel & Wire Co., ‘Inc. .. 180 
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Kaul Importing Agency, Inc., Leo 21! 
Kaylan Cutlery Co. ............-.- 2% 
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Keen Equipment Co. ............ 156 
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Keystone Steel & Wire Go. ...... Wg 
Knapp Foundry Co., Inc. ........ 189 
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Smith Corp., A. O. 
Sonken-Galamba Corp. ...... . 229 
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Standard Horsenail Corp. pea hae 
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| Swing-A- Way Steel Products Co... 2! 
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Union Hardware Co. ... 40 
United States Electric Mfg. “Corp. 197 
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| United States Steel Corp. ....... 57 

| Universal Clay Products Co. .... 184 
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| Upson-Walton Co. eke << ae 
Vv 

Te COE oo inne tinctsasenns 193 

Vaughan Novelty Wana eee et 193 
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ae 


SUCCESSFUL 





For Sale 


CARLOAD NEW STUD BOLTS 


Square Heads and Nuts 
Hexagon Heads and Nuts 
54" to 11/4," diameters—!" to 32" lengths 
Write or wire for complete catalog listing 
Immediate delivery from stock 


SONKEN-GALAMBA CORP. 


2nd & Riverview, Kansas City 18, Kans. 















You can hang your reputation on 


MOORE 


PUSH-LESS HANGERS 
PUSH-PINS 


They’re dependable! Needed in every home 
for hanging light and heavy mirrors, pictures 
and wall decorations. 


Use MOORE Marking Tacks 
A 





on your own display boards 


= oo YOUR JCORER 


APAN Y 













Ask a mechanic what nut or serew driver he prefers, 
and he's mighty apt to say Keolite, a Lingt B because 
oe tools are made by craftsmen whe know p prob- 
lem: m they ean stand all i ehnas of 


° - se tough 
cunteheent ; + precision-machined to grip nut or serew 
oo" + + + comfortable to the feel and attractive to 
e eye 


For customer preference, sell Xcelite! 


PARK METALWARE CO., INC. 


Dept. G Orchard Park, New York 


T00ls PREFERRED BY EXPERTS 
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- VITAVAR PENETRATING FLOOR 





Write today for details and descriptive folder! 


WITA- 


CORPORATION 





SEALER AND WOOD FINISH ___ 





S Vita-Var Penetrating Floor Sealer and Wood Finish was 


applied to the left half of this board . . . on the right half 
ordinary surface finish was used. Note how the ordinary 
surface scratched and chipped away, while the Vita-Var 
Wood Finish remains unharmed. 

@ Penetrates to protect and preserve 

e Tough, scratch-proof, wear resistant 

@ Easy fo use. . . never turns white 

@ Non-slippery satin finish 

@ Dirt can't grind in 

@ Available in clear finish or stained effect 


@ Does not require waxing 
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Devil Leaps THE WAY 


- Iilustrated below are but a few of the top-selling leaders in 
Pe world famous line of Red Devil Tools and Machines. Catalog 
ribing many hundreds of items available upon request. 


SINCE .. aD. D, ad SOL IRVINGTON 
1872  ) aal at CATA Pleo N.J., U.S.A. 
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Ker ojene Ra nges 


FOR THOSE WHO DEMAND THE FINEST 
BOSS HOLDS THE SPOTLIGHT— Everything in 


beauty and convenience plus the low cost economy of Kero- 
sene. Lustrous porcelain finish...easy to clean. Finest 
Utility Features, including glass in oven door for visible 
baking, roomy utensil compartment, useful shelf splasher. 
Fast efficient cooking heat...safe...odorless’...sootless. 


Remember Boss ... See Boss ... Buy Boss. 


THE HUENEFELD CO. CINCINNATI 25, OHIO 


BOSS RANGES - STOVES - OVENS - HEATERS 

















See the above Ad... 


in the leading 
women’s magazines 
and farm journals. 
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